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shine  a  spotlight  on 
some  of  the  brightest  minds  in  the  IT  community. 
Learn  how  these  100  men  and  women  keep  up  with 
the  speed  of  business  change,  manage  big  projects 
and  mentor  the  next  generation  of  IT  leaders. 
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How  does  Xerox  Global  Services  manage  millions  of  office  devices  for  its  customers? 
Their  largest  application  runs  on  new  SQL  Server™  2005  64-bit  running  on  Windows 
Server  2003,  which  provides  99.999%  uptime*  See  how  at  microsoft.com/bigdata 


Microsoft' 

Windows 
Server  System 


•Results  not  typical  Availability  is  dependent  on  many  factors,  including  hardware  and  software  technologies,  mission-critical  operational  processes, 
an^  professional  services  C  2005  Microsoft  Corporation.  All  rights  reserved  Microsoft,  the  Windows  logo.  Windows  Server  Windows  Server  System 
and  'Your  potential.  Our  passion/  are  either  trademarks  or  registered  trademarks  of  Microsoft  Corporation  in  the  United  States  and/or  other  countries. 
XEROX  ‘  is  a  trademark  of  XEROX  CORPORATION. 
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A  Service  Managing  7  Million  Transactions  a  Day. 

Running  on  Microsoft  SQL  Server  2005. 
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I  c:\vn  about  the  dial 
lenses  and  triumphs  of  the 
IT  industry's  elite  in  these 
profiles  and  interview  s. 


NEWS 


4 Cisco  plans  to  roll  out  a  set  of 
network  management  products 
and  services. 

PCool  chips  could  gain  popular- 
Uity,  as  IT  managers  look  beyond 
CPU  speed  and  take  factors  like 
power  consumption  into  account. 

Win  Depth:  New  Programming 
Options  Pose  a  Dilemma  for  SQL 
Server  Users.  Microsoft  is  sup¬ 
porting  general-purpose  program¬ 
ming  languages  in  its  database, 
but  they  may  not  be  the  best  op¬ 
tion  for  all  development  work. 

M  Mixed  installations  of  main¬ 
frames  and  other  systems  are 
still  common,  say  attendees  of 
Gartner’s  data  center  conference. 

M  Phase  1  of  a  deployment  of  the 
mySAP  ERP  suite  in  Nevada’s 
Clark  County  is  going  smoothly. 

AAComputech  agrees  to  pay 

LL$ 2.25  million  in  back  wages 
to  H-1B  workers. 


MTwo  New  York  hospitals  team 
with  Siemens  to  launch  a 
health  care  smart-card  project. 

AP  BEA  unveils  a  road  map  for 
DO  integrating  its  Web  portal 
products. 
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The  following  stories  can  be 
found  online  at  www.comput- 
erworld.com/premier100 

Quiz.  How  close  are  you  to 
becoming  an  IT  leader?  Take 
our  online  quiz  to  assess  and 
steer  your  development. 


Data  Points.  These 
downloadable  PowerPoint 
slides  highlight  budget 
planning  and  other  statistics 
from  the  Premier  100  IT 
Leaders. 


Best  Bets.  Computerworld 
editors  pick  their  favorite  IT 


leadership  articles  of  2005. 
Premier  100  Honor  Roll. 

View  the  names  of  ail  700 
alumni  honorees,  from  2000 
to  present. 


Conference  Recap. 
View  video  webcasts  from 


HORN.  ANN  STATES.  GIORGiO  PALMISANO, 
GIORGIO  PALMISANO.  ANN  STATES 


the  2005  Premier  100  IT 
Leaders  conference,  featuring  f 

presentations  by  Ira  Winkler,  f 

author  of  Spies  Among  § 

Us;  Andre  Mendes,  chief 
technology  integration  officer  S 

at  PBS;  and  Paul  Kigday,  vice  I 

president,  IT  and  program  de¬ 
velopment,  at  Owens  &  Minor.  5 
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Don  Tennant  says  IT  leaders 
LI  distinguish  themselves  by  giving 
something  back  to  their  profession. 

M  Agile  by  Design.  As  counter¬ 
intuitive  as  it  seems,  methodical 
planning,  standard  processes  and  pro¬ 
cedures,  and  relentless  communica¬ 
tion  are  the  keys  to  agility,  according 
to  this  year’s  Premier  100  honorees. 

Masters  of  Management 

Premier  100  IT  Leaders  offer  their 
advice  for  keeping  pace  with  business 
while  staying  on  top  of  the  most- 
pressing  challenges. 

QQ  People  First.  Investing  in  staff, 

UU  setting  high  standards  and  estab¬ 
lishing  trust  pays  off  for  these  Premier 
100  IT  Leaders. 

M Cohesive  Compliance.  IT  leaders 
advise  a  coordinated  and  continu¬ 
ous  focus  on  regulatory  requirements. 
AA  Security  Imperative.  Overcoming 
Ull  information  security  obstacles 
requires  extraordinary  levels  of  com¬ 
munication. 

M  Speed  of  Business.  IT  leaders  are 
pressed  to  maintain  balance  dur¬ 
ing  rapid  expansion. 

1  A  Managing  Megaprojects.  It’s  all 
Tv  about  the  business,  communica¬ 
tion  and  the  “big  sell”  to  executives, 
employees  and  partners. 


«  Foreign  Challenge.  Forget 
what  you’ve  learned.  The  new 
global  landscape  creates  a  brand-new 
set  of  IT  tasks. 

i  fi  Managing  Up.  The  first  step 
*tU  toward  building  a  relationship 
with  your  CEO  is  to  establish  mutual 
trust. 

M  Succeeding  at  Sourcing,  it 

leaders  advise  going  outside  for 
high-volume,  repeatable  processes. 

M  Leader  Profiles,  view  the 
honorees,  as  well  as  their  bud¬ 
get  plans  and  top  projects  for  next 
year.  Read  about  some  of  their  worst 
management  moments  and  the  most 
valuable  career  advice  they’ve  ever 
received.  Also,  their  least  favorite  job 
duties  might  be  the  same  as  yours. 

70  Prot6g6  Profiles.  We  talk  with 
I U  some  of  the  IT  professionals  be¬ 
ing  mentored  by  this  year’s  honorees 
about  their  road  to  the  top. 

MAsk  a  Leader.  Marriott’s 
Wendell  Fox,  a  2006  honoree, 
answers  readers’  questions  about 
skills  enhancement  and  project 
management. 

DO  The  Next  Generation  of  IT. 

U£.  Today’s  IT  leaders  are  passing 
along  their  knowledge  to  handpicked 
up-and-comers. 

Qp  Frankly  Speaking.  Putting  out 
UU  tires  is  exciting,  but  providing 
the  business  with  rock-steady  IT  is 
the  stuff  of  real  heroes,  says  colum¬ 
nist  Frank  Hayes.  And  Sharky  learns 
a  few  lessons  on  leadership. 
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Microsoft  Plans  to 
Issue  Two  Fixes 

Microsoft  Corp.  is  planning  two 
software  security  fixes  -  at  least 
one  of  which  is  rated  “critical” 

-  as  part  of  its  monthly  release 
of  security  updates  slated  for 
Tuesday.  Both  patches  are  for  the 
Windows  operating  system,  ac¬ 
cording  to  Microsoft’s  Web  site. 

A  critical  rating  for  a  bug  means 
that  a  worm  could  take  advan¬ 
tage  of  it  without  any  user  action. 


RIM  in  Mediated 
Talks  With  NTP 

Research  In  Motion  Ltd.  and  NTP 
Inc.  are  in  talks  with  a  mediator 
in  an  attempt  to  settle  their  on¬ 
going  legal  dispute,  which  could 
lead  to  an  injunction  halting 
BlackBerry  handheld  and  e-mail 
service  in  the  U.S.  RIM  has  been 
unable  to  overturn  a  2003  jury 
verdict  that  it  infringed  on  wire¬ 
less  e-mail  patents  held  by  NTP. 


Sober  Attack  Is 
Expected  on  Jan.  5 

Commands  hard-coded  into 
the  latest  variant  of  the  Sober 
worm  indicate  that  its  next  major 
attack  will  come  on  Jan.  5,  ac¬ 
cording  to  VeriSign  Inc.’s  iDe- 
fense  cyberintelligence  service. 
The  trigger  coincides  with  the 
87th  anniversary  of  the  launch 
of  the  Nazi  party  and  coincides 
with  a  major  German  political 
convention.  The  Sober  worm  and 
its  variants  have  emerged  as  the 
year’s  most  prolific  malware. 


Moziila  Slates  Fix  for 
First  Firefox  1.5  Bug 

The  first  Firefox  1.5  security  vul¬ 
nerability,  revealed  last  week,  is 
not  as  critical  as  first  perceived, 
but  a  patch  will  be  available  ear¬ 
ly  next  year  to  fix  it,  the  Moziila 
Foundation  said.  The  defect 
will  be  repaired  when  Moziila 
releases  the  next  stability  build 
of  the  open-source  browser  in 
about  six  weeks.  A  SANS  Insti¬ 
tute  Internet  Storm  Center  post¬ 
ing  said  the  vulnerability  is  in  the 
browser’s  history.dat  hie,  which 
stores  a  user’s  history  of  Web 
sites  visited. 


Cisco  Moves  to  Support 
Network  Management 


NETWORK  BLUEPRINT 


SONA 


Readies  tools  for 
planning,  analysis 
and  monitoring 

BY  MATT  HAMBLEN 

SANTA  CLARA,  CALIF. 

ISCO  SYSTEMS  Inc. 
tomorrow  will  an¬ 
nounce  a  set  of  four 
network  manage¬ 
ment  products  and  an  equal 
number  of  companion  services, 
all  based  on  a  service-oriented 
framework  that  Cisco  officials 
detailed  here  last  week. 

The  Network  Application 
Performance  Analysis  (NAPA) 
offerings  being  rolled  out  this 
week  include  software  tools 
for  application  analysis  and 
network  planning,  an  appli¬ 
ance  for  managing  bandwidth 
quality  and  a  dashboard  appli¬ 
cation  for  viewing  information 
about  system  performance. 

Ayman  Soliman,  a  senior 
network  architect  at  Thomson 
Financial  Inc.  in  New  York, 
has  been  testing  Cisco’s  net¬ 
work  planning  software  for 
the  past  two  weeks  but  said 
he  still  hasn’t  learned  enough 


about  the  product  to  decide 
whether  to  deploy  it. 

Soliman  said  the  tool  could 
help  him  assess  the  risks  of 
making  changes  to  Thomson’s 
network,  which  includes  about 
3,000  routers  and  switches  in 
56  countries.  “In  a  complex 
infrastructure,  if  you  deploy  a 
new  feature,  you  want  to  know 
the  effects  on  the  network,” 
he  noted.  But  a  thorough  test 
of  Cisco’s  new  software  is 
required  because  it  will  cost 
“in  the  upper  $200,000  range,” 
Soliman  added. 

Cisco  wouldn’t  disclose 
pricing  on  the  NAPA  com¬ 
ponents  last  week.  It  plans  to 
release  the  network-planning 
and  application-analysis  tools 
tomorrow,  while  the  perfor¬ 
mance-monitoring  dashboard 
and  bandwidth-quality  appli¬ 
ance  are  due  in  March. 

The  new  services  that  are 
being  added  will  allow  users 
to  hire  Cisco  personnel  to  help 
troubleshoot  or  even  operate 
the  NAPA  products,  said  Clif¬ 
ford  Meltzer,  senior  vice  presi¬ 
dent  of  network  management 
technology  at  Cisco. 


Cisco’s  Service-Oriented 
Network  Architecture 
includes  three  layers: 

Networked  infrastructure. 

Connects  servers,  client  systems 
and  storage  devices  across  a  con¬ 
verged  network. 

Interactive  services.  Uses  virtu¬ 
alization  and  application  network¬ 
ing  tools  to  allocate  IT  resources 
to  applications  and  business 
processes. 

Applications.  Integrates  business 
and  collaborative  applications  with 
the  network  fabric. 

Meltzer  said  the  NAPA  tech¬ 
nology  is  evolving  from  Cis¬ 
co’s  Service-Oriented  Network 
Architecture,  a  framework 
for  next-generation  business 
networks  that  the  vendor  un¬ 
veiled  at  its  annual  conference 
for  analysts  last  week. 

SONA  focuses  on  enabling 
more  efficient  delivery  of 
computing,  storage,  security, 
mobility,  voice  and  collabora¬ 
tion  services  through  a  virtu- 


Chambers  Eyes  Network  Rivals  in  Asia 


SANTA  CLARA,  CALIF. 

Cisco  CEO  John  Chambers  dis¬ 
cussed  topics  such  as  competition, 
network  security  and  emerging  mar¬ 
kets  in  a  question-and-answer  ses¬ 
sion  with  reporters  at  the  company's 
analyst  conference  here  last  week. 
Excerpts  follow: 

On  the  competition  Cisco  faces: 

“There  is  a  logical  evolution  of  com¬ 
petitors.  Every  five  years,  there's 
another  set.  We’ve  been  in  China 
for  21  years  and  have  always  been 
comfortable  and  No.  1.  [But]  most  of 
our  competitors  in  the  future  will  be 
in  Asia.  Today,  Dell  is  our  toughest 
competitor.” 

On  Cisco’s  newly  announced 
focus  on  emerging  markets  in  129 
countries:  “We’ll  sell  architectures 


and  systems  in  emerging  markets, 
as  opposed  to  products,  and  work 
with  a  country’s  leaders  to  drive  the 
success  of  [that]  country,  because 
the  success  of  the  country 
is  success  for  us.  Emerging 
markets  are  now  10%  of 
our  revenues  and  represent 
30%  to  45%  of  our  future 
growth.  That’s  how  strategic 
this  is.” 

On  security  vulnerabilities 
in  Cisco’s  products,  in¬ 
cluding  one  publicized  earlier 
this  year  by  security  researcher 
Michael  Lynn:  “We  made  the 
decision  10  years  ago  that  security 
was  an  architectural  play,  and  we 
acquired  15  companies  to  handle 
the  problem  -  and  now  we  have 
over  1,500  Cisco  employees  in  the 


security  area.  We  have  begun  to 
build  self-defending  networks. 

“Like  any  architecture  that  works 
end  to  end,  there  are  elements  you 
add  to  constantly  improve,  and 
[security  is]  a  constant  battle.  Do 
we  have  issues  we  have  to 
address  with  security?  Yes. 
And  we  encourage  security 
researchers.  But  you  don’t 
get  ahead  by  putting  [a 
vulnerability]  on  the  front 
page  of  a  paper,  because 
you  hurt  everyone.  Let  us 
address  it  and  find  the  right 
way  to  go  about  [fixing  a 
security  flaw]. 

“Most  security  researchers  want 
to  help  and  don’t  intend  to  hurt  peo¬ 
ple.  We  don’t  want  anybody  to  take 
this  tremendous  asset  and  cause 
exposures,  to  bring  down  hospital 
networks  and  911  networks.” 

-MATT  HAMBLEN 


alized  layer  that  sits  on  top  of 
network  infrastructures,  said 
Charles  Giancarlo,  Cisco’s 
chief  development  officer. 

Lev  Gonick,  CIO  at  Case 
Western  Reserve  Univer¬ 
sity  in  Cleveland,  said  he  has 
worked  with  Cisco  over  the 
past  several  years  as  SONA 
has  been  developed  and  has 
deployed  7,000  of  the  vendor’s 
IP  phones,  1,350  of  its  Aironet 
wireless  access  points  and  a 
Catalyst  6509  Gigabit  Ethernet 
switch. 

SONA  has  allowed  Case 
Western  to  move  computing 
and  network  services  that  pre¬ 
viously  were  dispersed  among 
middleware  or  applications 
into  its  network  layer,  Gonick 
said.  That,  in  turn,  has  enabled 
data  engineers  and  adminis¬ 
trators  to  be  moved  into  new 
roles,  such  as  supporting  voice- 
over-IP  services.  More  im¬ 
portant,  putting  the  services 
in  the  network  layer  provides 
“huge  benefits”  in  planning  for 
network  architecture  design, 
implementation  and  ongoing 
operations,  Gonick  added. 

Case  Western’s  IT  engineers 
are  testing  the  NAPA  products, 
but  Gonick  said  he  has  yet  to 
receive  an  evaluation. 

NAPA  could  help  IT  manag¬ 
ers  do  a  better  job  of  planning 
their  networks  and  application 
flows,  said  Zeus  Kerravala, 
an  analyst  at  Yankee  Group 
Research  Inc.  in  Boston.  “Cus¬ 
tomers  need  to  manage  across 
the  whole  life  cycle,”  not  just 
understand  what  parts  of  a 
network  are  failing,  he  said. 

But  some  other  analysts  said 
that  Cisco’s  focus  on  manag¬ 
ing  applications  in  the  network 
will  be  a  challenge,  especially 
if  the  company  is  unwilling  to 
interoperate  and  partner  with 
other  vendors  of  management 
tools. 

Cisco  wants  to  become  “a 
strategic  partner  [with  IT 
managers]  in  optimizing  ap¬ 
plication  performance  across 
the  infrastructure,”  said  Den¬ 
nis  Drogseth,  an  analyst  at 
Enterprise  Management  As¬ 
sociates  in  Boulder,  Colo.  “But 
no  C-level  executive  in  their 
right  mind  is  going  to  look  for 
a  truly  strategic  answer  that’s 
embedded  exclusively  in  a 
single  hardware  brand.”  » 
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THE  SHIFT  IS  ON 


Some  people  think  Information 
Technology  and  "the  business" 
are  two  separate  things.  They're 
not.  Technology  has  become  the 
business.  And  IT  executives  have 
greater  business  accountability 
than  ever  before. 


introducing  the  Mercury  BTO 
Enterprise.  '  The  industry's  first 
software  and  services  suite  that 
ensures  IT  investments  produce 
the  intended  business  outcomes. 


Shift  your  focus. 
Shift  your  priorities 
Shift  your  business 


Shift  from  managing  IT  projects 
to  optimizing  business  outcomes 


| 
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Cool  Chips  Offer  Some 
Help  to  Data  Centers 


But  demand  for  higher  performance 
still  causes  server  densities  to  increase 


BY  PATRICK  THIBODEAU 

LAS  VEGAS 

IN  PAST  years,  David  Mc¬ 
Carter  typically  bought 
the  fastest  and  best¬ 
performing  chips  to  run 
his  servers.  The  power  and 
heating  impact  of  the  chip 
wasn’t  nearly  as  important. 

“Before,  you  just  bought 
it;  now,  you  look  at  the  big 
picture,”  said  the  data  center 
manager  for  the  city  of  Vir¬ 
ginia  Beach,  Va.  That  means 
matching  a  chip’s  performance 
and  energy  requirement  with 
its  workload  rather  than  just 
buying  the  fastest-performing 
chip  in  every  instance,  he  said. 

Raymond  Sullivan,  CIO 
for  the  U.S.  Department  of 
Veterans  Affairs  Northwest 
Network  in  Portland,  Ore.,  is 
also  concerned  about  server 
heating  and  cooling. 

Sullivan  recently  contacted 
Sun  Microsystems  Inc.  about 
its  new  UltraSparc  T1  chip, 
which  has  eight  cores  and 
uses  70  watts.  Because  of  its 
relatively  low  energy  use  and 
performance,  “we  have  a  lot  of 
interest  in  it,”  he  said. 

Considering  Consolidation 

The  federal  agency’s  regional 
operation  is  considering 
consolidating  22  data  centers 
into  one  primary  center  and  a 
backup,  Sullivan  said. 

The  VA’s  Northwest  Net¬ 
work  isn’t  running  Solaris, 
which  is  the  only  operating 
system  that  the  T1  chip  sup¬ 
ports  today.  Sullivan  said  he 
will  be  more  interested  when 
Sun  adds  Linux  support  to 
TI.  The  company  last  week 
pledged  to  enable  Linux  sup¬ 
port  but  hasn’t  said  when  it 
will  arrive. 

Sun  last  week  unveiled  a 
pair  of  Tl-based  Solaris  serv¬ 
ers  and  at  the  same  time  be¬ 
gan  an  effort  to  convince  IT 


managers  of  the  benefits  of  the 
chip’s  increased  performance 
and  low  power  consumption. 

IT  managers  looking  hard  at 
heating  and  cooling  issues  are 
getting  some  help  from  other 
chip  vendors  as  well. 

For  instance,  Intel  Corp. 
plans  to  release  early  next  year 
a  dual-core  chip,  code-named 
Sossaman,  that  uses  31  watts 
of  power.  In  contrast,  Intel’s 
highest-performing  dual-core 
Xeon,  the  Paxville  MP,  uses 
165  watts.  And  Advanced  Mi¬ 
cro  Devices  Inc.  has  made  the 
relatively  low  power  usage  of 
its  dual-core  Opteron  chips  (55 
to  95  watts)  a  key  selling  point. 


Lower-power  chips  may 
offer  IT  operations  some  help, 
but  it  was  clear  to  attendees 
at  the  Gartner  Data  Center 
Conference  here  last  week  that 
server  densities  are  moving 
inexorably  higher  as  more  per¬ 
formance  is  packed  into  chips 
to  meet  the  growing  needs  of 
many  users. 

Consumption  Grows 

The  largest  rack  systems  today, 
which  have  98  blades  in  seven 
chassis,  can  consume  as  much 
as  24  kilowatts  of  power. 

As  chips  improve  and  densi¬ 
ties  increase,  servers  consum¬ 
ing  35  kilowatts  or  more  aren’t 
far  off,  said  analysts  and  data 
center  consultants  at  the  con¬ 
ference. 

“I  see  the  [energy]  problems 


growing,”  said  Peter  Gross, 
CEO  and  chief  technology  of¬ 
ficer  at  New  York-based  servic¬ 
es  firm  EYP  Mission  Critical 
Facilities  Inc. 

Mike  Bell,  an  analyst  at 
Stamford,  Conn.-based  Gart¬ 
ner  Inc.,  said  there  is  huge 
demand  for  solutions  to  the 
power  problem,  and  he  ex¬ 
pects  more  products  to  emerge 
as  more  vendors  respond. 

“Where  there  is  huge  de¬ 
mand,  there  is  innovation,” 
said  Bell. 

One  of  Sun’s  Tl  server  beta 
testers  is  Fiducia  IT  AG,  an 
IT  provider  in  Germany  for 
900  banks  that  runs  about  20 
million  transactions  per  day 
through  its  Java-based  systems. 

Fiducia  intends  to  soon  start 
upgrading  to  the  new  chip,  ac¬ 
cording  to  Matthias  Schorer, 
Fiducia’s  technical  chief  ar¬ 
chitect. 

Fiducia  has  800  UltraSparc- 
based  Sun  Fire  v440  systems. 
Schorer  said  his  firm  has 
tested  the  Tl  against  those  sys¬ 
tems  and  found  that  it  can  re- 


New  Sun  Executive  Discusses  StorageTek 
Integration  and  the  Holographic  Threat 


BY  LUCAS  MEARIAN 

Sun  Microsystems  Inc.  this 
week  announced  new  servers 
based  on  its  UltraSparc  Tl 
processor  but  still  remained 
mum  on  its  storage  plans.  Randy 
Kerns,  the  new  vice  president 
of  strategy  and  planning  for 
Sun’s  Data  Management  Group, 
spoke  with  Computerworld  last 
week  about  the  status  of  the 
integration  of  recently  acquired 
Storage  Technology  Corp.  and 
Sun’s  plan  to  address  the  com¬ 
ing  threat  to  tape  systems  of 
holographic  storage. 

Where  does  the  integration  process 
with  Sun  and  StorageTek  stand? 

It’s  going  along  pretty  well. 
[Sun  is]  organized  along  three 
business-unit  lines.  We’re  fig¬ 
uring  out  organizational  struc¬ 
tures  because  the  structures 
inside  StorageTek  are  radically 
different  than  [those  at]  Sun. 

On  the  bigger  picture,  we’re 
working  on  putting  all  the 
products  on  a  single  price  list, 


which  is  amazingly  difficult 
because  of  the  way  the  two 
companies  work.  We’re  trying 
to  get  most  of  the  things  done 
in  three  months. 

Of  course,  things  in 
the  [European  Union] 
are  taking  a  little  longer 
because  each  country 
has  a  different  set  of  laws 
around  a  merger  and  ac¬ 
quisition  of  this  size. 

Why  were  storage  products 
missing  from  your  server 
announcement  this  week? 

We  purposely  didn’t  put 
any  storage  announcements 
in  there  because  the 
announcement  was  such 
an  overwhelming  thing  that 
they  would  have  been  lost.  In 
the  next  quarter,  you’ll  see  a 
few  new  [storage]  products 
for  us. 

In  the  past.  Sun  has  struggled  to 
present  a  clear  vision  for  its  storage 
business.  What  is  the  focus  now 


with  StorageTek  on  board?  Actu¬ 
ally,  we  have  the  current  prod¬ 
uct  road  map.  And  we  have  a 
three-year  plan.  We  haven’t 
rolled  it  out  externally  yet. 

We’re  discussing  that 
and  will  probably  start 
to  talk  to  people  about 
that  in  the  early  part 
of  next  year.  We  have 
a  five-year  plan,  and 
we’ll  keep  that  quiet  for 
the  next  two  or  three 
[years],  until  we  get 
closer  in  on  it. 

Do  you  consider  holo¬ 
graphic  storage  a  threat  to  the  tape 
products  from  StorageTek?  Until 
I  see  density  characteristics 
of  holographic  storage  that 
exceed  what  we  have  today,  I 
don’t  see  it  as  a  threat.  Once  I 
start  seeing  those  characteris¬ 
tics  get  to  a  certain  point  and 
can  say,  “This  is  really  cool 
stuff,”  then  it’s  a  threat.  It  may 
become  a  higher  tier  in  the 
hierarchy,  and  it  may  become 


Tl -based  Systems 


Sun’s  32-thread,  eight-core 
Tt  runs  two  systems. 

■  Sun  Fire  T1000:  Starts  at 
$2,995  and  will  be  available  in 
March. 

*  Sun  Fire  T2000:  Includes 
“extensive  internal  redundancy 
capabilities,”  starts  at  $7,795 
and  is  available  now. 


place  at  least  four  of  the  v440 
servers  with  one  Tl-powered 
server  because  of  its  ability  to 
handle  additional  loads. 

Decreasing  power  use 
would  yield  a  major  financial 
benefit,  said  Schorer.  Fiducia 
estimates  that  its  IT  unit  can 
cut  the  more  than  $1.17  million 
it  spends  annually  on  power 
to  about  $94,000.  “I  think  it’s 
definitely  a  breakthrough  in  IT,” 
Schorer  said  of  the  new  chip. » 


MORE  THIS  ISSUE 

Read  more  about  Gartner's  data  center 
conference  on  page  14. 


another  removable  media. 

Does  Sun  plan  to  integrate  holo¬ 
graphic  storage  cartridges  into  the 

StorageTek  tape  library  systems? 

If  it  makes  economic  sense,  we 
absolutely  will.  We’re  not  de¬ 
veloping  holographic  storage 
ourselves,  but  if  a  technology 
exists  from  another  vendor 
[that  we  can]  introduce  into 
our  library  mechanism  and  it 
makes  economic  sense,  we’ll 
do  that. 

Holographic  [storage]  may 
yield  some  density  advantages. 
So  if  those  get  to  the  point 
where  it  is  economical  and  it 
is  reliable,  we’ll  be  in  place  to 
capitalize  on  it. 

Is  there  any  work  now  under  way 
at  Sun  on  adapting  the  tape  librar¬ 
ies  to  ultimately  support  holograph¬ 
ic  technology?  We  have  some 
advanced  technology  work 
that  always  goes  on.  It’s  not  a 
full  development  program.  It’s 
the  type  of  thing  where  you 
get  a  head  start  on  it  so  if  it 
looks  like  it  will  materialize, 
you’ll  be  a  long  way  down  that 
road.  That’s  what’s  going  on 
right  now. » 


!4,  2005  Hetf^ett-Pockord  Development  Company,  L  ? 


Afpyp |.f,  a  global  beselif  f«  communication  software, 
systems  end  seirviceSi  spun  off  from  Lucent  with  a  legacy 
IT  infrastructure  that,  while  efficient,  wasn’t  nimble  enough 
to  be e  :Cpfflp©titlVft  advantage.  HP  partnered  with  Avaya 
to  impfement  IT  SeMC®  Management  and  HP  Open  View, 
sffeefwetf  re-d'epfayJng  ©Mstinfl  technology  assets.  Today. 
If  spending  .'Is  dawn  3Q§6,  Millions  have  been  saved  by 
finding  unused  capacity.  And  Avaya  answers  whenever 
oppa dirtily  cal fe. 
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Microsoft  to  Add  3k 
Staffers  in  India 

Microsoft  Corp.  plans  to  increase 
its  ranks  in  India  by  3,000  em¬ 
ployees  over  the  next  three  to 
four  years.  Chairman  Bill  Gates 
told  an  Indian  industry  forum  in 
Delhi  that  the  company’s  Indian 
workforce  will  reach  7,000.  It 
wasn’t  clear  whether  the  new 
staffers  will  all  be  employed  by 
Microsoft  or  will  include  employ¬ 
ees  at  outsourcing  companies  in 
India  that  work  for  Microsoft. 


MCI  Unveils  New 
Security  Service 

MCI  Inc.  has  introduced  a  se¬ 
curity  risk  management  service 
designed  to  help  large  organiza¬ 
tions  proactively  deal  with  system 
threats  and  vulnerabilities.  The 
NetSec  Security  Risk  Manage¬ 
ment  Service  uses  a  scorecard- 
based  approach  that  lets  users 
prioritize  and  resolve  security 
risks.  The  service  will  be  avail¬ 
able  in  the  U.S.  next  month  and 
in  Europe  late  next  year. 


Juniper,  Symantec 
In  Development  Pact 

Juniper  Networks  Inc.  and 
Symantec  Corp.  have  agreed 
to  jointly  create  software  that 
makes  sure  remote  machines 
meet  security  policies  before 
they  can  access  Juniper  Secure 
Sockets  Layer  virtual  private 
networks.  The  software  will  be 
based  on  technology  Symantec 
gained  through  its  acquisition 
of  WholeSecure  earlier  this  year 
that  will  allow  users  to  create 
specific  policies  for  separate 
groups. 


Novell’s  Identity 
Manager  3.0  Arrives 

Novell  Inc.  has  introduced 
Identity  Manager  3,  which  is  de¬ 
signed  to  speed  up  the  process 
of  managing  employee  pass¬ 
words  and  user  access  rights  by 
shifting  that  function  away  from 
the  IT  department.  Version  3 
gives  business  managers  the 
ability  to  make  changes  to  the 
usage  rights  of  the  employees 
who  work  for  them. 


CON  THE  MARK 


HOT  TECHNOLOGY  TRENDS,  NEW  PRODUCT 
NEWS  AND  INDUSTRY  BUZZ  BY  MARK  HALL 


Stop  Squeezing 
Desktop  Apps . . . 


...  to  fit  on  a  mobile  device  for  end-user  access.  Instead, 
turn  application  access  into  message  processing.  That 
notion  comes  from  ClairMail  Inc.  in  Novato,  Calif. 
According  to  CEO  Joseph  Salesky,  people  are  mobile, 
but  desktop  applications  aren’t,  and  IT’s  attempt  to 
give  the  apps  some  mobility  has  been  like  “trying  to 


squeeze  an  elephant  into  the 
doghouse.”  For  example,  a  lot 
of  desktop  software  is  depen¬ 
dent  on  using  multiple  win¬ 
dows  on  a  monitor,  Salesky 
says.  But,  he  points  out,  small 
handheld  displays  mean  that 
“mobile  devices  don’t  window 
well.”  That’s  why  his  start-up 
company  is  offering  a  message- 
access  process 
for  mobile  us¬ 
ers  beginning 
this  week.  End 
users  put  appli¬ 
cation  access 
links  into  their 
devices’  con¬ 
tact  lists.  When 
they  need 
access,  they 
simply  click 
on  a  link,  like  they  would  to 
make  a  phone  call  or  send  an 
e-mail.  Data  can  be  retrieved 
or  entered  based  on  a  user’s 
rights,  which  are  checked 
against  the  privileges  stored 
in  a  company’s  network  di¬ 
rectories.  A  ClairMail  appli¬ 
ance  sits  behind  the  corporate 
firewall  and  handles  all  of 
the  message  transactions, 


so  no  client-side  software  is 
necessary,  Salesky  says.  He 
adds  that  combined  with  an 
application’s  user-authentica¬ 
tion  processes,  the  ClairMail 
appliance’s  knowledge  of  the 
“trusted  path”  to  a  specific  de¬ 
vice  adds  two-factor  security, 
since  both  the  user’s  identity 
and  the  handheld  are  veri¬ 
fied.  ClairMail  is  releasing  its 
technology  with  scripts  for 
accessing  software  and  ser¬ 
vices  from  vendors  such  as 
Salesforce.com  Inc.,  Business 
Objects  SA  and  BMC  Soft¬ 
ware  Inc.’s  Remedy  unit.  Next 
year,  the  company  will  re¬ 
lease  access  scripts  for  Siebel 
Systems  Inc.  and  SAP  AG 
apps,  Salesky  says.  Annual 
fees  start  at  $60  per  user. 

Forget  about  the 
engineer,  but  still . . . 

...  get  long-distance  fault 
tolerance.  Ron  McCabe,  CEO 
of  MiraLink  Corp.  in  Port¬ 
land,  Ore.,  quips  that  tradi¬ 
tional  WAN-based  fault-toler¬ 
ant  systems  “are  so  complex, 
they  ship  with  an  engineer.” 
On  the  other  hand,  McCabe 


SALESKY: 

Stop  force¬ 
fitting  desktop 
apps  onto 
handhelds. 


McCABE: 

Cut  out  the 
hardware 
engineer. 


claims  that 
his  company 
develops  appli¬ 
ances  that  han¬ 
dle  fault-toler¬ 
ant  needs  and 
don’t  require  a 
BSEE  grad  to 
tag  along  with 
the  technology. 

“Anyone  who 
can  manage  an  IP  address 
or  SCSI  drive  can  use  it,”  he 
boasts.  MiraLink’s  data-mir- 
roring  devices  use  the  compa¬ 
ny’s  IntelliBuffer  software  to 
write  data  to  remote  servers 
while  saving  the  information 
to  the  primary  system,  Mc¬ 
Cabe  says.  He  adds  that  in 
the  event  of  a  primary  server 
crash,  databases  can  be  rolled 
back  to  the  transaction  proc¬ 
essed  just  before  the  server 
hiccup.  MiraLink’s  high-end 
unit  can  handle  up  to  120GB 
of  data  per  hour.  Next  month, 
the  company  will  roll  out  a 
low-end  appliance,  Model 
400,  which  will  be  able  to 
save  as  much  as  8GB  of  in¬ 
formation  to  remote  servers 
hourly.  It  will  be  priced  at 
under  $4,000. 


Or  virtualize  your 
apps  to  achieve . . . 

. . .  local  fault  tolerance.  That’s 
the  approach  taken  by  App- 
istry  Inc.  in  Crevecoeur,  Mo. 
CEO  Kevin  Haar  argues 
that  “applications  should 
transcend  the  infrastructure” 
and  be  virtualized  to  achieve 
fault  tolerance. 
Appistry  does 
that  through  its 
Enterprise  Ap¬ 
plication  Fab¬ 
ric  software, 
which  will  be 
updated  with 
a  3.0  release  in 
Q1  of  next  year. 
The  new  ver¬ 
sion  will  dynamically  store 
data  in  memory  on  multiple 
servers  on  a  LAN  segment, 
much  like  a  RAID  storage 
system  secures  saved  data  to 
multiple  disk  drives.  When 


HAAR  says 
fault  tolerance 
should  be 
virtual. 


one  server  fails,  the  Appistry 
software,  which  maintains 
the  state  of  every  transaction, 
simply  grabs  needed  data 
from  another  machine  in  the 
fabric  so  transactions  can  con¬ 
tinue  unaffected.  What’s  more, 
says  Haar,  the  software  can 
automatically  provision  a  new 
server  when  it’s  attached  to  a 
LAN  segment.  Subscription- 
based  pricing  starts  at  $1,950 
per  CPU  on  an  annual  basis. 


120M 

Estimated 
number  of 
PowerPoint 
users, 

according  to 
Microsoft. 


Protect  PowerPoint 
presentations . . . 

. . .  from  prying  eyes.  Leo 

Baschy,  a  research  consultant 
at  Nirvana  Research  LLC  in 
Copperopolis,  Calif.,  gives  a 
lot  of  thought  to  the  connec¬ 
tion  between  graphical  user 
interface  design  and  security 
in  common 
software  ap¬ 
plications. 

For  example, 
he’s  working 
on  technol¬ 
ogy  that’s  de¬ 
signed  to  help 
people  who 

put  together  PowerPoint  pre¬ 
sentations  define  the  content 
according  to  its  sensitivity. 
With  that  functionality,  Bas¬ 
chy  says,  a  CIO  could  create 
different  versions  of  a  presen¬ 
tation  about  his  company’s  IT 
investments  and  the  state  of 
current  projects  for  different 
audiences.  One  version  could 
be  a  warts-and-all  look  for  the 
board  of  directors;  another 
could  be  aimed  at  internal  us¬ 
ers  and  highlight  the  benefits 
and  changes  that  IT  proj¬ 
ects  will  bring;  and  a  third 
might  be  used  at  external 
conferences.  By  defining  the 
audience  access  rights  in  the 
PowerPoint  program,  the  CIO 
could  ensure  that  only  the  ap¬ 
propriate  slides  get  flashed  on 
the  screen.  (Which  audience 
is  in  the  room  is  something 
the  presenter  had  better  not 
forget,  of  course.)  Baschy 
wouldn’t  speculate  on  when 
such  a  tool  could  become 
available.  I 
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APC 

Legendary  Reliability® 


Now  you  can  quickly  deploy  a 
standard-  or  high-density  site  of  My  size 
with  scalable,  top-tier  availability. 


Part 

Number 

Usable 

IT  Racks 

Average 
kW  per  Rack 

Price 
to  buy 

Price  to  lease 
(36  installments) 

ISXCR1SY16K16P5 

1 

up  to  5kW 

Si  4,999* 

$499** 

ISXT240MD6R 

6 

up  to  5kW 

Si  49,999* 

S4,999** 

ISXT240MD11R 

11 

up  to  5kW 

S249,999* 

S7,999** 

ISXT280MD40R 

40 

up  to  5kW 

S699,999* 

$21,999** 

ISXT2800MD100R 

100 

up  to  5k W 

Si, 649, 999* 

$50,999** 

High  Density  Configuration  (shown  above) 

ISXT280HD8R 

8 

up  to  lOkW 

S399,999* 

$12,999** 

All  multi-rack  configurations  feature: 

N+i  power  and  cooling 
\/  Secure,  self-contained  environment 
>/ Peak  capacity  of  20kW per  rack 
I y  Enhanced  service  package 
•/  Integrated  management  software 
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High  density  upgrades  start  at  $1 0,999 
On-site  power  generation  options  start  at  $29,999 

Order  your  solution  today.  Call  888-289-APCC  x6819. 

Visit  today  and  receive  FREE  APC  White  Papers 

Visit  us  online  and  download  APC  White  Papers. 

®  Don't  see  the  configuration  you  need? 

Try  APC's  online  InfraStruXure™  BuildOut Tool  today  and  build  your  own  solution. 

Go  to  http://promo.apc.com  and  enter  key  code  h192x  Call  888-289-APCC  x6819 

,  .  v  rM  „  .  *  Prices  do  not  include  IT  equioment  and  are  subject  to  change.  **  Indicative  rates  are  subject  to  market  conditions.  ***  Install  and  delivery  times  may  vary. 

IntrabtruXure  DUildUut  loot 


InfraStru^yure 

DATA  CENTERS  ON  DEMAND 

Highly  available  and  manageable, 
quick-to-install,  scalable  architecture 
that  easily  supports  both  standard- 
and  high-density  applications. 

-  Up  to  20kW  a  rack  for  any 
blade  server  application 

-  Unlimited  racks 

-  Ships  in  5  days*** 

-  Installs  in  1  day*** 

-  Optional  on-site  power 
generation 

-  Raised  floor  not  required 

-  Vendor  neutral  guaranteed 
compatibility 


InfraStruXure ™  can  be  purchased  as 
a  modular,  or  mobile  system 
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IN-DEPTH  COVERAGE:  DATABASE  DEVELOPMENT 


New  Programming  Options  Pose 
Dilemma  for  SQL  Server  Users 

Microsoft  has  enabled  database  code  to  be  written  in  general-purpose 
languages.  But  that  won’t  always  be  the  best  approach,  some  caution. 


BY  CAROL  SLIWA 

ONLY  THREE  of  Nas¬ 
daq  Stock  Market 
Inc.’s  30  developers 
have  expertise  in 
using  the  native  program¬ 
ming  language  for  Microsoft 
Corp.’s  SQL  Server  database. 
So  for  two  major  upcoming  IT 
projects,  the  New  York-based 
exchange  hopes  to  write  data- 


Key  questions 


WILL  T-SQL  or  a  .Net 
procedure-based  language, 
such  as  C#  or  Visual  Basic, 
enable  a  database  job  to 
be  processed  with  the  least 
amount  of  resources? 


FOR  JOBS  that  are  well 
suited  to  .Net  languages, 
should  the  code  run  inside 
the  database  engine  or  on 
a  separate  system  in  order 
to  save  resources  on  the 
database  server? 


base  code  using  general-pur¬ 
pose  programming  languages 
that  all  of  the  developers  know. 

That  approach  wasn’t  pos¬ 
sible  until  recently  for  users 
such  as  Nasdaq.  Two  of  the 
most  heavily  promoted  new 
features  in  SQL  Server  2005 
are  the  deeply  integrated  Vi¬ 
sual  Studio  development  tool 
set  and  the  .Net  Common  Lan¬ 
guage  Runtime  (CLR)  execu¬ 
tion  environment.  Microsoft 
executives  have  cited  the  work 
required  to  integrate  those 
technologies  as  the  main  rea¬ 
son  for  the  more  than  two-year 
delay  of  the  database  upgrade, 
which  the  company  finally  re¬ 
leased  last  month. 

Ken  Richmond,  Nasdaq’s 
vice  president  of  software 


engineering,  expects  that  his 
staff  will  be  able  to  write  all  of 
the  stored-procedures  code  for 
the  upcoming  projects  in  CLR- 
supported  languages  such  as 
C#  or  C++  instead  of  Transact- 
SQL,  Microsoft’s  extension 
of  SQL.  “It’s  one  of  the  things 
that  I  find  very,  very  attractive” 
in  SQL  Server  2005,  Richmond 
said. 

He  isn’t  alone.  More  than 
half  of  35  IT  managers  who 
responded  to  a  random  survey 
conducted  by  Computerworld 
also  said  they  expect  the  inte¬ 
gration  of  Visual  Studio  and 
the  CLR  with  SQL  Server  to 
be  helpful.  Some  even  pre¬ 
dicted  that  it  will  change  their 
philosophy  about  database 
programming  and  lead  them 
to  put  more  logic  directly  into 
their  database  servers. 

“It  standardizes  program¬ 
ming  languages  and  gets  us 
away  from  the  sometimes 
archaic  SQL  language,”  said 
Christopher  Siegle,  a  Pitts¬ 
burgh-based  systems  analyst 
and  project  lead  at  Kirkpat¬ 
rick  &  Lockhart  Nicholson 
Graham  LLP,  a  law  firm  with 
offices  in  the  U.S.  and  the  U.K. 
The  integration  will  also  help 
strengthen  communication  be¬ 
tween  database  administrators 
and  developers,  he  added. 

Timothy  O’Rourke,  vice 
president  for  computer  and  in¬ 
formation  services  at  Temple 
University  in  Philadelphia, 
said  his  staff  can  “start  build¬ 
ing  reusable  code  with  .Net 
to  execute  logic  from  SQL 
Server.”  That  is  “much  more 
flexible  and  powerful”  than 
putting  business  logic  at  the 
application  server  tier,  he  said. 

But  any  IT  shop  that  hopes 
to  make  heavy  use  of  the  new 
development  options  will 
need  to  do  a  careful  analysis, 
because  using  .Net  languages 
likely  won’t  be  the  best  ap¬ 


proach  for  all  of  their  database 
development  work,  according 
to  several  programming  ex¬ 
perts,  analysts  and  users. 

There  will  be  plenty  of  in¬ 
stances  where  code 
written  in  T-SQL 
“will  beat  the  pants 
off  .Net  CLR  code,” 
said  Phil  Hummel, 
a  solution  architect 
who  works  at  Micro¬ 
soft’s  technology  cen¬ 
ter  in  Mountain  View, 

Calif.  “I  don’t  want  to 
see  people  waste  time  heading 
down  the  wrong  track 
of  trying  to  do  everything 
with  .Net  procedures  just  be¬ 
cause  we  have  new  features 
that  will  help  people  in  some 


selected  situations.” 

Users  such  as  Keith  Glen- 
nan,  chief  technology  officer  at 
Los  Angeles-based  Northrop 
Grumman  Corp.,  are  already 
anticipating  the 
need  for  addi¬ 
tional  training 
to  make  sure 
their  IT  staffs 
can  achieve  op¬ 
timal  use  of  the 
CLR.  Glennan 
said  the  new 
options  will 
present  a  challenge  to  develop¬ 
ers  who  are  trying  to  deter¬ 
mine  when  it’s  appropriate  to 
embed  code  in  a  database. 

On  one  hand,  Glennan  said, 
the  new  capabilities  should 


make  it  simpler  and  more 
efficient  for  developers  to 
encapsulate  business  rules 
within  a  database.  But  on  the 
other  hand,  application  logic 
embedded  in  the  da¬ 
tabase  will  have  to  be 
controlled  the  same 
way  that  it  was  when  it 
was  in  the  application 
layer,  he  said. 

“The  trade-off  is 
between  optimized 
performance  and 
transparency  of  your 
object  model,”  Glennan  said. 
“It  requires  a  lot  of  discipline 
in  how  and  where  you  define 
objects  and  services.  There’s 
never  a  completely  black  and 
Continued  on  page  12 


Microsoft  Starts  From  Behind  With  Its  Own  Technology 


IN  A  STRANGE  bit  of  irony,  Micro¬ 
soft’s  database  rivals  supported  its 
Common  Language  Runtime  engine 
for  stored  procedures  even  before 
the  company  provided  the  CLR 
capabilities  itself  with  the  November 
release  of  SQL  Server  2005. 

Les  King,  program  director  of  DB2 
marketing  at  IBM,  said  his  company 
was  first  out  of  the  gate  with  support 
for  CLR  stored  procedures  two  years 
ago.  Oracle  followed  suit  this  year  as 
part  of  its  lOg  Release  2  database. 

In  both  cases,  the  CLR  support  is 
available  only  when  users  run  their 
databases  on  Windows  servers. 

But  despite  running  behind,  Micro¬ 
soft  claims  that  it  will  have  the  upper 
hand  because  its  implementation  of 
the  CLR  is  built  inside  the  process 
that  manages  all  the  resources  for 
SQL  Server  2005. 

"What  that  means  -  and  this 
is  the  key  difference  between  our 
implementation  and  our  competitors’ 
implementations  -  is  you  have  the 
ability  to  write  CLR  code  for  both 
stored  procedures  and  triggers,  and 


all  with  a  consistent  security  model,” 
said  Corey  Thomas,  a  group  product 
manager  for  SQL  Server  at  Microsoft. 
“However  you  set  the  security  policies 
inside  SQL  Server,  those  policies  will 
be  the  same  that  apply  to  your  CLR 
code.” 

That  eliminates  the  need  for  devel¬ 
opers  to  manually  write  the  security 
policies  at  each  layer  of  the  applica¬ 
tion,  Thomas  said. 

An  IT  architect  at  a  manufacturing 
company  who  asked  not  to  be  identi¬ 
fied  said  he  expects  his  development 
group  to  slowly  shift  to  CLR-support- 
ed  languages  in  order  to  put  more  da¬ 
tabase  access  controls  in  SQL  Server 
itself.  Much  of  that  logic  is  currently 
built  into  the  company’s  applications, 
and  the  databases  are  accessed  via 
application  accounts,  he  said. 

“The  idea  is  for  the  database  to 
protect  itself,  rather  than  writing  an 
external  application  layer  to  control 
data  access,”  the  architect  said. 

“Then  you  can  give  end  users  direct 
access  to  views  for  end-user  report¬ 
ing,  rather  than  extracting  the  data 


into  a  data  warehouse  and  building 
your  data  security  controls  all  over 
again.” 

The  manufacturer’s  small  group 
of  database  administrators  could 
do  the  work  with  stored  procedures 
in  T-SQL,  but  they  already  have  their 
hands  full  overseeing  the  company’s 
databases,  he  added.  Keeping  the 
security  logic  with  the  application 
developers,  working  in  the  languages 
they’re  familiar  with,  makes  more 
sense  because  they  typically  have  a 
better  understanding  of  the  business 
and  security  rules  that  apply  to  the 
company’s  data,  he  said. 

In  addition,  they  will  have  access 
to  a  rich  set  of  .Net  components  that 
could,  for  instance,  help  them  to  get 
data  from  an  Oracle  database  as 
part  of  an  authorization  check,  the 
architect  said. 

“T-SQL  and  stored  procedures  are 
not  the  best  tools  for  accessing  non- 
SQL  Server  data,”  he  noted.  “But 
sometimes  you  need  data  from  other 
sources  to  securely  process  a  query.” 

-CAROL  SLIWA 
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SQL  Server 

white  answer  to  how  you 
ought  to  do  this.” 

The  balance  could  get 
particularly  delicate  for 
companies  such  as  Northrop 
Grumman  that  are  moving  to 
service-oriented  architectures. 
The  SOA  approach  encourages 
the  separation  of  appli¬ 
cation-specific  business 
logic  into  a  different 
tier  from  databases.  But 
the  new  capabilities  in 
SQL  Server  2005  may 
entice  some  IT  shops 
to  consider  shifting 
business  logic  to  the 
database,  said  Forrester 
Research  Inc.  analyst 
Carl  Zetie. 

Zetie  said  he  worries  about 
the  prospect  of  users  “back¬ 
sliding  into  entangled  code” 
after  having  spent  a  consider¬ 
able  amount  of  time  layering 
their  systems. 

Andrew  Brust,  co-author  of 
the  upcoming  book  Program¬ 


ming  Microsoft  SQL  Server 
2005,  said  the  CLR  will  be  best 
reserved  for  two  database  pro¬ 
gramming  scenarios:  creating 
aggregate  functions,  in  which 
numeric  data  from  a  series  of 
separate  data  records  is  calcu¬ 
lated  or  collected;  and  defining 
custom  data  types  where  data 
values  might  have  different 
interpretations  or  expressions, 
such  as  a  calendar-year  quar¬ 


ter  vs.  a  fiscal-year  quarter. 

But  those  aren’t  typical 
bread-and-butter  data  ma¬ 
nipulation  and  retrieval  uses, 
added  Brust,  who  is  chief  of 
new  technology  at  Citigate 
Hudson  Inc.,  a  New  York- 
based  Microsoft  business 
partner  that  specializes  in 


development  of  business  intel¬ 
ligence  applications.  T-SQL 
will  remain  the  better  choice 
in  those  scenarios  because  it’s 
optimized  for  testing,  retriev¬ 
ing  and  changing  large  sets  of 
data,  Brust  said. 

Microsoft  said  that  in  SQL 
Server  2005,  it  has  improved 
T-SQL’s  exception-handling 
capabilities  and  added  a  set  of 
relational  operators  and  query- 
language  extensions. 
Those  are  designed 
to  better  align  it  with 
the  SQL:2003  stan¬ 
dard  and  to  enable 
users  to  navigate 
hierarchical  relation¬ 
ships  in  a  table,  han¬ 
dle  large  data  values 
and  pivot  data. 
“T-SQL  is  a  won¬ 
derful  language,”  said  Paul 
Flessner,  senior  vice  president 
of  server  applications  at  Mi¬ 
crosoft.  “We’re  not  going  to 
orphan  it  in  any  way.  As  long 
as  there’s  a  SQL  Server,  there’s 
going  to  be  T-SQL.” 

Some  users  have  no  plans 
to  shift  away  from  T-SQL. 


Mediterranean  Shipping  Co. 
worked  with  SQL  Server  2005 
for  months  as  a  participant  in 
Microsoft’s  Technology  Adop¬ 
tion  Program  and  went  live 
with  the  database  earlier  this 
year.  But  at  the  time  of  the 
product’s  official  launch,  the 
company  still  hadn’t  bothered 
to  enable  the  CLR,  which  is 
turned  off  by  default  in  the 
new  database. 

Mediterranean  Shipping 
has  more  than  7  million  lines 
of  business  logic  written  in 
T-SQL  and  employs  25  pro¬ 
grammers  who  specialize  in 
that  language,  said  Fabio  Ca- 
tassi,  chief  technical  officer  at 
the  Geneva-based  operator  of 
container  ships. 

Catassi  said  he  thinks  the 
CLR  is  best  used  for  managed 
code  on  the  application  server 
and  on  the  client  —  not  in  the 
database  layer.  He  said  Medi¬ 
terranean  Shipping  will  stay 
with  T-SQL  for  its  databases, 
with  the  possible  exception  of 
smaller  projects.  “If  you  have  a 
large  amount  of  data,  T-SQL  is 
still  the  fastest  way  of  manipu¬ 
lating  [it],”  Catassi  said. 

Developers  for  years  have 
had  the  ability  to  write  stored 
procedures  in  Java  for  Oracle 
and  IBM  databases,  but  most 
haven’t  made  use  of  that  op¬ 
tion,  according  to  analysts  and 
officials  at  the  vendors. 

Mark  Townsend,  senior  di¬ 
rector  of  product  development 
at  Oracle  Corp.,  estimated 
that  no  more  than  30%  of  the 
developers  who  write  code 
for  his  company’s  databases 
use  Java  to  build  stored  proce¬ 
dures. 

And  most  of  the  IT  manag¬ 
ers  who  responded  to  the  in¬ 
formal  Computer-world  survey 
indicated  that  the  Java  capabil¬ 
ities  have  done  little  to  change 
the  way  their  shops  program 
to  Oracle  and  IBM  databases. 

“There’s  a  perception  —  ac¬ 
curate  or  not  —  that  a  [Java 
virtual  machine]  operating  in 
the  database  slows  the  data¬ 
base  down  and  makes  it  more 
resource-hungry,”  said  James 
Brockman,  a  developer  at  the 
Missouri  Department  of  Insur¬ 
ance.  “DBAs  in  particular  are 
unpersuaded  by  arguments 
from  developers  that  using 


Users  Split  on  Wisdom  of  Logic  in  Database 


ALTHOUGH  THE  deeply  integrated 
.Net  technologies  in  SQL  Server 
2005  will  give  Microsoft  users  new 
options  for  programming  business 
logic  into  their  databases,  it’s  unclear 
to  what  degree  that  will  inspire  IT 
shops  to  modify  their  current  develop¬ 
ment  strategies. 

The  35  IT  managers  polled  by 
Computerworld  were  split  about 
evenly  on  the  topic.  Some  respon¬ 
dents  insisted  that  logic  has  no  busi¬ 
ness  being  in  the  database.  Others 
said  they  plan  to  take  advantage  of 
the  new  capabilities. 

"The  more  business  logic  that  we 
can  integrate  directly  into  the  data¬ 
base,  the  better,"  said  David  Buzzell, 
CIO  al  The  Sedona  Group,  a  staffing 
services  and  IT  consulting  firm  in 
Moline.  III.  “Tin's  helps  to  ensure  all 
data  within  the  system  is  following 
established  business  logic.  If  the  data 
isn't  adhering  to  our  business  rules 
and  isn't  prcperjy  stmctured,  then  the 
data  won't  helD  us  in  the  long  run." 

An  IT  manager  at  a  major  national 
retail  chain  said  SQL  Server  2005 


will  make  it  easier  for  internal  devel¬ 
opers  to  follow  the  IT  department’s 
strategic-directions  document.  That 
plan  advocates  moving  business 
logic  closer  to  the  data  In  order  to 
make  it  easier  to  provide  standard 
and  consistent  ways  to  access  infor¬ 
mation.  “We  have  been  attempting 
to  get  our  development  teams  to 
think  in  this  way  for  a  while,”  he  said. 

Not  everyone  shares  that  view. 

For  example,  Rick  Stuller,  CIO  at 
Hawaiian  Electric  Co.  in  Honolulu, 
said  the  power  company  makes  only 
limited  use  of  stored  procedures  in 
order  to  ensure  database  indepen¬ 
dence.  Switching  databases  can  be 
hard  work  for  an  IT  shop  that  uses  a 
database  vendor’s  SQL  extension  to 
write  stored  procedures. 

Scalability  concerns  are  the  main 
reason  why  First  American  Title 
Insurance  Co.  tries  to  keep  busi¬ 
ness  logic  in  the  business  services 
tier,  according  to  Sue  Binks,  vice 
president  of  IT  strategic  product 
development  at  the  Santa  Ana,  Calif, 
based  company.  “We  can  always 


throw  more  servers  into  the  pool  to 
process  the  logic,”  Binks  said. 

Tyson  Hartman,  chief  technol¬ 
ogy  officer  for  the  Americas  region 
i;  at  Avanade  Inc.,  a  Seattle-based 
consultancy  that  is  a  joint  venture 
between  Accenture  Ltd.  and  Mi  ¬ 
crosoft,  said  it’s  easy  to  scale  out 
application  servers,  whereas  it  can 
be  challenging  to  do  the  same  thing 
with  database  servers.  “If  you  have 
a  solution  that  requires  significant 
scale,  putting  al!  the  logic  in  the  da¬ 
tabase  has  its  limits,”  he  said. 

Sundial  Software  Corp.  tries  to 
maintain  all  of  its  business  logic 
in  the  application  layer,  said  Ethan 
Roberts,  a  software  architect  at  the 
Madison,  Wis. -based  IT  consulting 
firm.  But  database  stored  proce¬ 
dures  built  with  .Net  technologies 
could  minimize  network  traffic  for 
repetitive  operations  against  a  large 
number  of  data  records,  Roberts 
said.  He  noted  that  with  the  logic  in 
a  middle  tier,  the  data  would  have  to 
-  cross  the  network. 

-  CAROL  SLIWA 


If  you  have  a 
large  amount 
of  data,  T-SQL  is  still 
the  fastest  way  of 
manipulating  [it]. 

FABIO  CATASSI,  CTO, 

MEDITERRANEAN  SHIPPING  CO. 


T-SQL 

vs. 

CLR 

In  SQL  Server  2005,  developers 
have  a  choice  of  programming  in 
Transact-SQL  or  languages  sup¬ 
ported  by  Microsoft’s  Common 
Language  Runtime. 

CLR:  Best  for  code  that’s 
computation-  or  logic-intensive. 
A  better  option  than  “extended 
stored  procedures,”  which 
Microsoft  offered  in  earlier  SQL 
Server  releases  for  creating 
server-side  code  with  logic 
that’s  difficult  to  write  in  T-SQL. 

T-SQL  !  Best  for  data 

manipulation  and  retrieval. 


Java  everywhere  would  help 
their  productivity  or  mean  one 
less  learning  curve  to  climb. 
They  don’t  understand  Java,  so 
developers  are  not  allowed  to 
use  it.” 

Microsoft  users  may  be 
more  likely  to  want  to  take 
advantage  of  the  company’s 
new  programming  options, 
said  Gartner  Inc.  analyst 
Mark  Driver.  He  noted  that 
it  isn’t  unusual  in  the  Micro¬ 
soft  world  to  find  a  developer 
working  on  the  user  interface 
as  well  as  the  business  and  da¬ 
tabase  logic,  whereas  in  Oracle 
environments,  database  de¬ 
velopers  tend  to  focus  only  on 
database  code. 

Yet  Driver  doesn’t  expect 
the  ability  to  write  stored 
procedures  in  languages  like 
Visual  Basic  to  be  the  driving 
factor  that  gets  IT  manag¬ 
ers  to  upgrade  to  SQL  Server 
2005.  “Most  of  the  energy  and 
excitement  around  SQL  Server 
is  around  scalability  and  the 
database  engine,”  he  said.  * 


READ  MORE  ONLINE 

The  integration  of  SQL  Server  and 
Visual  Studio  is  expected  to  simplify 
development  tasks  such  as  debugging 

Oand  data  extraction: 

computerworld.com/thisweek 


REMEMBER  WHEN  TECHNOLOGY 
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BELIEVE  AGAIN. 
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called  Enterprise  IT  Management  (EITM).  With  the  range  of  software  and  expertise  to  unify  systems, 
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against  your  business  goals.  With  CA  software  solutions,  you  can  reach  a  higher  order  of  IT.  At  your  own 
pace,  on  your  own  path,  with  your  existing  technology  and  partners.  To  learn  more  about  EITM,  and  how  CA's 
new  solutions  can  help  you  unify  and  simplify  your  IT  environment  in  a  secure  way,  visit  ca.com/unify. 
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Mixed  Systems  Remain 
Common  in  Data  Centers 

Mainframe  users  withstand  pressure 
to  move  apps  to  commodity  servers 


BRIEFS 


IBM  to  Unveil  First 
ODF-Based  Product 

IBM  early  next  year  will  bring 
out  software  based  on  the  Open 
Document  Format  for  Office 
Applications  to  join  other  ODF- 
compliant  offerings  from  Sun 
Microsystems  Inc.  and  Open- 
Office.org.  IBM  said  it  will  add 
support  for  the  ODF  standard 
in  Version  2.6  of  its  Workplace 
Managed  Client  application. 


RSA  Buys  Online 
Security  Vendor 

RSA  Security  Inc.  has  agreed 
to  buy  Cyota  Inc.,  a  New  York- 
based  provider  of  online  security 
and  antifraud  tools  and  services, 
for  $14.5  million.  RSA  said  the 
acquisition  will  enable  it  to  of¬ 
fer  a  risk-based  authentication 
package  that  allows  customers 
to  choose  an  authentication 
method  to  meet  specific  risks. 
RSA  will  also  gain  Cyota’s  an¬ 
tifraud  service,  which  includes 
fraudulent  site  shut-down  and 
detection  of  phishing  attacks. 


Red  Hat  to  Offer 
Certified  App  Stacks 

Red  Hat  Inc.  has  announced 
plans  to  fully  certify  and  support 
three  open-source  stacks  -  a 
Web  application  stack,  a  Java 
Web  application  stack  and  an  en¬ 
terprise  Java  stack.  The  stacks, 
due  early  next  year,  will  be 
available  online  via  a  subscrip¬ 
tion  model  through  the  Red  Hat 
Network,  according  to  the  Linux 
vendor.  All  three  will  run  on  the 
company’s  Red  Hat  Enterprise 
Linux  operating  system. 


[Anywhere  Upgrades 
Its  Remote  DB  Tool 

(Anywhere  Solutions  Inc.  has 
brought  out  a  new  version  of 
M-Business  Anywhere,  its  soft¬ 
ware  for  enabling  remote  access 
to  corporate  databases.  Version 
6.0  of  the  Sybase  Inc.  unit’s 
product  is  designed  to  allow  IT 
managers  to  remotely  push  soft¬ 
ware  upgrades  out  to  devices 
so  individual  users  don’t  have  to 
connect  the  device  to  a  computer 
to  download  new  software. 


BY  PATRICK  THIBODEAU 

LAS  VESAS 

HERE  WERE  a  few 
murmurs  of  surprise 
at  Gartner  Inc.’s 
annual  data  center 
conference  here  last  week 
when  more  than  40%  of  the 
attendees  who  responded  to  a 
poll  of  the  audience  said  main¬ 
frames  are  still  part  of  their  IT 
environments. 

Many  of  the  2,000  or  so  con¬ 
ference  attendees  were  from 
large  companies  that  continue 
to  rely  on  mixed  installations 
of  IT  systems,  despite  being 
pushed  by  some  vendors  to¬ 
ward  commodity  servers.  In 
fact,  when  the  audience  mem¬ 
bers  at  the  kickoff  keynote  ses¬ 
sion  were  asked  as  part  of  the 
electronic  poll  whether  they 
run  their  data  centers  on  either 
Windows  or  Unix  exclusively, 
only  4%  said  yes. 

Abdul  Khan,  who  manages 
servers  and  storage  at  Blue 
Shield  of  California,  said  the 
San  Francisco-based  insurer’s 
mainframe  setup  supports 
custom  applications  that 
would  be  too  difficult  to  move 
to  other  systems.  “It  would 
take  a  long  time  to  change  our 
software,”  Khan  said. 

Although  users  such  as 
Khan  may  stick  with  main¬ 
frames  to  run  legacy  applica¬ 
tions  and  to  take  advantage  of 
the  reliability  of  the  systems, 
Bill  Homa,  CIO  at  Hannaford 
Brothers  Co.  in  Scarborough, 
Maine,  sees  the  mainframe  as 
an  ideal  platform  for  ongoing 
software  development. 

Saving  Money  With  Cobol 

In  a  phone  interview,  Homa 
said  Hannaford,  a  grocery 
chain  with  annual  revenue  of 
about  $5  billion,  continues  to 
develop  custom  Cobol  main¬ 
frame  applications  through 
Bangalore,  India-based  IT  ser¬ 
vices  provider  Infosys  Tech¬ 


nologies  Ltd.  The  company’s 
software  costs,  including 
maintenance  and  development, 
are  as  much  as  30%  less  than 
what  it  would  pay  for  pack¬ 
aged  applications,  Homa  said. 

IBM  last  week  announced 
that  Hannaford  was  one  of  the 
first  companies  to  install  its 
System  z9  mainframe,  which 
became  available  in  Septem¬ 
ber.  The  z9  is  one  of  two  main¬ 
frames  in  the  grocer’s  data 
center,  which  also  includes 
about  200  servers  running 
IBM’s  AIX  version  of  Unix,  as 
well  as  250  Windows  servers. 

The  z9  can  process  1  billion 
transactions  per  day,  more 
than  double  the  capacity  of 
IBM’s  older  z990  system, 
which  Hannaford  also  uses. 

In  addition,  IBM  made  ar¬ 
chitectural  changes  to  the  z9 
that  improve  its  ability  to  pull 
information  from  a  database 
by  about  30%,  Homa  said. 
That’s  particularly  important 


LAS  VEGAS 

IT  MANAGERS  at  last  week’s  data 
center  conference  here  packed  a 
presentation  on  server  consolida¬ 
tion,  just  as  they  have  at  similar 
events  in  the  past.  Attendees  such 
as  Alfred  Masse  were  seeking  to 
compare  their  own  consolidation 
experiences  with  the  results  of  a 
survey  that  Gartner  conducted  on 
the  topic  last  summer. 

Masse,  who  is  the  infrastructure 
and  operations  manager  at  Addison 
Avenue  Federal  Credit  Union  in  Palo 
Alto,  Calif.,  said  he  was  reassured 
after  he  saw  the  survey  results.  "It 
revalidates  our  strategic  planning," 
he  said. 

For  example,  the  survey  of  400 
companies  worldwide  found  an 
average  cost  savings  of  16%  from 
server  consolidation  projects.  That’s 


because  Hannaford  employees 
use  wireless  devices  to  access 
the  mainframe  and  place  prod¬ 
uct  orders  on  the  spot  in  ware¬ 
houses  and  stores. 

But  what  Homa 
really  likes  about 
the  z9  is  its  seal- 
ability.  He’s  cur¬ 
rently  using  only 
two  processors  on  a 
system  that  can  sup¬ 
port  up  to  64  CPUs. 

“This  machine  is 
doing  more  work 
than  [the]  other  500 
servers  in  the  data 
center  put  together,” 
he  said. 

IBM  and  other  enterprise 
IT  vendors  are  moving  toward 
utility  computing,  in  which 
companies  can  buy  process¬ 
ing  power  as  needed,  thereby 
making  the  underlying  hard¬ 
ware  less  important.  But  that 
trend  is  “a  long  way  from  real¬ 
ity  for  most  of  us  today,”  said 
Gartner  analyst  Steve  Prentice. 

In  the  meantime,  users  will 
have  to  continue  to  push  ven¬ 
dors  to  support  standards  that 


in  line  with  what  Masse  is  expect¬ 
ing  from  Addison  Avenue's  project 
-  savings  in  the  range  of  15%  to 
20%  once  the  credit  union’s  con¬ 
solidation  work  is  completed  over 
the  next  year. 

The  physical  consolidation  is 
done,  he  said,  adding  that  the  next 
step  will  be  to  virtualize  many  of 
the  company's  systems  and  try  to 
increase  their  utilization  rates. 

Gartner  analyst  John  Phelps  cau¬ 
tioned  that  savings  from  consolida¬ 
tion  projects  can  vary  considerably, 
depending  on  the  size  of  the  com¬ 
pany  and  the  scope  of  the  project. 

And  although  the  survey  showed 
that  a  desire  to  reduce  total  cost  of 
ownership  is  the  major  driver  behind 
consolidation  initiatives,  it  isn’t  the 
only  one,  Phelps  said.  He  noted  that 
respondents  also  cited  improving 


can  improve  the  interoper¬ 
ability  of  heterogeneous  envi¬ 
ronments,  said  Donna  Scott, 
another  Gartner  analyst. 

IT  managers  also  have  to 
contend  with  the  ongoing 
introduction  of  consumer- 
oriented  technologies  into 
business  operations.  That 
includes  instant  messaging 
applications,  Google  Inc.’s 

desktop  search  tool 
and  peer-to-peer 
voice  technology 
from  vendors  such 
as  Skype  Technolo¬ 
gies  SA. 

In  another  poll 
at  the  conference, 
20%  of  the  respon¬ 
dents  said  they 
have  banned  such 
technologies  from 
end-user  systems; 
43%  said  they  dis¬ 
courage  the  use  of  them,  and 
26%  said  they  allow  the  tech¬ 
nologies  to  be  used  but  don’t 
support  them.  The  remainder 
either  encourage  or  actively 
support  the  use  of  such  tech¬ 
nologies. 

Prentice  said  that  ultimately, 
‘you  cannot  stop  consumer- 
grade  technology  from  enter¬ 
ing  the  enterprise,”  especially 
if  IT  managers  want  to  keep 
their  environments  attractive 
to  knowledge  workers.  » 


control  over  IT  service  levels  and 
reducing  server  sprawl  as  leading 
reasons  for  consolidating  their 
systems. 

According  to  Gartner,  more  than 
half  of  the  savings  realized  by  users 
that  consolidate  servers  revolve 
around  hardware,  with  smaller  sav¬ 
ings  resulting  from  staff  reductions 
or  reassignments,  decreases  in  fa¬ 
cilities  costs  and  software  changes. 

Phelps  said  internal  politics 
is  one  of  the  major  hurdles  on 
consolidation  projects,  with  33% 
of  the  survey  respondents  citing  it 
as  a  key  issue.  Providing  adequate 
bandwidth  was  the  top  issue,  cited 
by  45%  of  the  participants.  But 
Phelps  said  the  bandwidth  problems 
may  reflect  unique  challenges  faced 
by  companies  overseas. 

-PATRICK  THIBODEAU 


Users  Seek  Validation  on  Server  Consolidation 


HOMA  says  Hannaford 
still  develops  software 
for  its  mainframes. 


CIOs 

RELY 

ON 

THEM 


CFOs 

INSIST 

ON 

THEM 


If  there’s  one  thing  CIOs  and  CFOs  can  agree  on,  it’s  Fujitsu  PRIMERQY  BX620  S2  blade  server . 


To  help  maintain  high  performance  and  low 
TCO,  Fujitsu  features  Cool-Safe™  cooling 
technology.  Developed  with  aviation  simulation 
techniques,  this  innovative,  new  approach  to 
thermal  management  optimizes  processor 
airflow  to  keep  the  server  blades  running 
at  peak  performance  in  real-world 
IT  environments. 


For  more  information  on  the  Fujitsu  PRIMERGY  BX620  S2  blade  server 
and  how  it  can  bring  CIOs  and  CFOs  together,  visit 

us.fujitsu.com/computers/PRIMERGY  or  call  I  -800-83  I  -3 1 83. 


FUJITSU 

THE  POSSIBILITIES  ARE  INFINITE 


Featuring  the  proven  reliability  of  Intel®  Xeon™ 
processors,  PRIMERGY  BX620  S2  blade  server 
gives  CIOs  the  power  to  drive  complex 
business-critical  enterprise  applications  based 
on  Linux  and  Windows®  operating  systems. 
The  PRIMERGY  BX620  S2  blade  server  also 
provides  a  low  total  cost  of  ownership 
(TCO),  delivering  the  reliability  serviceability, 
and  manageability  CFOs  demand. 


PRIMERGY  BX620  S2 
Blade  Server 


©  Fujitsu  Computer  Systems  Corporation.  All  rights  reserved.  Fujitsu  and  the  Fujitsu  logo  are  registered  trademarks  of  Fujitsu  Limited  in  the  United  States  and  other  countries.  PRIMERGY  is  a  registered  trademark,  and  Cool-Safe  is  a  trademark, 
of  Fujitsu  Siemens  Computers  GmbH  in  the  United  States  and  other  countries.  Intel,  Intel  logo.  Intel  Inside.  Intel  Inside  logo.  Intel  Xeon  are  trademarks  or  registered  trademarks  of  Intel  Corporation  or  its  subsidiaries  in  the 

United  States  and  other  countries.  Windows  is  a  registered  trademark  of  Microsoft  Corporation, 


ONLY  FROM  CINGULAR:  THE  BLACKBERRY  8700  c™ 


take  care  of  business  and 
look  good  doing  it. 


A  superior  voice  and  data  experience  in  a 
sleeker,  more  stylish  form. 

•  Works  on  Cingular's  EDGE,  America's 
largest  high-speed  wireless  data  network 

•  Global  coverage  with  GSM  quad-band 
connectivity 

•  Hands-free  speakerphone 

•  Corporate  and  personal  email  access 

•  Bluetooth®  enabled 


"The  new  8700c  model. ..is  the  best  BlackBerry 
yet.  It  is  lighter  and  smaller  than  prior  full-size 
models  and  has  a  dazzling  color  screen." 

-  Walt  Mossberg, 
The  Wall  Street  Journal, 
November  10,  2005 
©2005  Dow  Jones  and  Company,  Inc. 


BlackBerry  8700c 

$29999 

after  2-year  service  agreement  and  $50 
mail-in  rebate  with  BlackBerry*  data 
and  voice  rate  plans  $39.99  or  higher. 


~-z  BlackBerry 


Call  1 -866-4CWS-B2B  Click  www.cingular.com/blackberry8700c  Visit  your  nearest  Cingular  store 


X  cingular 

raising  the  bary.iill 


Coverage  not  available  in  all  areas.  Limited-time  offer.  Other  conditions  and  restrictions  apply.  See  contract  and  rate  plan  brochure  for  details.  Up  to  $36  activation  fee  applies.  Phone  price  and  availability  may  vary  by  market.  Early  Termination  Fee: 

None  if  cancelled  in  first  30  days;  thereafter,  in  FL.  GA,  SC,  NC,  KY,  TN,  MS,  LA,  AL,  NY,  and  applicable  parts  of  IN  and  NJ,  $240  prorated  over  term;  elsewhere,  $150  flat  rate.  Some  agents  impose  additional  fees.  Sales  tax  calculated  based  on  price  of 
unactivated  phone.  Rebate:  Price  before  $50  mail-in  rebate  is  $349.99.  Allow  10-12  weeks  for  rebate.  Rebate  not  available  at  all  locations.  Must  be  customer  for  30  consecutive  days.  Must  be  postmarked  by  1/28/06.  Additional  hardware  or  software 
may  be  required.  The  BlackBerry  and  RIM  families  of  related  marks,  images,  and  symbols  are  the  exclusive  properties  of  and  trademarks  or  registered  trademarks  of  Research  In  Motion  Limited  -  used  by  permission.  RIM  and  Research  In  Motion  are  »□( 
registered  in  the  U.S.  Patent  and  Trademark  Office  and  may  be  pending  or  registered  in  other  countries.  ©2005  Cingular  Wireless.  All  rights  reserved.  ^ 
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Connecting  People 

The  printed  word  is  a  powerful  medium.  Unlike  most  information  you  get  about  your 
business  today,  you  can  access  the  information  in  this  magazine  no  matter  where  you 
are.  You  can  read  this  information  in  the  office,  in  a  taxi,  or  at  the  airport,  and  if  you 
want,  you  can  put  it  in  your  pocket  for  when  you  need  it  later.  In  the  business  world, 
it  used  to  be  rare  to  have  such  easy  and  convenient  access  to  information  wherever  and 
whenever.  Today,  thanks  to  mobile  technology,  organizations  are  being  empowered 
with  real-time  data,  significantly  impacting  where  and  how  business  is  done. 

According  to  research  conducted  by  Simpson  Carpenter  regarding  workforce 
mobility,  a  huge  percentage  of  employees,  more  than  50%  in  most  companies, 
use  their  personal  mobile  phones  for  business  purposes.  These  same  employees  are 
pushing  for  more  mobile  access  to  enterprise  applications,  such  as  email  and  the 
corporate  network,  in  order  to  be  more  effective  at  work  and  stay  connected  to 
what's  important  to  them  no  matter  where  they  happen  to  be. 

This  is  an  important  and  revealing  statistic  about  the  value  of  mobile  technology. 
Business  often  presents  situations  when  decisive  action  is  required  and  success  is 
based  on  the  information  available  to  employees.  These  are  instances  that  can  make 
or  break  a  major  deal  —  decisive  moments  businesses  can't  afford  to  lose.  But  many 
moments  in  business  are  more  commonplace.  For  example,  when  a  team  is  gathering 
to  discuss  a  project,  but  every  team  member  is  in  a  different  building  or  country. 

When  a  business  is  empowered  through  mobile  technology,  conversations  and 
information  flow  more  freely.  As  a  result,  employees  and  teams  are  more  in  the  know 
and  more  responsive.  They  can  take  the  necessary  action,  inform  the  people  who 
need  to  know  and  interact  directly  with  company  systems  to  see  what  the  rest  of  the 
team  is  seeing.  By  being  more  agile,  productive  and  cost-efficient,  this  newfound 
power  helps  their  company  create  a  competitive  edge  and  leverage  their  people  and 
information  more  opportunistically. 

Critical  to  the  success  of  true  workforce  mobility  is  the  involvement  of  the  IT  organi¬ 
zation.  By  taking  a  tiered,  holistic  approach,  IT  can  mobilize  processes  and  operations 
to  meet  the  ongoing  needs  of  the  entire  organization.  Doing  so  is  relatively  easy  and 
cost-effective,  leveraging  the  existing  IT  infrastructure  and  business  applications  and 
extending  those  resources  out  to  the  mobile  workforce. 

I  invite  you  to  read  about  this  approach  to  workforce  mobility  now.  The  accom¬ 
panying  materials  explore  how  work  is  going  mobile  and  how  companies  can  success¬ 
fully  devise  a  clear  and  effective  mobile  strategy  that  meets  the  goals  of  both  IT  and 
the  business.  It's  Nokia's  hope  that  through  materials  like  these,  we  can  help  you 
optimize  the  return  on  your  telecommunications  investment  and  reap  all  the  benefits 
a  mobile  workforce  has  to  offer. 

Sincerely, 

Gord  Boyce 

Vice  President,  Americas  Sales,  Nokia  Enterprise  Solutions 
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I  he  rapid  adoption  of 

mobile  communications 
has  profound  implica¬ 
tions  for  both  enterprises 
-•A.  and  their  employees.  As 
computing  evolves  to  smaller  and  more 
mobile  devices,  the  concept  of  the  office 
as  the  center  of  work  is  being  redefined. 
For  the  first  time,  organizations  of  all 
sizes  are  able  to  become  more  profitable 
and  productive  by  enabling  people,  net¬ 
works  and  business  applications  to 
work  together  —  when  they  need  to  — 
anywhere  they  happen  to  be  in  the  dis¬ 
tributed  enterprise  or  the  world  at  large. 
Mobile  communications  make  time  and 
distance  largely  irrelevant. 

“There  are  currently  about  70  million 
people,  or  a  little  over  60%  of  the  U.S. 
population,  who  are  using  their  mobile 
devices  for  something  other  than  talk,” 
says  Will  Hodgman,  co-founder,  president 
and  chief  executive  officer  of  M:Metrics, 
which  tracks  mobile  phone  usage.  “About 
23  million  people  now  use  their  phone  as 
an  email  device  and  9  million  of  those  use 
it  for  work  email.  Those  numbers  grow 


/rules,  policies  and  procedures/ 

Here  are  some  of  the  factors  that 

an  organization  must  consider  when 

equipping  workers  for  mobility: 

•  Matching  devices  to  workers'  needs 
and  designating  specific  job  classifi¬ 
cations  for  each  device 

•  Establishing  service  and  calling  plans 
that  fit  users'  needs 

•  Having  a  system  in  place  to  deal  with 
exceptions  (e.g.,  workers  that  don't 
fit  into  a  classification  or,  for  one  rea¬ 
son  or  another,  have  different  needs) 

•  Establishing  strict  rules  about  what 
applications  and  content  are 
allowed  on  devices  (rules  may  vary 
for  different  types  of  devices,  such 
as  notebooks  and  smartphones) 

•  Developing  clear  rules  about  what 
constitutes  personal  and  professional 
use  of  the  device 

•  Establishing  a  policy  about  when 
workers  can  place  calls  and  send 
email  to  coworkers 


•  Ensuring  that  employees  maintain 
adequate  security  on  devices 

•  Specifying  what  happens  to  a  device 
when  an  employee  resigns  or  is 
terminated 


•  Determining  an  upgrade  path  and 
clarifying  when  employees  should 
expect  a  new  device 
>  Partnering  with  an  enterprise  solu¬ 
tions  provider  with  proven  experi¬ 
ence  in  building  secure  access  to 
corporate  applications  and  data 


/MOBILITY:  BARRIERS  TO  ADOPTION 

What  factors  do  you  consider  barriers  to  your 
company  adopting  enterprise  mobility? 


Security 


Network  speed 


Geographic  coverage 


Device  limitations 


Cost 

Reliability 

Need  to  re-engineer  network 
Lack  of  internal  expertise 
No  need 

s.  Source:  Nokia 


-H— 


larger  by  the  month.  As  in 
the  early  days  of  PCs,  the 
driving  force  has  been  indi¬ 
viduals  who  have  adapted 
the  technologies  to  fit  their 
work.  Enterprises  are 
becoming  mobile  whether 
they’re  ready  to  or  not.” 

As  enterprise  email  sys¬ 
tems  have  surpassed  voice 
mail  in  importance,  hand¬ 
held  devices  that  can  func¬ 
tion  as  both  a  mobile 
phone  and  a  computer/ 
email  client  are  fast  becom¬ 
ing  a  centerpiece  of  busi¬ 
ness.  The  Radicati  Group 
says  that  over  3.2  million  business  profes¬ 
sionals  were  using  enterprise  wireless 
email  by  year-end  2004. 

Connecting  Coherently 
in  a  Changing  Workplace 

The  seemingly  unstoppable  demand 
by  employees  for  mobile  devices  and 
access  to  corporate  email  and  applica¬ 
tions  threatens  to  overwhelm  IT  man¬ 
agers  who  must  protect  enterprise  data 
from  intrusion  and  malicious  damage. 
For  corporations,  the  age  of  mobility 
raises  the  most  fundamental  question  of 
all:  can  you  run  a  business  if  workers 
never  go  to  a  corporate  workplace? 

“Our  whole  workforce  is  changing, 
and  not  only  is  the  technology  impor¬ 
tant,  but  connection  of  the  people  is 
important,”  says  Phyllis  Klees,  managing 
director  of  Human  Capital  Services, 
Deloitte  &  Touche  Technology,  Media  & 
Telecommunications  Group.  “How  do 
you  connect  your  mobile  workforce? 
There  still  needs  to  be  a  community  feel 
in  organizations.  People  belong  to  an 
organization.  So,  how  do  you  connect 
your  mobile  workforce?” 

There  are  no  definitive  answers  to  the 
big  management  questions  at  this  point. 
The  mobility  revolution  is  still  early  in  its 
evolution.  It  is  already  clear,  however,  that 
there  is  no  turning  back  the  clock,  and  IT 
departments  now  face  new  challenges  in 
this  era  of  the  mobile  workforce. 

“Work  is  going  mobile,”  says  Gary 
Singh,  director  Security  &  Mobile  Connec¬ 
tivity,  Nokia  Enterprise  Solutions.  “Many 
tasks  that  you  used  to  do  at  your  desktop 
or  laptop  can  now  be  performed  over  a 
smartphone  or  PDA.  Providing  employees 
with  real-time  access  to  company  informa¬ 
tion  and  applications  from  a  variety  of  dif¬ 


ferent  devices  gives  business  of  all  sizes  an 
edge.  But  it  also  creates  many  challenges 
for  IT  managers.  How  do  you  select  the 
right  mobile  device  to  suit  varying  needs? 
What  applications  will  your  workers  need? 
How  do  you  keep  it  secure?” 

The  picture  is  greatly  complicated  by 
the  fact  that  employees  are  using  mobile 
wireless  devices  to  access  and  store  sensi¬ 
tive  enterprise  data,  whether  IT  managers 
formally  approve  the  practice  or  not.  As  a 
result,  IT  managers  must  account  for  these 
devices  in  their  infrastructure  planning. 

“CIOs  need  to  develop  an  enterprise¬ 
wide  strategy  that  puts  mobility  manage¬ 
ment  in  the  hands  of  the  IT  department, 
allowing  IT  to  properly  equip  mobile 
workers,  uphold  corporate  security  prac¬ 
tices  and  manage  connection  costs  for 
everyone  in  the  mobile  workforce, 
whether  they’re  working  on  laptops, 
PDAs  or  five-year-old  cell  phones,”  says 
Gartner  Vice  President  Ken  Dulaney. 

Developing  a  Definitive 
Strategy 

While  many  businesses  recognize  the 
potential  benefits  of  centralizing  their 
mobile  IT  assets  and  have  started  to 
address  the  question  of  how  to  support 
their  mobile  workforce,  a  recent  Yankee 
Group  study  found  that  only  52%  of 
large  organizations  have  developed  a 
clear  IT  mobility  strategy. 

“We  are  working  with  customers  to 
help  them  get  control  of  their  mobile  IT 
environment,”  says  Nokia’s  Singh.  “Get¬ 
ting  started  requires  only  a  series  of  small 
changes  that  can  create  significant 
improvements  for  mobile  workers  and 
create  the  framework  for  an  enterprise 
mobility  strategy.” 

Nokia  recommends  three  basic  steps 
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that  do  not  require  a  budget-busting 
investment  but  can  provide  a  huge  payoff. 

I.  Apply  IT  Practices  to  Mobile 
Procurement 

Most  companies  have  a  coordinated 
purchasing  strategy  to  rationalize  their  IT 
investments  and  maximize  their  ROI.  So 
far,  this  approach  has  rarely  been  applied 
to  mobile  procurement,  with  the  result 
that  an  almost  completely  nonstandard- 
ized  mobile  environment  has  emerged, 
creating  hidden  costs  and  making  it 
extremely  difficult  for  a  company  to 
extract  value  from  its  phones  beyond 
voice  and  text. 

Applying  standard  IT  procedures  to 
mobile  procurement  is  a  relatively  straight¬ 
forward  process  that  can  be  achieved  at 
little  or  no  incremental  cost  above  that  of 
current  telecommunications  spend.  Such  a 
process  can  unlock  benefits  today  and  at 
the  same  time  create  a  platform  for 
increased  mobilization  and  further  ROI 
tomorrow. 

Step  1:  Match  Devices  to  User  Needs 
There  are  many  types  of  mobile  work¬ 
ers,  each  with  varied  device  and  connec¬ 
tivity  needs,  so  a  balance  is  needed 
between  some  users  having  too  many 
devices  and  others  not  having  enough 
mobile  access.  For  example,  here  are  two 
key  categories  of  mobile  workers: 

•  Knowledge  workers  —  e.g.,  consultants, 
or  sales  and  marketing  staff,  who  are 
typically  equipped  with  a  laptop  com¬ 
plemented  by  a  phone 

•  Skilled  and  process  workers  —  e.g., 
field  support  and  service  workers  who 
may  be  equipped  with  one  or  more 
industrial  devices,  tablet  PCs,  PDAs, 
laptops  or  mobile  phones 

Each  of  the  workers  can  have  fewer  or 
more  advanced  mobile  needs,  which  will 
then  guide  the  choice  of  mobile  devices. 

Step  2:  Select  Devices  Based  on 
IT  Criteria 

Having  assessed  the  needs  of  the 
mobile  workforce  and  the  right  categories 
of  mobile  hardware  devices,  the  next  step 
is  to  specify  particular  models.  IT  criteria 
should  be  applied  that  relate  to  the  capa¬ 
bilities  and  platform  on  which  devices 
operate: 

•  Standardization  of  capabilities  —  Do  the 
different  devices  support  at  least  certain 
capabilities  such  as  advanced  voice,  high¬ 
speed  networks,  or  email  applications? 


•  Standardization  of  platforms  —  Will 
the  different  device  form  factors  all  be 
able  to  run  on  a  common  platform, 
which  is  also  compatible  with  exist¬ 
ing  IT  infrastructure? 

•  Security  —  Do  mobile  devices  sup¬ 
port  the  security  protocols  currently 
utilized  by  the  existing  IT  network? 

•  Future-proofing  —  Will  the  devices  be 
usable  for  future  needs  as  well  as  imme¬ 
diate  ones? 

With  Nokia  you  can  choose  devices 
according  to  need,  but  still  work  on  a 
single  platform,  which  fits  IT’s  need  for 
standardization  to  optimize  deployment, 
support  and  application  implementation. 
Perhaps  most  importantly,  a  standardized 
platform  moves  mobile  IT  investment 
from  one-time  incremental  projects  to 
part  of  a  long-term,  integrated  strategy. 

Step  3:  Negotiate  a  Better  Deal 

Managing  costs  is  clearly  a  key  objec¬ 
tive  at  this  stage,  and  identifying  all  the 
costs  is  central  to  addressing  the  issue. 
These  include: 

•  Voice  costs  on  a  business  contract 
versus  personal  voice  costs  charged  to 
the  business  on  expenses 

•  Business  contracts  with  different 
operators 

•  Data  costs  charged  to  separate  cost 
centers  within  the  business  and  nego¬ 
tiated  separately 

Corporate  mobile  rates  are  typically 
far  lower  than  consumer  rates.  Network 
providers  generally  reward  larger  vol¬ 
umes  of  connections  on  a  contract  with 
more  competitive  rates.  So  consolidat¬ 
ing  billing  policies  and  operator  con¬ 
tracts  is  an  essential  step.  Finally,  bring¬ 
ing  voice  and  data  plans  together  for 
purchasing  will  result  in  the  best  deal. 

In  addition  to  the  economies  of  scale 
realized  in  consolidating  rate  plans, 
business  voice  solutions  offer  quantifi¬ 
able  cost  reductions  by  eliminating 
some  of  the  redundancy  found  in  fixed 
and  mobile  voice  infrastructures  within 


an  enterprise.  Nokia  offers  several  busi¬ 
ness  voice  solutions  that  provide  desk 
phone  functionality  on  a  mobile  device 
(e.g.,  one  business  number,  one  voice 
mailbox,  corporate  directory  integration 
and  extension-based  calling)  and  least- 
cost  routing  of  mobile  calls  that  dynam¬ 
ically  determine  whether  to  place  a  call 
over  a  traditional  cellular  network  or  a 
company’s  IP  network,  depending  on 
the  location  of  the  users  placing  and 
receiving  that  call. 

II.  Offer  Secure  Network  Access 
to  Remote  and  Mobile  Workers 

Opening  an  organization’s  network  to 
remote  and  mobile  workers  —  from  a 
PC,  laptop,  smartphone  or  other  mobile 
device  —  can  positively  impact  both  pro¬ 
ductivity  and  employee  satisfaction  and 
produce  a  higher  return  on  existing  IT 
investments.  At  the  same  time,  extending 
enterprise  networks  to  cover  wireless  net¬ 
works  creates  a  new  kind  of  security  risk. 

The  same  security  applied  in  the  wired 
IP  world  is  required  for  secure  mobile  and 
wireless  communications  with  some  addi¬ 
tional  protocol  support,  traffic  and  serv¬ 
ice  awareness,  and  security  vulnerability 
preparedness. 

VPNs  (Virtual  Private  Networks)  have 
become  a  standard  for  securing  commu¬ 
nications  in  wired  networks.  Now  this 
technology  can  be  adapted  to  address 
wireless  environments. 

The  recent  emergence  of  Secure  Sock¬ 
ets  Layer  (SSL)  technology  enables  com¬ 
panies  to  make  remote  access  widely 
available  to  many  employees  while  still 
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allowing  IT  to  control  corporate  data 
and  security.  Nokia  offers  companies  a 
choice  of  various  VPN  technologies 
depending  on  their  unique  require¬ 
ments.  Many  of  Nokia’s  business-opti¬ 
mized  devices  come  equipped  with 
Nokia  Mobile  VPN  Client  to  provide 
seamless  secure  communications  for  vir¬ 
tually  any  application  running  on  the 
smartphone.  Coupled  with  Nokia  Secu¬ 
rity  Service  Manager  (Nokia  SSM), 
administrators  can  easily  provision 
devices  wirelessly  (maintaining  strong 
security)  and  automate  updates  to  client 
policies  and  settings. 

In  addition,  Nokia  offers  SSL  VPN 
technology  to  allow  remote  employees  to 
connect  to  corporate  resources,  whether 
it  is  via  their  own  device  or  a  non-enter¬ 
prise  device  such  as  a  home  or  public  PC. 
Best  yet,  IT  controls  what  data  can  be 
accessed  based  on  who  the 
user  is,  the  device  the  user  is 
connecting  from  and  how 
secure  that  device  is  at  that 
moment  in  time. 

Organizations  need  to  be 
concerned  with  corporate  data 
that  is  stored  on  remote 
devices.  Therefore,  device  secu¬ 
rity  is  an  important  component 
of  a  secure  mobile  strategy. 

Basic  security  for  Nokia  busi¬ 
ness  devices,  such  as  the  Nokia 
9500  Communicator,  includes 
keypad  and  device  locks,  a 


Lufthansa  Consulting  Finds  Secure  Access  Solution 

Lufthansa  Consulting  is  an  aviation  and  management  consulting  firm  that  helps 
clients  from  the  aviation  sector  and  related  industries  plan  for  future  growth. 
Because  its  160  employees  work  almost  exclusively  outside  Europe,  frequently  in 
remote  areas,  a  secure  and  dependable  Internet  connection  that  allows  them  to 
access  in-house  resources  is  critical  to  success. 

For  a  solution  to  this  challenge,  Lufthansa  Consulting  turned  to  the  Nokia  SSL 
VPN,  which  has  a  "session  persistence"  function  that  allows  callers  to  pick  up  where 
they  left  off  should  they  temporarily  lose  connection.  Consultants  can  now  access 
company  resources  such  as  intranet-based  calendars  and  Web  mail  with  fixed  and 
mobile  devices.  The  Nokia  SSL  VPN  was  installed  in  less  than  three  days  and  required 
only  10  minutes  of  training  for  all  employees.  In  addition  to  the  security  of  the  SSL 
gateway  functionality,  the  system  allows  Lufthansa  Consulting  for  the  first  time  to 
assign  and  automatically  grant  access  rights  according  to  the  identity  of  the  employ¬ 
ee,  the  end  device  in  use,  and  the  security  parameters  of  the  end  device. 


such  as  VoIP  and  video. 

The  complete  security  portfolio  from 
Nokia  allows  organizations  to  create  a 
comprehensive  security  strategy  to  pro¬ 
vide  world-class  access  controls  and 
data  security. 
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password  for  the  memory  card,  and 
remote  locking  ability  (for  example,  lock¬ 
ing  the  device  via  an  SMS  message). 

In  addition,  the  information  on  the 
device  can  be  encrypted.  Nokia  aligned 
with  the  leading  file  encryption  provider, 
PointSec,  to  provide  true  device  security  in 
high-end  mobile  phones  like  Nokia  busi¬ 
ness  devices.  For  anti-virus  and  personal 
firewall  software  on  business  devices, 
Nokia  collaborates  with  Symantec.  These 
technologies,  coupled  with  the  Nokia 
Mobile  VPN  Client  used  to  secure  remote 
connections,  offer  a  comprehensive  solu¬ 
tion  to  protect  data. 

Nokia  has  also  integrated  firewall 
and  VPN  technology  from  Check 
Point  Technologies  Software  on  a  pur¬ 
pose-built,  hardened  Nokia  platform 
with  a  security-specific  operating 
system.  Nokia  Firewall/VPN  Appli¬ 
ances  are  designed  to  work  in  today’s 
most  demanding  mobile  environments 
supporting  new  mobile  applications 


III.  Extend  Email  Applications  to 
Mobile  Devices 

The  first  application  most  mobile  work¬ 
ers  would  like  to  see  integrated  into  their 
mobile  phones  is  email.  It  is  also  the  one 
that  can  have  the  fastest  and  most  dramat¬ 
ic  impact  on  productivity.  In  its  report 
“Enterprise  Wireless  Email  Market,  2004- 
2008,”  the  Radicati  Group  found  that 
employees  using  wireless  email  put  in  an 
extra  60  minutes  of  work  per  day  in  2004. 
It  expects  this  number  to  grow  to  95  min¬ 
utes  by  year-end  2008. 

With  the  number  of  mobile  profession¬ 
als  rising  worldwide,  implementing  mobile 
email  for  enterprises  is  a  question  of  “when 
and  how,”  not  “if.”  Today,  the  number 
of  worldwide  enterprise  email  boxes  tops 
650  million  (Gartnet;  2005).  However,  only 
a  small  portion  of  those  corporate  email 
boxes  have  been  mobilized  (approximate¬ 
ly  8  million  today)  because  of  factors  such 
as  application  design,  delivery,  security,  sup¬ 
port,  and  cost.  As  of  five  years  ago,  it  would 


have  been  unheard  of  for  an  administrative 
assistant,  for  example,  to  have  a  mobile 
device  with  service  sponsored  by  the  com¬ 
pany,  but  now  it  is  commonplace. 

There  is  a  critical  unmet  demand  in  the 
market  today  for  placing  mobile  email 
^  into  the  hands  of  the  entire 
enterprise  mobile  workforce. 
Nokia  Business  Center,  Nokia’s 
own  mobile  email  solution, 
addresses  these  factors  by 
delivering  an  application  that  is 
secured  behind  the  corporate 
IT  firewall,  supported  across  a 
variety  of  low-  to  high-end 
mobile  devices,  and  is  both 
flexible  and  scalable.  It  also  has 
an  affordable  price  point  and 
offers  both  a  great  mobile 
application  and  a  great  voice 
experience  on  a  single  device. 


The  basic  building  blocks  of  the  mobile 
enterprise  are  falling  into  place  —  wire¬ 
less-enabled  networks,  adequate  security, 
applications  that  support  wireless  mobil¬ 
ity  and  devices  that  allow  mobile  work¬ 
ers  to  tap  into  email  and  other  data,  and 
greater  standardization  and  control  by  IT 
departments.  The  ability  to  perform 
meaningful  work  from  anywhere  is 
empowering  to  individuals  and  valuable 
to  corporations,  allowing  them  to  quick¬ 
ly  locate  and  mobilize  the  resources  they 
need  to  respond  to  customer  needs. 
Nokia  is  providing  companies  with  a 
realistic  way  of  delivering  mobile  email  to 
all  mobile  employees,  not  just  those  in  the 
corner  office,  at  a  price  that  makes  com¬ 
pelling  business  sense. 


For  more  information  on 
how  you  can  make  the  most 
of  workforce  mobility,  visit 
www.nokiaforbusiness.com 
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Nokia  Firewall 


Connect  everyone,  without  compromise.  Featuring  built-in  client 
integrity  scanning,  Nokia  SSL  VPN  solutions  can  protect  your  company's 
data  virtually  wherever  and  however  it's  accessed.  Now,  you  can  enable 
employees,  partners,  suppliers,  and  others  to  get  the  information  they  need 
on  most  devices— without  worry.  Sounds  appetizing,  right? 


Visit  nokiaforbusiness.com/SSL  to  find  out  more. 
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To:  ]ohn@nokia.com 


|  Cc:  traveldept@nokia.com 


Recipient 


Subject:  Quarterly  review  meeting  in  London 


Hi  John, 

Look  forward  to  review  meeting  in  London, 
see  attached  travel  itinerary. 

Regards.  Glenda 
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The  Nokia  9300  smartphone- 
created  for  a  new  generation 
of  leader. 


Stylish  and  compact  on  the 
outside,  exceedingly  smart 
within.  The  Nokia  9300 
enhances  your  workstyle  while 
complementing  your  lifestyle. 
Find  out  more  at 
nokiaforbusiness.com/amer/9300 
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Sntel  Pledges  Increase 
In  Its  India  Investments 

DELHI,  INDIA 

NTEL  CORP.  last  week  said  it  plans  to 
invest  more  than  $1  billion  in  India, 
including  $250  million  that  will  be 
put  into  a  venture  capital  fund  to  help 
stimulate  technological  innovation 
and  drive  growth  for  the  country’s  IT 
industry. 

The  company  said  it  will  also  spend 
$800  million  over  the  next  five  years 
to  expand  its  research  and  develop¬ 
ment  center  in  Bangalore,  as  well  as  its 
marketing,  education  and  community 
programs  in  India. 

The  announcement 
was  made  during  a  visit 
here  by  Intel  Chairman 
Craig  Barrett.  It  came 
less  than  a  week  after 
Hector  Ruiz,  chairman, 
president  and  CEO  of 
rival  Advanced  Micro 
Devices  Inc.,  said  that 
AMD  will  license  its 
process  technology  to  an 
Indian  consortium  for  use 
in  a  planned  $3  billion 
semiconductor  fabrica¬ 
tion  plant.  Intel  hasn’t  an¬ 
nounced  any  chip  manu¬ 
facturing  plans  for  India. 

■  JOHN  RIBEIR0,  IDG  NEWS  SERVICE 


Microsoft  Moves  to  Add, 
Upgrade  R&D  Centers 

NEW  DELHI 

ICROSOFT  CORP.  last  week  out¬ 
lined  plans  to  create  a  network 
of  90  software  development 
centers  worldwide,  partly  to  help  foster 
the  creation  of  local  software  indus¬ 
tries  in  various  countries. 

The  plan  was  announced  during  the 
Microsoft  Government  Leaders  Forum 
Asia  here.  The  90  centers  will  include 
about  60  existing  facilities  in  countries 
such  as  Australia,  Brazil,  China,  Ger¬ 
many,  Japan  and  Malaysia.  Thirty  new 
facilities  will  be  built  in  South  Korea, 
India,  South  Africa  and  other  countries. 

The  existing  facilities  will  be  up¬ 
graded  in  2006,  and  the  new  ones  are 
due  to  open  during  the  course  of  the 
year,  said  John  Fernandes,  Microsoft’s 
director  of  international  business  de¬ 
velopment. 


Separately,  Microsoft  announced 
plans  to  invest  $1.7  billion  in  India  over 
the  next  four  years.  Chairman  and 
Chief  Software  Architect  Bill  Gates  told 
reporters  in  New  Delhi  that  the  funds 
will  be  spent  on  Microsoft’s  develop¬ 
ment  operations  and  in  other  areas. 

■  MARTYN  WILLIAMS  AND  JOHN  RIBEIR0, 

IDG  NEWS  SERVICE 


U.K.  Tax  Agency  Shuts 
Portal  Due  to  Cyberfraud 

LONDON 

HE  U.K.’S  tax  authority  shut  down 
a  tax-credits  Web  site  earlier  this 
month,  and  a  criminal  investiga¬ 
tion  is  under  way  concern¬ 
ing  possible  identity  theft, 
a  spokesman  for  the  agen¬ 
cy  confirmed  last  week. 

HM  Revenue  &  Cus¬ 
toms  (HMRC)  said  in  a 
statement  that  its  staffers 
had  identified  and  stopped 
attempts  to  commit  fraud 
during  compliance  checks 
on  the  tax-credits  portal. 
New  measures  are  be¬ 
ing  developed  to  ensure 
that  the  site  is  secure,  the 
agency  said. 

The  attempted  fraud 
involved  internal  informa¬ 
tion  about  workers  at  the  government’s 
Department  for  Work  and  Pensions 
(DWP),  the  HMRC  spokesman  said. 

The  criminal  investigation  revolves 
around  the  apparent  use  of  a  num¬ 
ber  of  DWP  employees’  identities  in 
fraudulent  tax-credit  claims.  Because 
the  criminal  investigation  is  ongoing, 
further  details  on  the  matter  can’t  be 
released,  the  spokesman  said. 

■  JEREMY  KIRK,  IDG  NEWS  SERVICE 


Nokia,  Supplier  Trade 
Barbs  Over  Pact 

ESPOO,  FINLAND 

OKIA  CORP.  last  week  denied  acting 
unfairly  toward  a  Taiwan-based 
supplier  of  Digital  Subscriber  Line 
technology  that  has  publicly  berated  the 
mobile  phone  maker  over  its  contracting 
practices  and  the  recent  cancellation  of  a 
product  order. 

YCL  Electronics  Co.  in  Feng  Shan  City 
claims  that  its  contract  with  Nokia  is  un¬ 
fair  because  the  agreement  allows  Nokia 


to  cancel  any  order  without  liability  two 
weeks  prior  to  the  delivery  date.  That 
clause  leaves  YCL  vulnerable  because  it 
has  to  pay  for  the  product  materials  far 
ahead  of  time,  the  company  said. 

Espoo-based  Nokia  responded  by  de¬ 
fending  its  contract  language  and  citing 
quality  problems  with  some  equipment 
supplied  by  YCL.  Nokia  believes  that 
the  contract  is  a  standard  one  and  that 
it  has  acted  properly,  said  Thomas  Jons- 
son,  director  of  communications  for  the 
company’s  operations  in  Beijing. 

Andy  Lu,  vice  president  of  sales  at 
YCL,  said  the  company  resolved  a  prod¬ 
uct  quality  problem  with  Nokia  in  April. 
■  DAN  NYSTEDT,  IDG  NEWS  SERVICE 


South  Korea  Orders 
Changes  in  Windows 

SEOUL 

SOUTH  KOREA’S  antitrust  regulato¬ 
ry  body  last  week  fined  Microsoft 
33  billion  won  ($32  million  U.S.) 
for  violations  of  fair  trade  regulations 
and  ordered  the  software  vendor  to 
modify  Windows. 

The  South  Korea  Fair  Trade  Com¬ 
mission  is  requiring  Microsoft  to  offer 
two  versions  of  Windows  in  the  country 
—  one  without  its  Windows  Media  Play¬ 
er  and  MSN  Messenger  software,  and 
another  that  includes  links  to  Web  sites 
where  users  can  download  comparable 
products  offered  by  competitors.  Also, 
Microsoft  must  provide  existing  Win¬ 
dows  users  with  CDs  that  will  enable 
them  to  replace  Media  Player  and  MSN 
Messenger,  the  agency  ruled.  The  com¬ 
mission  found  that  tying  such  products 
to  Windows  constitutes 
“abuse  of  a  market-domi¬ 
nant  position  and  unfair 
trade  practices,”  said  Fair 
Trade  Commission  Chair¬ 
man  Kang  Chul-kyu. 

“We  are  very  disap¬ 
pointed  at  the  commis¬ 
sion’s  decision,”  said  Tom 
Burt,  vice  president  and 
deputy  general  counsel  at 
Microsoft.  The  company  plans  to  appeal 
the  ruling,  he  added.  However,  Micro¬ 
soft  officials  backed  away  from  previous 
hints  that  the  company  might  pull  Win¬ 
dows  from  the  Korean  market. 

Unless  it  gets  a  court  order  staying 
the  required  remedies,  Microsoft  has 
180  days  from  the  date  it  receives  the 
ruling  to  make  the  changes,  according 
to  the  Fair  Trade  Commission.  * 

■  ANDREW  SALMON  AND  DAN  NYSTEDT, 

IDG  NEWS  SERVICE 
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GLOBAL  FACT 


The  percentage  of 
Swedes  who  are  covered 
by  3G  wireless  commu¬ 
nications  services,  sur¬ 
passing  levels  in  the  U.K, 
(75%)  and  Italy  (60%) 
for  the  broadest  coverage 
in  Europe. 

SOURCE:  STOCKHOLM TELE¬ 
COMMUNICATIONS  COMPANY 
POST  &TELESTYREL.SEN 


Briefly  Noted 

Accenture  Ltd.  opened  a  technol¬ 
ogy  services  center  in  Riga,  Latvia, 
earlier  this  month,  with  a  view  to  in¬ 
creasing  its  business  in  Russia  and 
other  countries  that  use  the  Russian 
language  for  business  purposes. 
Accenture’s  Riga  operation  currently 
employs  150  staffers,  who  are  cur¬ 
rently  working  almost  entirely  with 
clients  in  the  Nordic  countries. 

■  JURIS  KAZA,  IDG  NEWS  SERVICE 

Corizon  Ltd.  last  week  brought  out 
a  new  version  of  its  User  Process 
Management  software,  which  lets 
developers  build  a  single  user  inter¬ 
face  to  link  applications.  The  upgrade 
adds  monitoring  capabilities  and 
includes  support  for  Windows  ap¬ 
plications  in  addition  to  Web-based 
software.  London-based  Corizon’s 
technology  is  aimed  at  businesses 
that  use  many  applications  simulta¬ 
neously,  such  as  call  centers. 

■  NANCY  G0HRING, 

IDG  NEWS  SERVICE 

AMD  last  week  announced  the  open¬ 
ing  of  a  research  and  development 
facility  in  Seoul  and  said  it  hopes 
the  center  will  boost  its  business 
with  electronics  makers  in  South 
Korea.  The  company  said  it  expects 
to  have  15  engineers  working  at  the 
center  by  the  end  of  2006. 

■  SUMNER  LEMON,  IDG  NEWS  SERVICE 

The  University  of  Sydney  in 
Australia  has  begun  construction  on 
a  $42  million  Australian  ($31.6  mil¬ 
lion  U.S.)  facility  to  house  its  School 
of  Information  Technologies.  Due  for 
completion  next  March,  the  facility 
will  be  used  for  research  activities 
involving  information  visualization, 
multimedia,  language  and  knowl¬ 
edge  management,  and  networks 
and  systems. 

■  C0MPUTERW0RLD  TODAY 
(AUSTRALIA)  STAFF 

Access  Providers  Ltd.,  a  wire¬ 
less  broadband  carrier  in  Croydon, 
Australia,  said  it  will  build  a  WiMax 
network  focused  exclusively  on 
business  customers  in  Sydney. 
Access  Providers  expects  to  start 
deploying  the  network  in  February 
and  hopes  to  begin  connecting  cus¬ 
tomers  to  it  by  mid-2006. 

■  RODNEY  GEDDA,  C0MPUTERW0RLD 
TODAY  (AUSTRALIA) 


YOUR  JOB  IS  TO  KEEP  SYSTEMS  AND  APPLICATIONS  RUNNING. 
OUR  MISSION  IS  TO  KEEP  PEOPLE  AND  INFORMATION  CONNECTED. 
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Continuous  access  to  information  no  matter  what.  That’s 
information  Availability.  It’s  what  your  employees,  suppliers  and 
customers  demand  every  minute  of  every  day.  But  to  deliver  it 
flawlessly,  you  need  a  massive  global  infrastructure,  redundant 
systems  and  diverse  networks  being  monitored  and  supported 
by  skilled  technical  experts  at  secure  facilities.  That’s  exactly 
what  SunGard  provides. 

As  a  result,  we  can  offer  you  a  higher  level  of  availability  and 
save  your  company,  on  average,  25%*  versus  building  the 
infrastructure  yourself.  Plus,  it’s  a  vendor  neutral  solution  that 
lets  you  control  your  data, applications  and  network  while  giving 
you  the  flexibility  to  adjust  to  the  changing  needs  of  your 
business.  But  best  of  all,  it  lets  you  spend  more  time  solving 
business  problems  and  less  time  solving  technical  problems. 


For  years,  companies  around  the  world  have  turned  to 
SunGard  to  restore  their  systems  when  something  went 
wrong.  So,  it’s  not  surprising  that  they’re  now  turning  to  us 
to  mitigate  risk  and  make  sure  they  never  go  down  in  the 
first  place. 

You  want  your  network  and  systems  to  always  be  up  and 
running.  We  want  the  same  thing.  Let’s  get  together,  To 
learn  more,  visit  www.availability.sungard.com  or  call 
1-800-468-7483. 


SUNGARD 

Availability  Services 


Keeping  People 
and  Information 
Connected ™ 


'Potential  savings  based  on  IDC  White  Paper,  Ensuring  Information  Availability: 
Aligning  Customer  Needs  with  an  Optimal  Investment  Strategy. 
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BY  STACY  COWLEY 

LAS  VEGAS 

IVE  THOUSAND  new 
residents  show  up  in 
Nevada’s  Clark  County 
every  month  chasing 
the  Las  Vegas  dream. 

The  sprawling  county  cov¬ 
ers  an  area  the  size  of  New 
Jersey,  has  a  population  of 
1.7  million  and  until  late  this 
year  was  running  its  govern¬ 
ment  agencies  using  a  mish¬ 
mash  of  aging  mainframe 
applications. 

On  Nov.  1, 40  Clark  County 
agencies  went  live  with  a  host 
of  financial  modules  from  SAP 
AG’s  mySAP  ERP  2004  suite, 
completing  the  first  phase  of 
a  massive  ERP  overhaul  that 
Clark  County  CIO  Rod  Massey 
says  is  on  time  and  on  budget. 

Clark  County  has  spent 
$26.2  million  so  far  to  get  the 
SAP  financial  software  up  and 
running,  and  it  expects  to  have 
spent  $38  million  for  the  entire 
project  by  the  time  it  com¬ 
pletes  Phase  2  late  next  year. 
The  second  phase  adds  human 
resources  and  payroll  applica¬ 
tions  to  the  mix. 

User-friendly 

The  county  selected  SAP  in 
2004  after  a  stringent  evalua¬ 
tion  that  also  involved  Oracle 
Corp.,  PeopleSoft  Inc.  and 
several  smaller  vendors.  SAP 
wasn’t  the  low  bidder,  but  the 
breadth  of  its  software  offer¬ 
ings  and  their  user-friendly 
look  and  feel  helped  it  win  the 
business,  Massey  said. 

Public-sector  ERP  overhauls 
often  make  headlines  when 
the  projects  devolve  into  ex¬ 
pensive  debacles. 

Massey  attributes  Clark 
County’s  success  so  far  to  tight 
governance,  which  Steve  Peck, 
president  of  the  SAP  Public 
Services  Inc.  unit,  agreed  was 
“really  spot-on.”  Massey  also 
cited  the  project  team’s  close 


partnership  with  SAP  and  sys¬ 
tems  integrator  IBM. 

While  the  overall  project 
has  met  its  goals  to  date,  un¬ 
expected  hurdles  have  popped 
up  along  the  way,  Massey  said. 

“It’s  amazing  the  amount 
of  time  it  can  take  to  work 
through  a  particular  business 
process  flow,”  Massey  said, 
noting  the  need  for  staff  edu¬ 
cation  and  training.  “If  I  were 
to  give  others  one  suggestion, 
it’s  that  you  can’t  overempha¬ 
size  the  training.  I  think  that 
the  technology  is  the  easy 
part,”  he  said. 


Users  wary  of  the 
first  major  upgrade 
in  three  years 

BY  STACY  COWLEY 

Microsoft  Corp.  last  week 
began  shipping  Microsoft 
Dynamics  CRM  3.0,  the  first 
major  update  to  the  CRM 
software  Microsoft  launched 
three  years  ago. 

The  new  version  fills  func¬ 
tionality  gaps  that  had  left 
Microsoft  lagging  behind  its 
midmarket  CRM  rivals. 

Customers  who  bought 
Microsoft  CRM  soon  after  its 
launch  have  had  a  long,  often 
frustrating  wait  for  substan¬ 
tive  improvements.  Microsoft 
put  out  a  point  release  in  De¬ 
cember  2003,  to  fix  glitches 
and  add  a  few  features,  but  it 
scrapped  a  planned  2.0  version 
to  focus  on  developing  3.0. 

Door  maker  Designer  Doors 
Inc.  bought  and  deployed 
Microsoft  CRM  several  years 
ago  but  put  the  software  back 
on  the  shelf  after  running  into 
a  host  of  problems.  The  most 
painful  were  synchroniza¬ 
tion  glitches  that  kept  the 
software’s  features  from  being 


HWe  started  with 
the  back  office 
because  we  didn’t 
want  to  create  a  nice 
pretty  front  end  that 
the  back  end  couldn’t 
live  up  to. 

ROD  MASSEY,  CIO, 

CLARK  COUNTY,  NEVADA 

Phase  1  of  Clark  County’s 
project  required  that  2,600 
county  employees  in  40  differ¬ 
ent  agencies  be  trained  to  use 
the  new  assortment  of  SAP 
financial  applications.  After 
that,  the  county  plans  to  begin 
revamping  its  public  Web  sites 


available  to  remote  workers. 

“We  had  put  a  lot  of  effort 
into  making  this  our  center- 
piece  for  sales  and  marketing,” 
said  Michael  Kruger,  informa¬ 
tion  systems  manager  at  the 
River  Falls,  Wis.-based  com¬ 
pany.  “It’s  been  expensive  for 
us  to  find  work-arounds.” 

Kruger  plans  to  spend  at 
least  six  months  testing  CRM 
3.0  before  redeploying  Micro¬ 
soft  CRM.  Meanwhile,  Design¬ 
er  Doors  is  making  do  with 
homegrown  applications. 

“We  intend  to  evaluate  it 
carefully  to  see  if  the  changes 
that  we  need  have  been  made,” 
he  said.  “We  have  attended 
some  preliminary  demos,  and 
the  issues  that  we  had  appear 
to  have  been  addressed.” 

Glitches  Fixed 

The  update  adds  an  automa¬ 
tion  module  for  direct  market¬ 
ing  and  a  service  module  to 
coordinate  staff  schedules.  It 
also  fixes  glitches  that  had 
frustrated  customers,  such  as 
the  synchronization  technol¬ 
ogy  for  remote  users. 

Microsoft  partner  Mike 
Snyder,  principal  at  Chicago 
services  firm  Sonoma  Partners 


to  enable  online  processing  of 
citizen  transactions  such  as 
applying  for  business  licenses. 

“We  started  with  the  back 
office  because  we  didn’t  want 
to  create  a  nice  pretty  front 
end  that  the  back  end  couldn’t 
live  up  to,”  Massey  said. 

Among  the  systems  Clark 
County  will  toss  out  is  a  15- 
year-old,  green-screen  Deci- 
sionMaster  financials  system; 
the  county  court’s  equally 
aged  Blackstone  case  man¬ 
agement  software  from  CMC 
Software  Inc.  in  Nashua,  N.H.; 
and  the  J.D.  Edwards  ERP 
backbone  at  McCarran  Inter¬ 
national  Airport. 

Migrating  to  a  standardized 
SAP  ERP  implementation  will 
free  up  the  county  IT  staff  to 
focus  on  rolling  out  new  ser¬ 
vices  rather  than  maintaining 
legacy  systems,  Massey  said.  ► 


Cowley  is  a  reporter  for  the  IDG 
News  Service. 


LLC,  cited  improved  Outlook 
and  Office  integration  and  the 
ability  to  add  custom  entities 
to  Microsoft  CRM  as  two  of 
the  most  useful  enhancements. 

The  new  CRM  software  and 
Outlook  share  a  nearly  identi¬ 
cal  look  and  feel,  according 
to  those  who  have  seen  early 
demonstrations  of  Version  3.0, 
Snyder  said. 

“You  really  can’t  tell  where 
one  ends  and  the  other  begins,” 
added  Bruce  Richardson,  an 
analyst  at  Boston-based  AMR 
Research  Inc. 

Microsoft  is  tweaking  its 
packaging  for  this  release,  of¬ 
fering  Small  Business  and  Pro¬ 
fessional  Editions.  The  Small 
Business  Edition  is  designed 
to  run  on  Microsoft’s  Win¬ 
dows  Small  Business  Server, 
which  has  a  75-user  cap  and 
offers  tools  for  migrating  from 
Microsoft’s  Business  Contact 
Manager  software. 

Microsoft  sells  Dynamics 
CRM  through  its  Volume  Li¬ 
censing  program,  with  prices 
ranging  from  $440  per  user  for 
the  Small  Business  Edition  to 
$1,761  per  server  for  the  Pro¬ 
fessional  Edition.  ► 


Cowley  is  a  reporter  for  the 
IDG  News  Service. 


Growing  Nevada  County 
Starts  $62M  App  Overhaul 

Clark  County  replaces  mainframe 
software  with  mySAP  ERP  suite 


Microsoft  Ships  Belated  CRM  Update 


Microsoft, 
SAP  to  Test 


Mendocino 

LAS  VEGAS 

SAP  AG  and  Microsoft  Corp. 
are  about  to  release  to  40 
early  adopters  the  first  version 
of  their  jointly  developed  inte¬ 
gration  product,  code-named 
Mendocino. 

Mendocino,  which  SAP  first 
disclosed  at  its  Sapphire  show 
in  April,  aims  to  link  SAP's 
back-office  ERP  systems  with 
Microsoft’s  ubiquitous  Office 
software.  The  integration  will  let 
customers  use  the  familiar  Micro¬ 
soft  user  interface  to  work  with 
back-office  corporate  data. 

The  first  full  version  of  Men¬ 
docino  is  scheduled  for  general 
release  in  July.  The  first  beta 
release  will  ship  to  early  adopters 
later  this  month. 

SAP  showed  off  Mendocino  in 
an  early  demo  at  an  SAP  industry 
analyst  meeting  here  last  week. 

AMR  Research  Inc.  analyst 
Bruce  Richardson  said  he 
expects  early  Mendocino  func¬ 
tionality  to  be  limited.  “To  me, 
the  real  killer  app  for  this  is  CRM, 
and  that  won’t  be  in  the  first  ver¬ 
sion,"  he  said. 

Some  analysts  at  the  meeting 
said  the  Mendocino  project  looks 
like  a  big  win  for  SAP  and  a  po¬ 
tential  complication  for  Microsoft. 
One  of  the  biggest  selling  points 
for  the  Microsoft  applications 
is  their  integration  with  Office. 

If  SAP  can  also  boast  of  Office 
integration,  it  could  weaken 
Microsoft's  pitch.  “Microsoft  is 
losing  one  of  the  advantages 
they  wanted  for  themselves," 
said  Josh  Greenbaum,  principal 
analyst  at  Enterprise  Applica¬ 
tions  Consulting  Inc. 

Even  so,  if  Mendocino  helps 
users  draw  more  value  from 
Office,  Microsoft  does  stand  to 
benefit,  analysts  said. 

SAP  executives  refused  to 
discuss  pricing  for  Mendocino, 
but  Richardson  said  he  expects 
it  to  be  lower  overall  than  SAP’s 
traditional  per-user  software 
licensing  fees. 

-  STACY  COWLEY 


Sterling  Commerce  leads  the  world  in  helping 
businesses  collaborate  with  their  partners. 


Of  course,  we've  had  a  30  year  head  start. 


For  over  30  years,  Sterling  Commerce  has  led  the  industry  in  helping  successful  organizations  work  more  effectively 
with  suppliers,  subsidiaries  and  customers.  Now,  with  the  first  platform  to  meet  all  the  challenges  of  real-world 
multi-enterprise  collaboration,  Sterling  Commerce  can  help  you  achieve  end-to-end  visibility,  and  real-time  control 
over  shared  business  processes.  So  you  can  make  faster,  better-informed  decisions  to  help  cut  costs  and  accelerate 
time  to  market.  Perhaps  that's  why  a  majority  of  the  world's  leading  companies  already  depend  on  us.  And  competitors 
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Computech  Agrees  to  Pay 
$2.25M  in  H-1B  Worker  Case 


Company  will  pay  workers  back  wages 
and  a  fine  to  settle  federal  complaint 


BY  PATRICK  THIBODEAU 

OMPUTECH  CORP. 
late  last  month 
agreed  to  pay  $2.65 
million  in  back  wag¬ 
es  and  fines  to  settle  a  U.S.  De¬ 
partment  of  Labor  complaint 
that  it  underpaid  workers  from 
overseas. 

The  company,  which  is 
settling  the  dispute  without 
admitting  to  any  of  the  allega¬ 
tions,  agreed  to  pay  $2.25  mil¬ 
lion  in  back  wages  to  employ¬ 
ees  in  amounts  ranging  from 
less  than  $2,000  to  more  than 
$40,000. 

The  settlement  may  be  the 
largest  back-wage  payment 
ordered  under  the  federal  H-1B 
visa  program,  according  to 
Brad  Mitchell,  a  Labor  Depart¬ 
ment  spokesman. 

Opponents  of  the  H-1B  pro¬ 
gram  argue  that  foreign  work¬ 
ers  that  companies  bring  in  for 
high-tech  positions  are  taking 
U.S.  jobs. 

However,  Computech  Presi¬ 
dent  Ram  Kancharla  said  the 
company  hired  the  workers 
during  the  technology  boom 
years  to  meet  the  need  for 
workers  with  Java-  and  Web- 
related  skills. 

Kancharla  wouldn’t  disclose 
the  number  of  H-1B  workers 
the  company  now  uses  but 
said  most  of  the  employees  in¬ 
volved  in  the  settlement  have 
left  the  firm. 

Workers  Abroad 

Computech,  which  handles 
ERP  implementations,  appli¬ 
cation  support  and  develop¬ 
ment,  and  remote  database 
management,  today  has  400  to 
500  employees  in  the  U.S.  and 
india,  with  more  than  200  of 
those  based  in  the  U.S. 

According  to  the  settlement, 
the  company  can’t  hire  H-1B 
workers  for  18  months. 

Kancharla,  who  denied  the 


federal  allegations,  said  the 
company  decided  to  settle  af¬ 
ter  looking  “at  the  cost  of  liti¬ 
gation  and  how  long  it’s  going 
to  take  and  the  kind  of  distrac¬ 
tion  to  the  business.” 

Some  companies  that  have 
hired  large  numbers  of  H-1B 
visa  holders  have  been  ac¬ 
cused  by  groups  representing 
technology  workers  of  being 
“body  shops”  that  underpay 
foreign  workers  and  help  U.S. 
companies  move  work  over¬ 
seas. 

“The  Department  of  Labor 
aggressively  enforces  the  law 
to  ensure  that  temporary  for- 


Looks  to  help 
return  equipment 
to  battle  quickly 

BY  LINDA  ROSENCRANCE 

The  U.S.  Department  of  De¬ 
fense  has  awarded  a  $2.1  mil¬ 
lion  grant  to  the  University  of 
Maryland  to  develop  a  proto¬ 
type  Web-based  interactive 
supply  chain  system  for  the 
military. 

The  goal  of  the  12-month 
project  is  to  get  repairable 
military  equipment  back  into 
battle  as  soon  as  possible  and 
at  a  lower  cost. 

“It’s  a  technical  demonstra¬ 
tion  to  improve  the  mainte¬ 
nance  and  readiness  of  a  very 
important  aircraft,  the  F/A-18 
Navy  fighter  jet,”  said  Ken¬ 
neth  Gabriel,  senior  research 
scholar  at  the  University  of 
Maryland  Center  for  Public 
Policy  and  Private  Enterprise. 

Gabriel  is  the  engineer 
and  policy  expert  serving  as 


eign  workers  are  compensated 
fully  and  fairly,”  Secretary 
of  Labor  Elaine  L.  Chao  said 
in  a  statement.  “Abuse  of  the 
temporary  foreign  worker 
program  is  not  tolerated,  and 
violators,  as  this  case  shows, 
are  vigorously  pursued.” 

Spot  Audits  Needed 

But  Ron  Hira,  vice  president 
of  career  activities  at  The 
Institute  for  Electrical  and 
Electronics  Engineers  Inc.  in 
New  York  and  an  assistant 
professor  of  public  policy  at 
the  Rochester  Institute  of 
Technology,  argued  that  the 
government’s  enforcement 
mechanism  is  weak  because 
it  relies  on  complaints  from 
H-1B  workers. 


principal  investigator  on  the 
project. 

The  developers  will  inte¬ 
grate  several  technologies  to 
demonstrate  that  the  aircraft 
can  be  maintained  more  ef¬ 
ficiently  by  using  wireless 
communications;  predictive 
algorithms,  or  prognostics; 
and  automatic  identification 
technologies  such  as  radio 
frequency  tags,  smart  cards 
and  biometric  systems.  The 
technologies  would  be  linked 
to  the  transportation,  distribu¬ 
tion  and  acquisition  of  parts 
needed  to  repair  equipment  or 
enable  a  mission  to  proceed, 
Gabriel  said. 

“It’s  an  IT  network  that  uses 
technology  in  [those]  three  ar¬ 
eas,”  Gabriel  said.  Integrating 
these  pieces  through  a  secure 
Web  portal  “will  enable  the 
Navy  to  do  the  mission  better” 
by  making  an  aircraft  avail¬ 
able  at  a  lower  cost,  he  said. 

Pulling  all  these  technolo¬ 
gies  together  in  a  military  con- 


H  Abuse  of  the 
temporary 
foreign  worker  pro¬ 
gram  is  not  tolerated, 
and  violators,  as  this 
case  shows,  are  vig¬ 
orously  pursued. 

ELAINE  L.  CHAO. 

U.S.  SECRETARY  OF  LABOR 

The  Department  of  Labor 
doesn’t  have  the  power  to 
make  spot  audits  of  compa¬ 
nies,  but  Hira  said  the  agency 
needs  to  be  able  to  do  that  if  it 
is  to  be  proactive  about  such 
cases. 

Hira  said  the  settlement  is 


text  can  add  efficiency,  flexibil¬ 
ity  and  maneuverability  to  U.S. 
forces,  said  Jacques  Gansler, 
director  of  the  university’s 
Center  for  Policy  and  Private 
Enterprise.  Gansler  was  un¬ 
dersecretary  of  defense  for 
acquisition,  technology  and 
logistics  in  the  Clinton  admin¬ 
istration. 

Unique  Prognostics  Use 

A  unique  element  in  the  pro¬ 
posed  system’s  technological 
chain  is  the  use  of  prognostics 

—  the  warning  systems  built 
into  the  F/A-18s  and  other  ad¬ 
vanced  military  hardware  that 
can  detect  unusual  mechanical 
performance  and  analyze  a 
likely  cause,  Gabriel  said. 

“The  goal  is  to  develop  sen¬ 
sors  within  the  platform  —  in 
this  case,  the  F/A-18  aircraft 

—  to  detect  failures  and  to 
broadcast  the  failures  to  the 
maintenance  crew  before  the 
aircraft  lands”  on  an  aircraft 
carrier,  he  said. 


something  of  a  disincentive 
for  H-1B  workers  because  it 
took  six  or  seven  years  to  re¬ 
solve  and  is  no  windfall  for  the 
workers  affected. 

However,  Vic  Goel,  an 
immigration  attorney  in 
Greenbelt,  Md.,  said  the  Labor 
Department  action  is  “a  clear 
indication  that  the  system  is 
working  effectively.” 

The  H-1B  program  has  been 
the  subject  of  heated  conten¬ 
tion.  Opponents  argue  that  the 
program  is  used  to  hire  cheap 
labor  and  facilitate  the  offshor¬ 
ing  of  U.S.  jobs.  Supporters 
contend  that  foreign  workers 
are  necessary  in  order  to  meet 
U.S.  labor  needs  and  keep  jobs 
in  the  country. 

A  report  released  last 
month  by  the  Government 
Accountability  Office  won’t 
settle  that  argument.  The 
report’s  so-called  overview 
of  the  issues  reached  no 
firm  conclusion  about  the 
effects  of  offshoring  on  the 
U.S.  economy.  » 


That  gives  the  carrier’s  crew 
“enough  time  to  understand 
where  that  landing  aircraft 
ought  to  be  located  on  the 
shipboard,  or  to  be  prepared 
for  what  is  needed  to  repair 
the  aircraft  very  quickly,  if 
that’s  possible,  so  they’ll  have 
better  management  of  the  fleet 
activities,”  Gabriel  said. 

If  the  project  is  successful, 
the  U.S.  Navy  could  use  the 
system  to  improve  logistics 
support  for  its  entire  fleet,  ac¬ 
cording  to  Gabriel.  He  estimat¬ 
ed  that  the  effort  could  save 
the  military  tens  of  millions  of 
dollars. 

“If  we  get  smarter  about 
what  we  put  into  the  supply 
chain,  we  can  help  transform 
the  way  military  units  oper¬ 
ate,”  says  William  Lucyshyn, 
co-investigator  on  the  project 
and  director  of  research  at  the 
Center  for  Public  Policy  and 
Private  Enterprise. 

“With  the  F/AT8s,  the  goal 
is  to  reduce  the  downtime  and 
maximize  the  fighting  force 
—  while  still  reducing  the  sup¬ 
port  costs,”  Lucyshyn  said. 
“This  can  make  a  significant 
difference  in  military  effec¬ 
tiveness.”  * 


University  of  Maryland  to  Build 
Military  Supply  Chain  Prototype 
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HP  Unveils  Dashboard  Tool  at 

Financial  firm  uses  early  release  in 
a  pilot  of  an  online  trading  system 


BY  MATT  HAMBLEN 

Hewlett-Packard  Co.  last  week 
unveiled  OpenView  Dash¬ 
board,  which  is  designed  to  let 
users  quickly  create  views  of 
complex  systems  to  monitor 
the  health  of  business  services. 

The  offering  was  brought 
out  at  HP’s  Software  Universe 
event  in  Nice,  France,  along 
with  a  new  version  of  Open- 
View  Business  Process  Insight 
and  other  tool  revisions. 

The  dashboard,  priced  from 
$60,000,  will  start  shipping  in 
the  first  quarter  of  next  year. 

Bill  Emmett,  manager  of 
OpenView  advocacy  at  HP, 
said  the  product  allows  IT 
managers  to  create  views  of 


systems  based  on  various  cri¬ 
teria  within  a  matter  of  min¬ 
utes  instead  of  days  or  weeks. 

‘Quick  and  Adaptive’ 

A  major  U.S.-based  financial 
services  firm  has  been  using  a 
prerelease  version  of  the  dash¬ 
board  for  a  pilot  online  trad¬ 
ing  project  over  the  past  two 
months,  said  the  company’s 
vice  president  of  architecture 
and  engineering,  who  asked 
not  to  be  identified.  The  sys¬ 
tem  will  be  fully  deployed  next 
year,  he  said. 

The  dashboard  has  been 
flexible  in  providing  informa¬ 
tion  about  systems  used  to 
support  online  trading,  he  said. 


French  Event 

“It’s  been  quick  and  adaptive,” 
he  said,  pointing  to  one  case 
where  a  view  of  a  process  was 
revamped  to  reveal  other  infor¬ 
mation  in  only  a  day  —  far  less 
time  than  it  took  in  the  past. 

“We  support  70  different 
business  units  and  deal  with  30 


of  them  daily,  and  not  all  30  are 
going  to  want  a  plain-vanilla 
dashboard  view  that  I  put  out,” 
the  vice  president  said. 

For  some  time,  the  com¬ 
pany’s  internal  developers 
have  built  dashboards  to  get 
comprehensive  views  of  parts 
of  the  business,  a  process  that 
can  take  months. 


“Dashboards  are  important 
to  us  to  take  that  summary  in 
a  usable  format,  but  creating 
them  has  been  one  of  [our]  big¬ 
gest  challenges,”  he  said.  “Now 
we  have  something  with  seal- 
ability  and  flexibility.” 

The  financial  services  com¬ 
pany  executive  said  he  was  ini¬ 
tially  concerned  about  the  cost 
of  packaged  systems,  estimat¬ 
ing  the  value  of  his  firm’s  con¬ 
figuration  of  the  HP  dashboard 
tool  at  about  $250,000. 

However,  he  said,  the  pack¬ 
aged  system  was  “far  more 
cost-effective,”  taking  only  a 
month  to  set  up.  In  compari¬ 
son,  it  took  six  months  to 
create  dashboards  internally. 

HP  last  week  also  released 
OpenView  Service  Desk  5.0 
and  OpenView  Business  Proc¬ 
ess  Insight  2.0,  which  can 
monitor  and  report  on  pre¬ 
defined  business  processes.  * 


NEW  HP  OPENVIEW  PRODUCTS 


DASHBOARD  1.0 


■ v 

Can  develop  views  of  services  within  systems  in  a  single  view  or  dashboard  and 
can  link  to  OpenView  Service  Desk  for  information  related  to  outages  and  other 
problems.  Priced  from  $60,000;  the  product  ships  in  the  first  quarter  of  2006. 


BUSINESS  PROCESS  INSIGHT  2.0 


Can  define  business  service  objectives  and  provides  real-time  monitoring  and 
reporting  on  the  health  of  the  infrastructure  behind  business  services.  Pricing 
wasn’t  disclosed;  the  product  ships  in  the  first  quarter  of  2006. 


Gathers  information  from  unified  configuration  management  database  to 
help  handle  service  desk  calls  and  resolve  system  problems.  Pricing  is  based 
on  service-level  agreements;  the  product  is  shipping  now. 


IT  supports  and  controls  the 
applications  that  run  the  business. 

Now  there's  an  application  to  support 
and  control  the  business  of  IT. 

Maximo®  ITSM,  the  most  comprehensive  IT  asset  and  service 
management  solution,  substantially  improves  the  business  of  IT, 
significantly  increasing  the  value  IT  brings  to  an  organization.  By 
unifying  IT  service,  asset  and  work  management  on  a  single 
software  platform,  Maximo  ITSM  delivers  the  control  and  visibility 
you  need  to  align  IT  service  levels  with  your  overall  business  goals. 
All  you  need  to  integrate  and  automate  processes,  reduce  unplanned 
outages,  standardize  and  share  information  and  surpass  service-level 
commitments.  To  make  your  IT  organization  more  efficient  and 
more  valuable,  download  our  whitepaper  at  www.maximoit.com/cw 
or  call  800-326-5765. 

[  V  |  COUNTED  CONTROLLED  MAXIMIZED 

mro  software 


©2005.  MRO  Software  Inc.  All  rights  reserved.  Maximo  is  a  registered 
trademark  and  MRO  Software  is  a  trademark  of  MRO  Software,  Inc. 


The  point  of  business  is  cost-effectively  connecting  enterprise  resources  to  better  serve  your  customers.  With  a  wholly  owned,  end-to-end 
network — backed  by  a  team  of  consultants  working  with  you  to  develop  the  optimal  solution  for  your  environment — Time  Warner  Cable  delivers 
reliable  business  communications.  Add  to  that,  standard  and  customized  SLAs,  along  with  a  full  suite  of  data,  video,  and  security  solutions — 
including  Metro  Ethernet,  Teleworker  Solutions,  Branch  Office  Connectivity — and  you  have  a  scalable  infrastructure  for  sharing  information, 
reducing  costs  and  realizing  the  value  on  your  IT  investment.  That's  the  point  of  business. 
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E xperience  Broadband.  '^- 


Highest  Customer  Satisfaction  With  Business  Broadband  Data  Service  Providers' 


J.D.  Power  and  Associates  2005  Major  Provider  Business  Telecommunications  Services  Study: 


Broadband  Data  segment  includes  services  such  as  DSL.  cable  modem,  ISDN,  T-1,  etbernet  and 


videoconferencing  services.  Study  conducted  among  5,178  businesses  with  2  500+  employees  that 
subscribe  to  major  providers  in  the  broadband  business  telecommunications  market,  www.jdpower.com 


AVAYA  IP  TELEPHONY  GIVES  YOU 
SINGLE-DEVICE  MOBILITY,  LIKE 

HONE. 


AVAyA 

COMMUNICATIONS 
AT  THE  HEART  OF  BUSINESS 


GET  YOUR  FREE  COPY  OF  “MOBILE  WORKFORCE  FOR  DUMMIES”  AT  AVAYA.COM/DUMMIES 


<$2005  Avaya  Inc.  All  Rights  Reserved.  Avaya  and  the  Avaya  Logo  are  registered  trademarks  of  Avaya  Inc.,  and  may  be  registered  In 


certain  jurisdictions.  All  other  trademarks  are  the  property  of  their  respective  owners. 


WHAT’S  INSIDE 


EDITOR'S  NOTE 


HThe  easy  part  is  the 
technology.  The  truly 
hard  effort  is  defining  needs, 
creating  a  vision  that  others 
can  understand  and  embrace, 
and  then  developing  a  road 
map  to  achieve  that  vision. 

DIANAH  NEFF.  CIO,  CITY  OF  PHILADELPHIA 


HIT  can  always  build  the 
most  colossal  Ferrari 
for  any  solution,  but  that’s 
not  always  what’s  needed. 
Sometimes  what’s  needed  is 
a  Volkswagen  or  a  bicycle. 
ANDRES  CARVALLO.  CIO.  AUSTIN  ENERGY 


MYou  need  to  be  assured 
you’ve  got  real  buy-in 
and  that  it’s  not  superficial. 
FRED  DANBACK .VICE PRESI¬ 
DENT  OF  GLOBAL  TECHNOLOGY. 
XL  GLOBAL  SERVICES  INC. 


There  are  just  some 
people  you  see  and 
know  instantly  that  they’re 
worth  investing  in. 

BILL  REGEHR.  SENIOR  VICE 
PRESIDENT  OF  IT  AND  CIO, 
BOYS  &  GIRLS  CLUBS  OF  AMERICA 


Network  with 
this  years 
honorees 

at  the  seventh  annual 
Premier  100  IT  Leaders 
Conference  -  March  5-7, 
2006,  at  the  J.W.  Mar¬ 
riott  Desert  Springs  Resort  in  Palm  Desert,  Calif. 
Attendees  will  learn  best  practices  for  advanc¬ 
ing  IT  agility  and  business  innovation  as  well  as 
tactics  for  grooming  future  IT  leaders.  Featured 
speaker  Scott  Griffin,  CIO  at  The  Boeing  Co., 
will  present  a  case  study  on  using  IT  to  enable 
business  change. 

O  Visit  www.premier100.com  to  register. 


Defining  Leadership 


WHAT  CONSTITUTES  IT  leadership?  What  milestones  must  an  IT 
executive  reach  to  achieve  that  status?  What  recognition  or 
position  must  he  attain  in  order  to  become  a  leader  in  a  pro¬ 
fession  that  counts  among  its  members  some  of  the  most  dynamic  and 
innovative  individuals  any  of  us  will  ever  encounter? 


I  found  the  answers  to  those  ques¬ 
tions  in  my  own  recent  encounters 
with  some  of  those  individuals.  Last 
month,  I  asked  a  favor  of  several  CIOs 
in  the  San  Francisco  Bay  area.  IDG, 
Computer-world's  parent  company,  was 
holding  a  meeting  of  its  editors  from 
around  the  world,  and  I  asked  the  CIOs 
to  talk  to  us  about  their  professional 
concerns  and  about  how  we  as  journal¬ 
ists  can  do  a  better  job  of  delivering  the 
information  they  need. 

Two  of  the  people  who  dropped 
everything  to  come  by  were  Satish  Aj- 
mani,  CIO  of  Santa  Clara  County,  Calif., 
and  Sateesh  Lele,  chairman  of  Global  Data  Systems 
USA  and  former  CIO  at  Frito-Lay  and  Avon  Prod¬ 
ucts.  Their  message  was  clear:  More  than  anything, 
they  want  no-holds-barred  accounts  of  enterprise 
technology  applications  —  not  vendor  “success 
stories,”  but  the  actual  experiences  of  their  peers, 
warts  and  all,  so  that  they  can  learn  how  real-world 
IT  problems  are  solved. 

A  couple  of  weeks  earlier  in  Orlando,  another 
group  of  IT  professionals  had  gathered  at  a  Com- 
puterworld  summit  on  conquering  IT  complexity. 
Addressing  the  issue  were  Dan  Agronow  of  The 
Weather  Channel,  Frank  Enfanto  of  Blue  Cross 
and  Blue  Shield  of  Massachusetts,  Allan  Frank  of 
Answerthink,  Louis  Gutierrez  of  the  University 
of  Massachusetts  Medical  School,  and  Joe  Puglisi 
of  Emcor.  Their  candid  accounts  of  dealing  with 
IT  complexity  were  an  intriguing  precursor  to  the 
message  that  would  be  delivered  by  their  peers  in 
San  Francisco. 

Ajmani,  Lele,  Agronow,  Enfanto,  Frank,  Gutier¬ 
rez  and  Puglisi  are  IT  leaders  because  they  do 


what  IT  leaders  do:  They  sacrifice 
their  time  and  share  their  knowledge 
and  experience  to  serve  the  IT  profes¬ 
sion.  All  these  individuals  have  some¬ 
thing  else  in  common:  Each  one  of 
them  is  a  past  Premier  100  honoree. 

Each  of  them  can  take  heart  in  the 
fact  that  this  year’s  class  of  Premier 
100  IT  Leaders  has  continued  that  tra¬ 
dition  of  selfless  service  —  of  giving 
back  to  the  profession.  Many  serve  as 
mentors,  nurturing  the  next  genera¬ 
tion  of  IT  leaders. 

Kay  Palmer  of  J.B.  Hunt  Transport 
Services  uses  mentoring  and  coaching 
to  teach  promising  employees  technical,  business 
and  diplomatic  skills  because,  she  explains,  very 
few  leaders  naturally  possess  all  three. 

John  Schindler  of  Kichler  Lighting  has  a  proc¬ 
ess  in  place  to  identify  “fast-track  individuals,” 
and  he  monitors  their  development.  “I  know  the 
individuals  I’ll  be  grooming  and  investing  time 
in,”  he  says. 

Bill  Regehr  of  Boys  &  Girls  Clubs  of  America  is 
determined  to  give  back  as  well.  “A  lot  of  people 
invested  in  me,”  he  says.  “I  owe  it  to  the  next  gen¬ 
eration  to  pass  that  on.” 

We  extend  our  heartfelt  thanks  and  congratula¬ 
tions  to  Palmer,  Schindler,  Regehr  and  the  rest  of 
this  year’s  Premier  100  IT  Leader  award  recipients 
In  doing  so,  we  recognize,  as  they  do,  that  it’s  not 
what  an  IT  professional  receives.that  makes  him  a 
leader.  It’s  what  he  gives.  > 


is  editor 

in  chief  of  Computerworld. 
Contact  him  at  don_tennant@ 
computerworld.com. 


DIANAH  NEFF,  CIO  of  Philadelphia,  says  technology  is  the  “easy  part”  of  the  city’s  high-profile  Wireless  Philadelphia  project. 


WHEN  DIANAH  NEFF  was 

appointed  CIO  of 
Philadelphia  in  2001,  the 
country’s  fifth-largest 
city  had  virtually  no  IT  governance 
in  place.  Decisions  were  made  but  not 
always  executed.  Goals  were  set,  but 
projects  were  never  initiated. 

Today,  in  contrast,  Neff’s  charter 
and  responsibilities  as  CIO  —  as  well 
as  those  of  the  city’s  460-person  IT 
department  —  are  clearly  laid  out.  IT 
supports  52  city  departments  and  agen¬ 
cies.  IT  program  managers  have  been 
appointed  to  oversee  the  relationship 
between  IT  and  clusters  of  similar 
departments,  such  as  public  safety  and 
public  works.  Neff  reports  directly  to 
the  mayor  and  serves  on  his  cabinet. 

Neff  is  also  the  driving  force  behind 
Wireless  Philadelphia,  an  ultra-high- 
profile,  fast-moving,  multimillion- 
dollar  project  to  build  the  biggest  mu¬ 
nicipal  wireless  Internet  system  in  the 
country.  First  announced  in  April  2004, 
the  project  is  on  time  and  well  under 
budget  (EarthLink  Inc.  recently  agreed 
to  construct  the  system  at  no  cost  to 
the  city),  and  five  neighborhood  pilots 
are  up  and  running.  The  135-square- 
mile  network,  which  will  provide  in¬ 
expensive  high-speed  Internet  access 
to  everyone  city  wide,  is  scheduled  to 
be  fully  operational  by  the  end  of  next 
year. 

“The  easy  part  is  the  technology,” 
Neff  says.  “The  truly  hard  effort  is  de¬ 
fining  needs,  creating  a  vision  that  oth¬ 
ers  can  understand  and  embrace,  and 
then  developing  a  road  map  to  achieve 
that  vision.” 

As  counterintuitive  as  it  seems,  it’s 
this  kind  of  methodical  planning  and 
relentless  communication,  coupled 
with  the  adoption  of  standard  process¬ 
es  and  procedures,  that  works  to  breed 
agility,  according  to  Neff  and  several 
other  of  this  year’s  Premier  100  IT 
Leaders.  In  other  words,  agility  is  very 
much  a  matter  of  design. 

THOUGHTFUL  SPEED 

“There’s  some  misconception  about 
agility.  It’s  not  just  about  changing 
rapidly,”  says  Earl  Monsour,  director  of 
strategic  information  technologies  for 
the  Maricopa  County  Community  Col¬ 
lege  District  in  Tempe,  Ariz.  “It’s  about 
responding  quickly  and  appropriately, 
which  requires  having  a  long-range 
plan  in  place  at  all  times.  With  a  plan, 
you  can  make  adjustments  as  technol- 
Continued  on  page  32 
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Fast-moving  IT  is  backed  by  steady  and 
deliberate  planning.  BY  JULIA  KING 
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A  recent  study  of  companies  listed  on  NASDAQ  and  NYSE  found  that  companies  that  run  SAP  are  32% 


more  profitable  than  those  that  don’t?  Fact  is,  SAP®  software  solutions  make  businesses  of  all  sizes  more 
efficient,  more  agile  and  more  responsive.  We  invite  you  to  see  for  yourself.  Visit  www.sap.com/results 
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♦Based  on  a  2005  Stratascope  Inc.  analysis  of  publicly  available  fiscal  results  of  all  non-financial  companies  listed  on  NASDAQ  and  NYSE. 


!BM  eServer™  xSeries 


TECHNOLOGY  THAT  GETS  YOU 

“EVERYTHING’S 


Affordable,  reliable,  easy  to 


manage:  eServer  xSeries  with  Intel®  Xeon™  Processors 


IBM  eServer  xSeries  226  Express 

An  entry-level  2-way  server  that 
offers  the  reliability  and 
performance  needed  for  day-to- 
day  computing.  Easy  to  set  up 
and  deploy,  with  access  to  all 
major  system  components. 

System  features 

Up  to  two  Intel®  Xeon™ 
Processors  3GHz/2MB 
Two-way  tower  with 
rack  capability 

Up  to  6  hot-swappable 

SCSI  hard  disk  drives _ 

Integrated  RAID  0,1 
Limited  warranty:  up  to  3 
years  on-site3 


From  $1,6394* 

(Other  configurations  as  low  as  $1,229) 

IBM  Financing  Advantage 

Only  $46  per  month5 


IBM  eServer  xSeries  346  Express 

Help  maximize  performance  and 
improve  availability  in  a  rack 
dense  environment  with 
Xtended  Design  Architecture!" 
Includes  Calibrated  Vectored 
Cooling,  an  IBM  innovation  that 
helps  increase  uptime. 

System  features 

Up  to  two  Intel®  Xeon™ 
Processors  3GHz/2MB 

Two-way  2U  rack  server 

Up  to  16GB  DDR2  memory 
using  8  DIMM  slots  with 
enhanced  memory 

Limited  warranty: 

3  years  on-site3 

From  $3,3154* 

(Other  configurations  as  low  as  $2,219) 

IBM  Financing  Advantage 

Only  $93  per  month5 


IBM  eServer  xSeries  260  Express 

IBM’s  newest  third-generation 
Enterprise  X-Architecture® 
server.  Designed  for  companies 
looking  for  database,  e-mail, 
Web/e-commerce  or  consolidated 
application  serving. 

System  features 

Up  to  four  64-bit  Intel®  Xeon™ 
Processors  MP,  up  to  3.66GHz 

Four-way  tower  or  7U  rack 
capability 

Up  to  3.6TB  hot-swappable 
SAS  (serial  attach  SCSI) 
hard  disk  storage 

Up  to  64GB  of  memory  with 
advanced  memory  protection 

Limited  warranty:  3  years  on-site3 

From  $5,3994* 

(Other  configurations  as  low  as  $4,599) 

IBM  Financing  Advantage 

Only  $151  per  month5 
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Flexible  and  easy  to  use 


IBM  eServer  BladeCenter  HS20  Express 

Offers  extreme  flexibility  and 
scalability,  plus  it  helps  to 
consolidate  and  simplify  your 
infrastructure.  Helps  reduce 
power  consumption  and  save 
valuable  floor  space. 


System  features 

Up  to  two  Intel®  Xeon™ 
Processors  3. 20GHz/2MB 
Up  to  14  blades  per  chassis 
Supports  both  32- 

and  64-bit  applications 
IBM  Director2 
Limited  warranty: 

3  years  on-site3 


From  $2,8994* 

(Other  configurations  as  low  as  $1,669) 

IBM  Financing  Advantage 

Only  $81  per  month5 


IBM  TotalStorage®  Simplify  storage  management  to  improve  productivity 


IBM  TotalStorage  DS300  Express 

This  entry-level,  cost-effective  iSCSI  host- 
attached  storage  system  utilizes  your  existing 
network  infrastructure  to  deliver  advanced 
functionality.  Provides  an  exceptional  SAN 
storage  solution  with  xSeries  servers  for 
e-mail/file/print. 


System  features 

3U  rack  mount  entry-level 
with  two  controllers 

Starts  at  584GB  / 
scales  to  4.2TB6 

Support  for  up  to  14 

Ultra320  SCSI  disk  drives 

Limited  warranty:  1  year 
on-site3 

From  $6,4554* 

(Other  configurations  as  low  as  $2,995) 

IBM  Financing  Advantage 

Only  $180  per  month5 

'  am  price?  are  IBM's  estimated  retail  selling  puces  as  ot  September  13, 2005.  Prices  may  vary  according  to  configuration.  Resellers  set  their  own  prices,  so  reseller  prices  to  end  users  may  vary.  Products  are  subject  to  availability.  This  document  was  developed  for  offerings 
r  the  Unfed  Slates  IBM  may  not  offer  the  products,  features,  or  services  discussed  in  lliis  document  in  other  countries.  1.  IBM  Director  is  not  available  on  TotalStorage  products.  2.  IBM  Director  must  be  installed.  Products  included  in  IBM  Express  Servers  and  Storage  may 
also  oe  purchased  separately.  3  Telephone  support  may  be  subject  lo  additional  charges.  For  on-site  labor,  IBM  will  attempt  to  diagnose  and  resolve  the  problem  remotely  before  sending  a  technician.  On-site  warranty  is  available  only  for  selected  components.  4.  Prices  subject 
io  change  without  notice.  Starling  price  may  nol  include  a  hard  drive,  operating  system  or  other  features.  Contact  your  IBM  representative  or  IBM  Business  Partner  tor  the  most  current  pricing  in  your  geography.  5.  IBM  Global  Financing  offerings  are  provided  through  IBM 
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USED  TO  SAYING: 
UNDER  CONTROL” 


IBM  Express  Servers  and  Storage ™  tor  mid-sized  business. 

Know  an  I.T.  person  who  doesn’t  like  to  hear  that  “everything’s  under  control”? 
We  don’t.  That’s  why  we  offer  an  innovative  management  tool  called  IBM 
Director  that  can  alert  your  I.  T.  people  to  potential  problems  up  to  48  hours  in 
advance! 

And  our  Calibrated  Vectored  Cooling  on  select  xSeries9  servers  helps  cool  your 
systems  more  efficiently  Packing  more  servers  into  a  single  rack.  Helping  to 
save  space,  energy,  money. 

With  IBM  Express,  innovation  comes  standard.  That’s  true  for  servers,  storage 
and  printers.  Your  local  IBM  Business  Partner  can  tell  you  more.  And  remember, 
you  can  keep  your  technology  current  while  helping  to  reduce  costs  -  through 
IBM  Global  Financing. 

Excited?  No  need  to  control  yourself.  Get  started  today. 


Save  time.  Save  costs.  Save  the  day!  (Optimize  your  I.T.) 

ibm.com/systems/innovate1 

1  800-IBM-7777  mention  104CE04A 


IBM  TotalStorage  DS400  Express 

Exceptional  entry-level  solution  for  workgroup 
storage  needs.  With  advanced  functionality, 
the  DS400  supports  xSeries  servers  and 
utilizes  hot-swap  Ultra320  SCSI  drives  for 
high  reliability. 


System  features 

3U  rack  mount  entry-level  with  up  to  Starts  at  584GB  /  scales  to  12TB6 
two  controllers 

2GB  Fibre  Channel  storage  systems  Limited  warranty:  1  year  on-site3 
area  network  (SAN) 

From  $8,4954*  IBiVl  Financing  Advantage 

(Other  configurations  as  low  as  $4,995)  Only  $237  per  month5 


Credit  LLC  in  the  United  States  and  other  IBM  subsidiaries  and  divisions  worldwide  to  qualified  commercial  and  government  customers.  Monthly  payments  provided  are  tor  planning  purposes  only  and  may  vary  based  on  your  credit  and  other  factors.  Lease  otter  provided  is 
based  on  a  FMV  lease  of  36  monthly  payments.  Other  restrictions  may  apply.  Rates  and  offerings  are  subject  to  change,  extension  or  withdrawal  without  notice.  6,  Denotes  raw  storage  capacity.  Usable  capacity  may  be  less.  IBM,  the  IBM  logo,  eServei,  BladeCenter,  xSeries. 
TotalStorage  IBM  Express  Servers  and  Storage.  Enterprise  X-Architecture  and  Xtended  Design  Architecture  are  trademarks  or  registered  trademarks  ot  International  Business  Machines  Corporation  In  the  United  States  and/or  other  countries  Intel,  Intel  Inside,  the  Intel  Inside 
logo  and  Intel  Xeon  are  trademarks  or  registered  trademarks  of  Intel  Corporation  or  its  subsidiaries  in  the  United  States  and  other  countries.  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  of  others.  ©2005  IBM  Corporation.  All  rights  reserved. 


Continued  from  page  28 

ogy  changes  and  business  opportunities  arise,  rather 
than  reinventing  the  wheel  each  time  change  occurs.” 

Maricopa’s  long-range  plan  to  overhaul  its  core 
WAN,  which  supports  the  district’s  10  colleges,  is  a 
prime  example.  For  the  past  two  years,  Monsour  con¬ 
tinually  talked  about  the  need  for  a  major  network 
upgrade  and  the  plan  for  making  that  happen.  Dur¬ 
ing  that  time,  the  college  district’s  IT  organization 
successfully  implemented  several  network  enhance¬ 
ments,  including  a  network  load-balancing  system 
and  two  storage-area  networks. 

These  projects  worked  to  boost  executive  confi¬ 
dence  in  the  larger  network  overhaul  proposal,  and 
when  it  came  time  to  formally  request  the  budget  to 
perform  the  overhaul,  “we  had  approval  for  that 
major  investment  within  a  month,”  Monsour  says. 
“The  reason  is  because  we  had  planned  and  com¬ 
municated  our  plan  so  much  beforehand.  The  plan 
constantly  has  to  be  communicated.  It  just  can’t  sit 
on  the  shelf.” 

Premier  100  honoree  and  Lafayette  Consolidated 
Government  CIO  Keith  Thibodeaux  firmly  believes 
that  by  identifying  and  standardizing  certain  tech¬ 
nology  and  business  process  frameworks,  Lafayette 
is  better  able  to  collaborate  with  other  governmental 
and  nongovernmental  entities,  which  is  critical  to 
its  own  organizational  agility.  Frameworks  take  into 
consideration  systems  and  organizational  interde¬ 
pendencies,  required  IT  and  business  skills,  and  the 
long-term  costs  and  ROI  of  IT. 

Using  the  framework  approach,  Lafayette  Consoli¬ 
dated  Government  is  working  with  five  universities 
in  the  state  and  the  Louisiana  Optical  Network  Initia¬ 
tive  to  create  its  own  research  network  that  will  sup¬ 
port  the  $20  million  Louisiana  Immersive  Technolo¬ 
gies  Enterprise  Center. 

The  center’s  3-D  technology  is  used  by  the  oil  and 
gas  industry  to  model  seismic  data  and  reservoirs. 

But  for  most  of  the  region’s  small  and  medium-size 
independent  oil  and  gas  companies,  the  technology 
was  out  of  financial  reach.  So  Lafayette’s  Economic 
Development  Authority  stepped  in,  along  with  Sili¬ 
con  Graphics  Inc.,  to  create  an  immersive  visualiza¬ 
tion  facility. 

“We  think  of  this  as  a  co-op  model.  We  can  give 
the  oil  and  gas  companies  the  same  competitive  tech¬ 
nology  [as  the  large  oil  companies,  most  of  which 
have  moved  to  Houston],  but  no  individual  company 
has  to  spend  the  money  for  it,”  Thibodeaux  explains. 

Under  a  proposed  utility  computing  model,  Lafay¬ 
ette  Consolidated  Government,  which  already  owns 
and  operates  its  own  electric  utility  company,  is  also 
planning  to  run  fiber  network  connections  directly  to 
every  home  and  business  in  Lafayette. 

“Technology  and  moving  a  lot  of  data  around  is 
central  to  our  economy.  We  have  to  position  our  city 
as  unique  in  its  bandwidth  capabilities.  For  us,  it’s 
pure  economic  development,”  Thibodeaux  says. 

AGILITY  INGRAINED 

Don  Gibson,  managing  director  of  IT  at  FedEx 
Services  in  Irving,  Texas,  considers  collaboration 
and  communication  to  be  the  very  lifeblood  of  the 
overnight  transportation  and  shipping  company.  “At 
FedEx,  we  look  at  agility  as  an  absolute,”  Gibson  says. 
“We  have  to  be  as  agile  as  our  business  partners.” 


H...the  ability  to  respond  quickly 
but  appropriately.  You  have  to 
have  put  in  place  standards  and 
processes  to  make  fast  but  con¬ 
trolled  responses.  In  addition,  you  have  to  be 
able  to  think  in  flexible  terms.  Agility  requires 
you  to  step  out  of  a  black-and-white  mode 
and  to  see  multiple  options,  which  you  need 
to  weigh,  then  make  a  choice  that  accom¬ 
plishes  your  goals. 

EARL  MONSOUR,  DIRECTOR  OF  STRATEGIC 
INFORMATION  TECHNOLOGIES,  MARICOPA  COUNTY 
COMMUNITY  COLLEGE  DISTRICT 


...striking  a  balance  between 
freedom,  innovation  and  return 
on  investment.  It’s  about  giving 
people  ownership  [of  technol¬ 
ogy]  and  letting  them  do  innovative  things 
but  sticking  within  a  framework  that  lets  IT 
address  budget  constraints  and  interdepen¬ 
dencies. 

KEITH  THIBODEAUX,  CIO,  LAFAYETTE 
CONSOLIDATED  GOVERNMENT 


...the  ability  to  react  quickly  and 
make  changes  to  the  things  both 
you  and  your  staff  attend  to.  It’s 
about  changing  priorities  in  a 
fairly  quick  manner. 

BOB  HOLSTEIN,  CIO,  NATIONAL  PUBLIC  RADIO 

...an  absolute.  To  be  agile  with 
customers,  to  communicate  and 
collaborate  with  them,  you  have 

to  understand  their  business. 

DON  GIBSON,  MANAGING  DIRECTOR  OF  IT, 

FEDEX  SERVICES 


By  way  of  example,  Gibson  cites  a  recent  customer 
win  that  involved  luring  a  very  large,  25,000-user 
company  away  from  one  of  FedEx’s  top  competitors. 

“We  did  it  by  getting  this  customer  fully  set  up  and 
integrated  into  our  systems  in  60  days.  Normally,  it’s 
a  process  that  takes  six  months,”  he  says. 

“We  did  around-the-clock  development  and  test¬ 
ing,  working  nights  and  weekends,”  Gibson  explains. 
“We  have  that  kind  of  culture  here.  It’s  one  that  ex¬ 
pects,  recognizes  and  rewards  agility.”  Indeed,  the 
project  won  an  internal  “hall  of  fame”  award  at  FedEx 
Services,  he  notes. 

Not  surprisingly,  Premier  100  IT  Leaders  also  ap¬ 
ply  the  concept  of  agility  by  design  to  how  they  train 
their  staffs  and  groom  next-generation  IT  leaders. 


At  National  Public  Radio  in  Washington,  CIO  Bob 
Holstein  continually  encourages  his  staff  to  take 
risks,  make  mistakes  and  learn  from  them.  “The  pri¬ 
mary  impediment  to  agility  is  people  being  locked 
into  a  certain  way  of  doing  things,”  he  says. 

So  in  2004,  when  Holstein  came  to  NPR  as  its  first 
CIO  and  vice  president  for  IT  after  eight  years  at 
Capital  One  Corp.,  one  of  the  first  things  he  did  was 
change  the  way  the  IT  staff  interacts  with  NPR’s  IT 
users,  particularly  those  in  the  newsroom,  who  he 
says  are  always  frantically  rushed  and  have  no  atten¬ 
tion  span  for  hashing  out  new  system  requirements 
with  IT  developers. 

“Instead,  we  applied  a  development  process  akin 
to  extreme  programming.  We  would  put  something 
in  front  of  the  users  [without  their  input],  who  would 
then  tell  us  if  we  were  pointed  in  the  right  direction,” 
Holstein  explains.  “In  the  process,  we  came  to  under¬ 
stand  their  business  processes  much  better  and  faster 
than  if  we  had  sat  down  in  a  traditional  [joint  applica¬ 
tion  development]  session.” 

The  result  is  a  working  prototype  of  a  much  more 
efficient  system  for  tracking  the  assignment,  produc¬ 
tion  and  archiving  of  news  stories. 

“Being  able  to  adapt  your  communication  style  to 
the  peculiarities  of  the  business  needs  and  certain 
users  is  absolutely  critical  to  agility,”  Holstein  says. 
“At  NPR,  we  have  some  of  the  most  brilliant  folks 
in  journalism  in  the  newsroom,  and  the  news  is  our 
bread  and  butter.  That  said,  many  of  them  tend  to 
be  computerphobic,  yet  they’re  at  very  senior  levels 
of  the  organization.  I  just  can’t  overemphasize  the 
importance  of  adaptable  communication  skills  to 
overall  agility.” 

REPRIORITIZING  SKILLS 

As  IT  leaders  focus  on  the  communication,  business, 
financial  and  political  skills  they  deem  essential  to 
agility,  they  also  are  actively  de-emphasizing  other 
skills,  notably  technical  expertise. 

Maricopa’s  Monsour,  who  launched  his  IT  career 
over  30  years  ago  as  a  computer  technician,  now 
lists  business  and  financial  expertise  among  his  top 
IT  leadership  skills.  When  the  county’s  taxpayers 
recently  approved  a  $951  million  bond  issue,  a 
good  chunk  of  which  will  go  toward  enhancing  IT, 
Monsour  was  thrilled  yet  doubly  challenged.  The 
reason  is  that  the  bond  is  approved  for  capital  spend¬ 
ing  only. 

“Now  the  challenge  is  growing  IT  and  maintaining 
the  high  level  of  support  and  customer  service  with 
no  increases  in  operating  costs,”  he  says. 

Philadelphia’s  Neff  says,  “I  don’t  have  the  technical 
depth  that  I  used  to  have.  I  no  longer  consider  myself 
a  technical  expert.”  But  she  has  had  to  become  very 
much  a  political  expert. 

In  both  government  and  the  corporate  sector, 

“CIOs  are  required  to  be  more  politically  savvy.  You 
have  to  be  sensitive  to  the  community  and  where  the 
history  is  and  to  finding  key  players  from  whom  you 
need  to  take  your  lead,  rather  than  dictating  projects 
from  above,”  she  says.  Had  she  not  approached  her 
leadership  role  in  this  way,  Wireless  Philadelphia 
might  never  have  happened. 

“If  I  had  just  been  focused  on  IT  and  reducing 
the  cost  of  service  delivery,”  Neff  says,  “I  may  have 
missed  this  opportunity  altogether.”  * 


INFORMATION  TECHNOLOGY  manager  Farzad  Gol- 
shani  holds  his  staff  in  high  esteem,  and  one  way 
he  shows  it  is  not  to  seem  like  he’s  too  high  on 
himself. 

“Even  though  I  am  a  vice  president,  I  am  a  very 
informal  person.  I  don’t  act  like  a  typical  manager,” 
says  Golshani,  vice  president  of  IT  infrastructure  at 
Transamerica  Retirement  Services  in  Los  Angeles.  “I 
go  to  their  cubes  and  say  hello  on  a  daily  basis.  I  try 
to  establish  trust  between  me  and  the  people  I  work 
with.”  That  trust  has  returned  handsome  dividends. 

“I  have  about  15  direct  reports,  and  they  are  very 
loyal  and  very  committed  to  what  we  do  here,”  says 
Golshani. 

One  illustration  of 
this  is  a  project  that 
Golshani’s  team  recently 
completed.  A  vendor 
brought  in  to  evaluate 
feasibility  before  the  start 
of  the  project  said  there 
was  no  way  it  could  be 
implemented  in  the  time 
allotted.  “But  we  did  it  on 
time,  within  the  budget, 
and  the  quality  of  the  job 
was  very  good.  I  think 
everybody,  including  the 
vendor,  was  very  sur¬ 
prised,”  Golshani  says. 

He  cites  employee  loyalty  —  the  fruit  of  trust,  per¬ 
sonal  involvement,  staff  empowerment,  delegated 
tasks,  and  the  responsibility  and  freedom  his  people 
have  to  do  their  jobs  —  as  the  source  of  this  success. 


Earn  loyalty  over 
time  by  first  building  trust 
and  allowing  for  individual 
responsibility. 


Bring  the  business  to  them;  . 

Motivate  by  showing  IT 
workers  firsthand  how  their 
contributions  benefit  the 
business. 
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OF  MANAGEMENT 

IT  leaders  offer  advice  for  dealing  with 
challenging  tasks  such  as  building  stellar 
staffs  and  overseeing  multiphase  projects. 


FIRST 


Investing  in  good  people, 
setting  high  standards  and 
delegating  tasks  pay  off. 

BY  DAVID  GEER 


STEEPING  STAFF  IN  BUSINESS 

At  Watkins  Motor  Lines  Inc.,  Dennis  E.  Michael  helps 
team  members  understand  the  business  by  bringing 
it  to  them.  “In  our  quarterly  department  meetings,  we 
always  have  an  outside  presenter,  usually  from  anoth¬ 
er  part  of  the  business,  to  explain  what  they  do,”  says 
Michael,  vice  president  of  IT  and  strategic  planning 
at  the  Lakeland,  Fla.,  company. 

For  example,  a  recent  presenter  was  a  vice  presi¬ 
dent  who  oversees  the  transportation  company’s 
long-distance  drivers.  “We  had  worked  on  six  differ¬ 
ent  applications  for  [the  drivers]  —  things  like  being 
able  to  give  differential  pay  based  on  a  driver’s  home 
location,  issuing  them  a  fuel  card  to  give  them  our 
company  discount  at  selected  service  stations  across 
the  country,  and  paying  them  for  their  orientation  as 
our  business  partner,”  says  Michael.  After  the  presen- 


COHESIVE 

COMPLIANCE 


RETENTION: 

This  Time, 

It’s  Personal 

RETAINING  CRITICAL  PEOPLE  is  a  top  priority 
in  personnel  management.  And  if  keeping  them 
is  critical,  the  effort  to  secure  them  should  be 
personal. 

According  to  Diane  Morello,  an  analyst  at 
Gartner  Inc.,  every  company  needs  to  create  a 
retention,  recruitment  and  satisfaction  toolbox 
tailored  to  satisfying  the  multiple  needs  of  ev¬ 
eryone  in  the  organization.  “You  have  to  make 
contact  and  have  a  connection  -  the  CIO  with 
his  or  her  direct  reports,”  says  Morello. 

That  connection  must  be  personal,  Morello 
emphasizes.  “We've  seen  that  borne  out  re¬ 
peatedly.  A  generic  approach  to  satisfying  or 
taking  care  of  people  only  goes  so  far.  It  satis¬ 
fies  a  checklist  but  doesn’t  quite  satisfy  the 
people,”  she  says. 

-  DAVID  GEER 

Continued  from  page  33 

tation,  Michael  says,  his  team  saw  how  those  ap¬ 
plications  related  to  hiring  and  retaining  drivers. 

Michael  also  takes  his  people  to  the  business. 
“We  take  someone  in  IT  and  send  them  to  a  ter¬ 
minal  for  a  few  days  and  let  them  see  how  it  oper¬ 
ates  firsthand.  This  helps  them  understand  what 
our  business  is  like  and  gives  them  an  insight  into 
what  IT  can  do  to  help  them  make  money  for  the 
company,”  he  says. 

PICKING  PERSONABLE  PEOPLE 

Whom  you  manage  can  be  as  important  as  how 
you  manage.  “I  try  to  find  candidates  who  I  know 
are  very  good  communicators,  who  have  had  ac¬ 
colades  for  great  customer  service,”  says  Cara  A. 
Babachicos,  CIO  and  corporate  director  at  Part¬ 
ners  Continuing  Care  System  Inc.,  the  nonacute 
care  services  division  of  Partners  Healthcare  Sys¬ 
tem  Inc.  in  Boston.  According  to  Babachicos,  good 
hires  are  people  who  have  established  a  balance 
between  job  tasks  and  these  kinds  of  skills. 

“They  need  to  be  smart  and  technically  astute, 
but  it’s  all  in  how  they  present  an  issue  and  how 
people  perceive  it,  and  their  communication  of  the 
matter,”  says  Babachicos.  And  in  the  end,  she  says, 
it  really  comes  down  to  whether  people  like  them. 

“Never  let  ‘it’s  hard’  be  the  reason  that  you  don’t 
tackle  tough  issues,”  says  Matt  Lynch,  senior  vice 
president  and  CIO  at  ShopKo  Stores  Inc.  in  Green 
Bay,  Wis.  Lynch  sets  very  high  standards  and 
helps  his  people  reach  them. 

He  advises  building  a  master  plan.  “The  thing 
to  do  with  the  future  is  not  to  forecast  it,  but  to 
create  it.  The  objective  of  planning  is  to  envision  a 
desirable  future  and  to  invent  ways  of  bringing  it 
about,”  he  says. 

Lynch  is  quick  to  qualify  this  with  a  warning 
to  “be  constantly  on  guard  against  the  pursuit 
of  perfection.”  He  also  says,  “People  respond  to 
challenges  that  are  achievable.  They  truly  flour¬ 
ish  when  they  stop  fighting  fires  and  apply  their 
talents  to  making  measurable  progress  in  driving 
IT  and  the  business  to  the  next  level.” » 


Geer  is  a  freelance  writer  in  Ashtabula,  Ohio. 


IT  leaders  advise  a  coordi¬ 
nated  and  continuous  focus 
on  regulatory  requirements. 

BY  JENNIFER  McADAMS 


TOP  TECHNOLOGY  officials  who  toil  daily  in 

heavily  regulated  environments  offer  these 
words  of  encouragement  to  companies 
new  to  the  struggles  of  compliance:  What 
doesn’t  kill  or  bankrupt  you  makes  you  stronger. 

Perennial  issues  around  the  Sarbanes-Oxley  Act 
financial  disclosure  laws,  along  with  new  privacy- 
related  regulations  and  industry  self-policing  efforts, 
are  sending  shock  waves  across  many  sectors.  Retail¬ 
ers  and  other  organizations  that  were  once  solely 
focused  on  narrow  mission  statements  have  suddenly 
become  subject  to  a  slew  of  new  reporting  and  audit¬ 
ing  requirements. 

Often,  the  first  instinct  is  to  react  furiously  to  avoid 
penalties  and  potentially  negative  press.  Giving  in  to 
this  impulse,  however,  is  a  response  that  could  cost 
corporations  plenty,  warn  this  year’s  IT  leaders,  some 
of  whom  represent  industries  such  as  banking  and 
health  care,  where  compliance  is  a  way  of  life. 

Instead  of  scurrying  to  slay  regulatory  require¬ 
ments  one  at  a  time,  devise  broad  compliance  strate¬ 
gies  that  take  on  several  reporting  tasks  and  simulta¬ 
neously  fulfill  the  obligations  that  stem  from  several 
statutes  or  regulatory  bodies.  Along  the  way,  use 
compliance  to  shore  up  operations  overall,  seasoned 
executives  advise. 

“Compliance  pressures  are  now  manyfold,  and 
people  are  failing  to  realize  that 
they  need  to  look  beyond  the  im¬ 
mediate  challenge,”  notes  Michael 
Rasmussen,  an  analyst  at  Forrester 
Research  Inc.  in  Cambridge,  Mass. 

“Another  common  mistake  is  to 
focus  on  compliance  as  a  project, 
instead  of  an  ongoing  process.” 

THE  BIG  PICTURE 

Within  the  financial  services 
industry,  the  presence  of  govern¬ 
ment  and  industry  regulators  is 
almost  palpable.  “The  issue  of  com¬ 
pliance  in  banking  has  been  around 
forever,  so  Sarbanes-Oxley  has  not 
been  a  huge  shock  to  our  industry 
the  way  it  has  been  to  others,”  says 
Joseph  McCartin,  senior  vice  presi¬ 
dent  and  CIO  at  Cleveland-based 
National  City  Corp.  National  City 
is  a  financial  holding  company  with 
a  banking  network  that  stretches 
across  several  states,  including 


Illinois,  Kentucky,  Missouri  and  Michigan. 

The  long  history  of  dealing  with  a  multitude  of 
regulations,  however,  has  led  National  City  and  other 
financial  services  firms  to  build  a  plethora  of  systems. 
But  ironically,  new  statutes  are  forcing  integration. 
One  example  is  the  USA  Patriot  Act,  which  requires 
banks  to  obtain  key  information  about  customers  in 
order  to  identify  potential  national  security  threats. 
“We  have  this  mishmash  of  platforms.  Now,  with 
‘know  your  customer’  kinds  of  mandates,  we  are  un¬ 
dergoing  a  lot  of  data  consolidation,”  McCartin  says. 

Based  on  his  experiences,  McCartin  strongly  sug¬ 
gests  that  others  steer  clear  of  one-off  compliance 
solutions.  “Try  to  avoid  knee-jerk  compliance,”  he 
says.  “Invest  in  common  data  stores,  and  consciously 
drive  your  solutions.  Don’t  just  wait  for  the  next  set 
of  regulations  and  build  a  new  system  every  time  to 
chase  the  nuances.” 

Better  yet,  think  beyond  even  the  series  of  regula¬ 
tions  your  enterprise  may  ultimately  face,  and  figure 
out  how  compliance  can  actually  strengthen  your 
company,  suggests  Steven  Naylor,  vice  president  and 
director  of  IT  at  Federal  Home  Loan  Bank  of  Topeka 
(FHLBank).  “Although  our  goal  is  to  be  compliant,  we 
also  assure  the  work  is  making  us  a  stronger  company 
and  that  we  are  not  just  ‘meeting  the  audit  require¬ 
ment,’  ”  he  says. 

For  enterprises  that  are  new  to  stringent  report¬ 
ing  requirements  such  as  those  contained  in  the 
Sarbanes-Oxley  Act,  just  building  the  data  manage¬ 
ment  systems  that  are  necessary  to  meet  audits  can 
impose  discipline  and  reinforce  operations. 

“I  think  we’ve  matured  as  an  organization  in  terms 
of  our  document  processes,”  notes  David  Oles,  IT  di¬ 
rector  of  research  and  development  at  Rent-A-Center 
Inc.  in  Plano,  Texas.  “Don’t  get 
me  wrong  —  nobody  likes  these 
exercises,  and  it’s  been  a  tough 
year  for  us  because  of  them.  But 
I  do  think  we  are  better  off  than 
we  were  before.” 

A  large  component  of  compliance 
involves  the  treatment  of  electronic 
records  vs.  paper  documents,  which 
is  new  territory  even  for  heavily 
regulated  industries.  It’s  a  challenge 
that  hits  enterprises  struggling  for 
the  first  time  to  absorb  new  require¬ 
ments  and  plan  new  systems  as  well 
as  for  those  corporations  retrofit¬ 
ting  the  platforms  already  in  place 
to  integrate  reporting  data. 

A  CLEAN  SLATE 

But  such  was  not  the  case  for  Bap¬ 
tist  Health  of  Northeast  Florida 
in  Jacksonville.  In  February,  Bap¬ 
tist  Health  opened  a  brand-new 

Continued  on  page  36 


QUICK-HIT  TIPS 

Double-dip  compliance 

Meeting  one  set 
of  mandates  might  satisfy 
requirements  in  other  areas. 

Evolve 

compliance  strategies  and 
never  consider  them  complete. 

.1  isss  a**''  m,  '.sjes''  esa/,  -'JjMf  ■  Mt 

Hold  someone  responsible: 

Designate  a  single  person  or 
department  to  make  sure  compli¬ 
ance  mechanisms  are  adhered  to. 

Check  the  budget:  Funds 

and  resources  should  be 
earmarked  for  compliance. 

'  m  . 

ark:  Tailor 

reporting  solutions  to  match 
your  company’s  own  needs. 

Consider 

compliance  a  chance  to 
formalize  business  processes  that 
impose  discipline  on  the  enterprise. 


Simplify  your  I.  T.  and  your  business.  IBM  servers  and  storage  are  designed  to 
help  you  do  just  that.  Take  the  IBM  Total  Storage"  DS4100  Express  with  DACstore. 
It  can  help  you  reconfigure  or  add  capacity  while  staying  up  and  running. 
No  need  to  stop  to  reset  drives. 

Because  with  IBM  Express,  innovation  comes  standard.  That’s  true  for  servers, 
storage  and  printers.  What’s  more,  you  can  keep  your  technologies  current 
while  helping  to  reduce  costs  -  through  IBM  Global  Financing. 

All  things  considered,  an  I.  T.  hero  deserves  nothing  less. 


MEET  3  HEROES  IN  THE  BATTLE  AGAINST  1.1  COMPLEXITY. 
YOU’RE  THE  4TH. 


IBM  TotalStorage  DS4100  Express 

Ships  with  1.25TB1 

DACstore  for  configuration  metadata 
3.5TB  with  1  controller;  28TB  with  21 
Limited  warranty:  1  year  on-site2 

From  $7,349* 

(Other  configurations  as  low  as  $6,599) 

IBM  Financing  Advantage 

Only  $206/mo.' 
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IBM  eServer  OpenPower  720  Express 

Built  on  IBM  POWER5,M  technology 
and  tuned  for  Linux* 

2-  or  4-way  64-bit,  rack  or  tower  models 

Up  to  8GB  of  memory,  disk  capacity 
up  to  1.1TB1 

Optional  Advanced  Vi rtual ization  features 

DB2*  Express  Discover  CD 

Limited  warranty:  up  to  3  years  on-site2 


From  $9,774* 


IBM  Financing  Advantage 

Only  $273/mo.3 
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IBM  TotalStorage  3580  Express 

Helps  protect  LTO™  investment 


Built  on  Ultrium™  3  technology 

Read/write  compatible  with  Ultrium  2  drives 
-  read  compatible  with  Ultrium  1  drives 

Up  to  800GB  cartridge  physical  capacity 
with  2:1  compression1 

Limited  warranty:  3  years  on-site2 


From  $5,850* 

IBM  Financing  Advantage 

Only  $164/mo.3 


Learn  more  about 
our  full  range  of 
IBM  Express  products 
and  find  the 
IBM  Business  Partner 
near  you. 


Ibm.com/ 

systems/innovate2 


1  800-IBM-7777 

mention  104CE05A 


*Aii  prices  stated  are  IBM's  estimated  retail  selling  prices  as  of  September  13, 2005.  Prices  may  vary  according  to  configuration.  Resellers  set  their  own  prices,  so  reseller  prices  to  end  users  may  vary.  Products  are 
subject  to  availability.  This  document  was  developed  for  offerings  in  the  United  States.  IBM  may  not  offer  the  products,  features,  or  services  discussed  in  this  document  in  other  countries.  1 .  Denotes  raw  storage  capacity. 
Usable  capacity  may  be  less.  2.  Telephone  support  may  be  subject  to  additional  charges.  For  on-site  labor  IBM  will  attempt  to  diagnose  and  resolve  the  problem  remotely  before  sending  a  technician.  On-site  warranty 
is  available  only  lor  selected  components.  3.  IBM  Global  Financing  offerings  are  provided  through  IBM  Credit  LLC  in  the  United  States  and  other  IBM  subsidiaries  and  divisions  worldwide  to  qualified  commercial  and 
government  customers  Monthly  payments  provided  are  for  planning  purposes  only  and  may  vary  based  on  your  credit  and  other  factors.  Lease  offer  provided  is  based  on  a  FMV  lease  of  36  monthly  payments.  Other 
restrictions  may  apply  Rates  and  offerings  are  subject  to  change,  extension  or  withdrawal  without  notice.  IBM,  the  IBM  logo,  eServer, TotalStorage,  OpenPower,  P0WER5  and  DB2  are  trademarks  or  registered  trademarks 
of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  Linux  is  a  trademark  of  Linus  Torvalds  in  the  United  States  and  other  countries.  LTO  and  Ultrium  are  trademarks  of  Certance, 
HP  and  IBM  in  the  U  S  and  other  countries.  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  of  others.  ©2005  IBM  Corporation.  All  rights  reserved. 
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hospital  that  was  to  contain  no  paper 
medical  records.  Because  the  facility 
was  the  first  of  its  kind  in  the  country, 
Senior  Vice  President  and  CIO  Roland 
Garcia  and  his  staff  had  to  make  sure 
hospital  operations  weren’t  too  far  out 
in  front  of  regulatory  requirements. 

“There  is  a  certain  amount  of  risk 
because  this  is  a  green-field  opportuni¬ 
ty,”  says  Garcia.  “We  had  to  make  sure 


the  electronic  records  we  deployed  met 
regulatory  requirements  that  stipulate 
what  makes  up  a  medical  record  and 
what  qualifies  as  retention.” 

Risk  management  and  legal  teams 
were  heavily  involved  in  ensuring  that 
Baptist  Health’s  purely  electronic  en¬ 
vironment  complied  with  major  health 
care  statutes  such  as  the  Health  Insur¬ 
ance  Portability  and  Accountability 
Act.  “This  was  an  effort  that  involved 


SECURITY 

IMPERATIVE 

Overcoming  information  security 
obstacles  requires  extraordinary  levels  of 
communication,  by  jaikumar  vijayan 


TO  KEN  BOHLEN,  an  organiza¬ 
tion’s  attitude  toward  infor¬ 
mation  security  is  modeled  by 
the  expectations  that  are  set 
at  the  very  top. 

That’s  one  of  the  reasons  why 
Bohlen,  who  is  executive  vice  president 
and  chief  innovation  officer  at  Textron 
Inc.,  has  created  an  organizational 
structure  under  which  the  company’s 
top  security  and  privacy  officers  re¬ 
port  directly  to  him.  The  model  was 
designed  to  let  Bohlen  have  a  say  in  en¬ 
terprisewide  security  matters.  It’s  also 
aimed  at  giving  him  near  total  visibility 
into  all  facets  of  information  security 
and  data  privacy  at  the  $10  billion  Fort 
Worth,  Texas-based  conglomerate, 
which  owns  companies  such  as  Bell 
Helicopter  and  Cessna  Aircraft  Co. 

“It’s  something  we  had  to  put  in 
place,  particularly  because  of  Sarbanes- 
Oxley,”  he  says.  “It’s  helping  transform 
the  way  we  look  at  information  secu¬ 
rity  and  privacy.” 

Bohlen’s  top-down  approach  to  in¬ 
formation  security  is  an  example  of 
the  new  strategies  that  IT  leaders  say 
are  needed  to  comply  with  regulations 
and  deal  with  emerging  security  and 
privacy  threats. 

“The  one  point  about  security  that 
is  being  widely  recognized  is  that  it’s 
an  enterprisewide  issue  and  not  just  a 
technology  issue  or  an  IT  issue,”  says 
Mark  Resmer,  formerly  chief  technol¬ 
ogy  officer  at  eCollege  and  now  CTO  at 
Whitney  University  in  Dallas. 

Increasingly,  the  key  to  a  success¬ 
ful  security  strategy  is  in  being  able  to 
connect  the  technology  issues  to  the 


business  issues,  says  Pete  Lindstrom, 
an  analyst  at  Spire  Security  LLC  in 
Malvern,  Pa. 

“You  can’t  ignore  the  technology 
issues,”  Lindstrom  says.  “But  you’ve 
got  to  be  able  to  connect  all  the  bits 
and  bytes  and  tie  that  back  to  the  busi¬ 
ness  issues.” 

NEW  KIND  OF  SECURITY 

Several  factors  are  changing  age-old 
notions  about  the  information  security 
function  and  its  place  in  the  organiza¬ 
tion,  say  IT  leaders. 

Traditional  network  perimeters  are 
fast  disappearing,  if  not  already  gone, 
as  companies  connect  their  networks 
to  those  belonging  to  partners,  suppli¬ 
ers  and  customers.  The  trend  is  expos¬ 
ing  companies  to  greater  risks  than 
ever  before,  even  as  cyberthreats  and 
the  people  behind  them  appear  to  be 
getting  more  sophisticated. 

Companies  are  also  under  pressure 
to  demonstrate  due  diligence  when 
it  comes  to  securing  their  networks 
and  data,  whether  from  statutes  such 
as  the  Sarbanes-Oxley  Act  or  data  pri¬ 
vacy  regulations  such  as  California’s 
SB  1386  law. 

Adding  to  the  challenge  of  securing 
enterprise  data  is  the  proliferation  of 
mobile  and  wireless  workers  and  small 
storage  devices,  such  as  thumb  drives 
capable  of  storing  gigabytes  of  data, 
says  Eric  Gorham,  director  of  IT  at  the 
Regional  Justice  Information  Service, 
a  data  processing  center  serving  law 
enforcement  agencies  and  other  public- 
sector  bodies  in  the  St.  Louis  area. 

As  a  result,  security  today  needs  to 


many  task  forces,”  Garcia  says. 

Along  with  task  forces  for  ironing  out 
initial  compliance  policies  and  prac¬ 
tices,  IT  leaders  strongly  recommend 
designating  officials  and  resources  to 
make  sure  an  enterprise  stays  within 
the  parameters  of  applicable  statutes. 

“We  have  an  executive  vice  president 
of  risk  management  and  an  entire  orga¬ 
nization  we  partner  with  to  make  sure 
we  comply  with  all  of  the  regulations 


be  not  so  much  about  technology  but 
about  “people,  processes  and  of  ac¬ 
countability  throughout  the  organiza¬ 
tion,”  Resmer  says. 

User  training,  awareness  and  educa¬ 
tion  are  as  important  as  technology 
when  it  comes  to  implementing  an  ef¬ 
fective  security  strategy,  he  says.  Also 
key  is  the  need  to  view  information  se¬ 
curity  as  a  business-enabling  function 
rather  than  as  just  a  cost  center  that 
always  “prevents  people  from  doing 
things,”  says  Resmer. 

One  example  is  eCollege’s  approach 
of  allowing  employees  to  use  their  own 
PCs  and  laptops  when  connecting  to 
the  company’s  network,  Resmer  says. 
This  is  despite  the  fact  that  eCollege 
—  like  the  universities  and  other  aca¬ 
demic  institutions  it  serves  —  operates 
in  an  environment  that’s  long  been 
considered  especially  vulnerable  to 
hacker  attacks.  “We  can  try  to  prevent 
people  from  using  their  personal  sys¬ 
tems,  but  then  you  are  only  encourag¬ 
ing  them  to  find  ways  around  that,” 
Resmer  says.  Instead,  eCollege  allows 
it,  as  long  as  users  meet  certain  pre¬ 
scribed  safeguards. 

In  the  end,  it’s  about  “making  secu¬ 
rity  something  that  isn’t  just  the  CIO’s 
problem,”  he  says.  “Make  it  the  CTO’s 
problem,  the  CFO’s  problem,  the  CEO’s 
problem  and  the  board’s  problem.” 

And  make  sure  there’s  involvement 
at  the  very  top,  Bohlen  says.  As  a  global 
organization  with  offshore  operations, 
Textron’s  security  challenges  include 
protecting  its  intellectual  property  and 
complying  with  rules  that  prohibit  cer¬ 
tain  kinds  of  data  from  being  handled 
at  offshore  locations. 

Every  month,  Textron’s  chief  infor¬ 
mation  security  and  privacy  executives 
brief  Bohlen  on  key  events  and  trends 
pertaining  to  enterprisewide  informa¬ 
tion  security  and  data  privacy  issues. 
Bohlen  also  gets  feedback  from  indi¬ 
viduals  within  each  business  unit  who 
report  directly  to  him. 

Quarterly  audits  by  an  internal  team 
and  an  annual  audit  by  an  external  firm 
further  augment  Textron’s  security 
efforts  and  ensure  that  internal  compli- 


we  face,”  says  McCartin. 

In  the  end,  covering  your  bases  and 
parlaying  compliance  into  a  boost  for 
your  company  is  the  name  of  the  game, 
“We  make  sure  the  controls  we  put 
in  place  are  designed  in  a  way  that 
makes  them  meaningful  for  our  com¬ 
pany,”  explains  FHLBank’s  Naylor.  * 


McAdams  is  a  freelance  writer  in  Vienna, 
Va.  Contact  her  at  jjwriterva@aol.com. 


Get  executive  sponsorship  at  the 
highest  levels. 

Set  an  enterprisewide  security 
policy  and  explain  it  clearly. 

Focus  on  the  technology  issues 
but  don’t  overlook  business 
relevance. 

Make  education:  and  training 
atop  priority. 


ance  goals  are  being  met. 

And  there’s  no  such  thing  as  over¬ 
communication  when  it  comes  to  in¬ 
formation  security,  says  Hari  Bezwada, 
program  manager  for  IT  systems  at  the 
Pentagon  Renovation  &  Construction 
Program  Office  in  Arlington,  Va. 

Bezwada,  for  instance,  is  in  charge 
of  requirements-gathering  in  a  massive 
ongoing  effort  to  combine  networks 
belonging  to  the  U.S.  Army,  Navy,  Air 
Force,  Marines  and  the  National  Mili¬ 
tary  Command  Center  into  a  single 
unified  command  center.  The  effort 
entails  getting  each  of  the  services 
and  agencies  to  operate  off  a  common 
network  backbone  with  standardized 
servers  and  storage.  It  requires  the 
agencies  to  adopt  standardized  secu¬ 
rity  and  firewall  rules  that  can  be  man¬ 
aged  centrally  while  also  accommodat¬ 
ing  the  unique  security  requirements 
of  each  agency. 

Key  to  making  it  all  work  is  com¬ 
munication,  says  Bezwada,  whose  IT 
team  is  working  with  operational  leads 
from  each  agency  to  learn  about  their 
specific  security  requirements  and  al¬ 
leviate  any  fears  they  may  have. 

The  approach  guarantees  their  sup¬ 
port  while  also  ensuring  that  broader 
goals  are  met,  he  says. 

“Communicate,  communicate,  com¬ 
municate,”  says  Bezwada.  “Communi¬ 
cate  up  your  chain  to  senior  leaders  to 
get  their  buy-in.  Communicate  across 
your  community  to  get  information 
and  learn  from  others  who  may  have 
gone  through,  or  are  going  through,  a 
similar  experience.  And  communicate 
with  your  users.  They’re  the  ones  who 
will  make  or  break  your  project.”  * 


The  cost 
of  getting 

bigger 
just  got 
smaller. 


You  need  more  storage.  You  don't  need  more  fees  or  systems  to 
manage.  The  Pillar  Axiom™  storage  system  lets  you  add  performance 
and  capacity  up  to  300  TB  per  system,  without  multiple  software 
license  fees.  It  empowers  you  to  manage  data  on  multiple  tiers, 
whether  in  SAN,  NAS  or  both,  through  one  simple  user  interface. 
Because  Pillar  delivers  top-tier  performance  and  capacity,  often  for 
less  than  what  many  companies  pay  just  to  maintain  and  operate 
their  storage  systems,  it  can  really  improve  your  bottom  line. 


To  hear  about  our  new  approach  to  managing  data  storage,  you 
owe  it  to  yourself  to  schedule  a  half-hour  briefing. 

Call  1-877-252-3706  orvisitwww.pillardata.com/smaller 


SPEED  OF 
BUSINESS 

1 1  leaders  are  pressed  to  keep  balance  during 
expansion,  by  Jennifer  McAdams 


CHANGE  IS  now  the  only  con¬ 
stant  in  most  corporate  IT 
shops.  Not  only  do  today’s 
technology  leaders  make 
systems-related  decisions  that  affect 
thousands  of  users,  but  they  also  must 
react  quickly  to  market  shifts  and  hus¬ 
tle  to  appease  zealous  CEOs  bent  on 
getting  ahead  in  fast-paced  industries. 

High  on  the  stress  list  are  mergers 
and  acquisitions.  When  organizations 
blend,  some  IT  staffers  work  overtime 
to  absorb  and  accommodate  entire 
organizations,  while  other  technology 
workers  strive  to  adjust  quickly  to  the 
foreign  ways  of  new  parent  companies. 

Growth  without  acquisition  is  pain¬ 
ful  as  well.  Many  business  develop¬ 
ment  departments  now  regularly 
demand  new  technologies  to  help  move 
companies  forward. 

Regardless  of  the  triggering  events, 
there  are  some  basic  strategies  for 
successfully  enacting  and  managing 


changes,  according  to  industry  experts. 
The  roster  of  Premier  100  IT  Leaders 
who  are  guiding  organizations  through 
extraordinary  changes  includes  tech¬ 
nology  executives  at  FedEx  Kinko’s, 
T800-Flowers.com  Inc.,  Rent-A-Center 
Inc.  and  the  University  of  Phoenix 
Online. 

Decisiveness  —  sometimes  in  the  ex¬ 
treme  —  is  crucial,  most  agree.  “There 
is  a  lot  to  be  said  for  the  Draconian 
method,”  says  Ian  Campbell,  president 
of  Nucleus  Research  Inc.  in  Wellesley, 
Mass.  “It’s  quick,  efficient  and  painful 
—  but  only  for  a  short  amount  of  time.” 

At  the  same  time,  IT  leaders  should 
remain  compassionate  in  the  face  of 
inevitable  resistance,  especially  if  they 
are  to  make  the  most  of  existing  tal¬ 
ent.  To  reduce  stress,  some  enterprises 
turn  to  outside  vendors  during  times  of 
change.  Others  assure  staffers  of  pay¬ 
back  once  things  settle  down.  But  par¬ 
ticularly  shrewd  is  the  leader  who  real¬ 


izes  when  painful  changes  are  taking 
a  toll  and  stops  to  let  employees  catch 
their  breath.  “Humans  can  only  take  on 
so  much  change,”  says  Campbell. 

GROWING  PAINS 

While  most  people  can  tolerate  only 
limited  amounts  of  change,  many  orga¬ 
nizations  now  seem  to  have  insatiable 
appetites  for  transformation.  Staffs  are 
just  expected  to  adapt  instantaneously. 

Most  common  is  the  top-down  ap¬ 
proach.  Consider  T800-Flowers.com, 
which  has  snapped  up  several  large 
brands  —  including  home  and  garden 
retailer  Plow  &  Hearth  Inc.  and  The 
Popcorn  Factory  Inc.  —  all  of  which 
now  share  core  administrative  units. 

“We  didn’t  overengineer  the  effort. 
We  don’t  tend  to  waffle  back  and  forth,” 
says  Enzo  Micali,  senior  vice  president 
and  CIO  at  T800-Flowers.com  in  West- 
bury,  N.Y. 

“In  past  jobs,  I’ve  been  involved  in 
best-of-breed  selections.  And  frankly, 
those  are  very  complicated,”  he  adds, 
o  Expectations  are  especially  high 
»  in  the  wake  of  acquisitions.  “Senior 

1  executives  will  come  to  the  IT  group 

2  and  say,  ‘We  want  it  yesterday,’  ”  says 

9  David  Oles,  IT  director  of  research  and 
development  at  Rent-A-Center  (RAC) 
in  Plano,  Texas. 

Growth  by  acquisition  is  a  way  of  life 
for  RAC,  which  sells  home  furnishings 
and  consumer  goods  via  rent-to-own 
agreements.  Hence,  Oles  and  his  staff 
have  learned  to  change  direction  on  a 
dime.  “In  one  case,  we  converted  [sys¬ 
tems  for]  27  stores  over  a  two-to-three- 
day  period,”  recalls  Oles. 

To  move  this  fast,  RAC  has  learned 
to  lean  heavily  on  its  business  partners. 
For  instance,  when  the  corporation 
plunged  recently  into  the  personal 
financial  services  industry  by  acquir¬ 
ing  several  check-cashing  and  payday 
loan  centers,  RAC  moved  in  lockstep 
with  two  point-of-sale  software  ven¬ 
dors.  “Our  partners  have  the  checklists 
ready,  and  they  go  in  to  configure  hard¬ 
ware  and  install  the  software  quickly,” 
notes  Oles. 

HOLD  HANDS 

Imposing  core  systems  and  operations 
across  an  organization  may  prove  less 
complicated,  but  it  can  also  be  down¬ 
right  painful  for  employees. 

“Forget  the  technology  piece  of  it. 
You  first  have  to  deal  with  the  fact  that 
you  now  have  this  group  of  five  to  10 
people  who  once  had  the  ability  to  act 
fairly  autonomously  and  now  have  a 
new  corporate  entity  and  new  proc¬ 
esses  to  follow.  There  can  be  a  lot  of 
separation  anxiety,”  Micali  says. 


Anxiety  of  a  different  sort  plagues 
those  staffs  in  enterprises  undergoing 
explosive  internal  growth,  says  Kathy 
Claypatch,  director  of  online  IT  opera¬ 
tions  at  University  of  Phoenix  Online. 
Claypatch  spearheaded  the  creation 
and  delivery  of  an  online  education  in¬ 
frastructure  in  just  30  days. 

“We’ve  recognized  that  our  business 
is  growing  so  fast  that  we  have  to  be 
flexible  in  areas  such  as  scheduling. 

We  have  to  be  empathetic  to  the  fact 
that  we  are  often  disrupting  the  family 
lives  of  our  employees,  so  we  need  to 
be  ready  to  do  something  for  those  em¬ 
ployees  in  return,”  she  says.  That  could 
mean,  for  example,  offering  additional 
days  off  for  staff  members  with  sick 
children,  says  Claypatch. 

To  soften  the  blow,  IT  leaders  should 
explain  upfront  exactly  what  major 
corporate  changes  will  mean  on  an 
individual  level.  “It  is  so  much  easier  if 
you  have  senior  executives  telling  the 
stakeholders  exactly  what  is  going  to 
happen,”  says  Oles. 

Along  with  frankness,  organization 
is  critical.  When  FedEx  executed  its 
$2.4  billion  acquisition  of  Kinko’s  Inc., 
managers  held  weekly  “dashboard” 
meetings  on  major  IT  projects,  says 
Laurie  Zeitlin,  senior  vice  president 
and  CIO  at  FedEx  Kinko’s  in  Dallas. 
“We  stayed  focused  and  incorporated 
project  management,”  she  says.  “You 
don’t  want  to  assign  a  PMO  to  every¬ 
thing,  but  you  have  to  have  a  balance.” 

When  all  is  said  and  done,  balance, 
timing  and  acceptance  tend  to  define 
the  resilient  corporation.  “The  bar  gets 
raised  every  year,”  says  Zeitlin.  “If  you 
just  develop  that  as  your  mind-set,  you 
simply  move  forward.”  > 


McAdams  is  a  freelance  writer  in  Vienna, 
Va.  Contact  her  at  jjwriterva@aol.com. 


QUICK-HIT  TIPS 

Decide  which 
changes  must  take  place  im¬ 
mediately;  efforts  such  as  software 
upgrades  might  not  be  prudent  dur¬ 
ing  times  of  turmoil. 

Be  eec  Especially  during 
acquisitions,  think  hard  before 
taking  a  best-of-breed  approach. 

Change  is  dif¬ 
ficult  for  employees,  so  be  ready 
with  the  justification  for  changes. 

Know  staff  limits;  Recognize 
when  to  stop  pushing  changes 
and  be  able  to  spot  staffers  who  are 
unable  or  unwilling  to  change. 

Give  personnel  a 
chance  to  absorb  one  round  of 
changes  before  imposing  another, 
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View  the  Guardian  video 

. 

and  learn  more  about  other 
Primavera  customer  success  stories 

at  www.primavera.com/guardian. 
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“Guardian  uses 
Primavera 
to  run  IT 
like  a  business.” 

—  Dennis  5.  Callahan,  EVP  and  CIO 

The  Guardian  Life  Insurance  Company  of  America 

“Since  2000,  we’ve  cut  our  IT  budget  30% 
while  increasing  the  level  of  service  to  our 
business  units. 

Guardian’s  IT  operations  are  business-driven,  not 
technology-driven.  Our  business  units  define  their 
business  needs,  and  those  needs  drive  IT  investment 
strategies  and  plans.  With  Primavera’s  solution  for 
project,  resource  and  portfolio  management,  we  can 
judge  every  request  and  project  in  progress  against 
how  it  meets  predefined  business  requirements. 

We  don’t  waste  money  on  projects  that  don’t  give 
us  the  best  business  return  on  investment. 

Now,  our  business  units  and  IT  have  the  same 
objectives,  the  same  agenda,  the  same  priorities. 
Primavera’s  software  solution  plays  a  major  role 
in  making  that  happen.” 

PRIMAVERA 


Speak  the  business  s  language 
when  defining  the  problem  and 
recommending  solutions. 

"  «r.  ,  «r,v  .  «■>;♦.  *■?  -  w  4Wt 

Be  respectful  of  the  work  that 
has  been  accomplished  to  date. 
Employees  are  proud  of  the  systems 
they’ve  built  -  even  when  those 
systems  have  reached  their  expira¬ 
tion  date. 

Consider  the  impact  of  an  IT 
transformation  on  all  stakehold- 
,  -  employees,  vendors  and  part- 

:  ners  -  and  train  them  accordingly. 

Encourage  IT  staffers  to  speak 
,  ’ '  openly  about  problems  and  set- 
.  backs.  They'll  help  identify  course 
corrections  and  reduce  the  fear  of 
;  failure. 


Communicate  through  every 
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phase  of  the  project 


CIO  ANDRES  CARVALLO  pre¬ 
sented  a  grim  prognosis  for 
Austin  Energy’s  IT  systems 
to  company  executives  dur¬ 
ing  a  meeting  in  January  2003.  The 
lOth-largest  public  power  utility  in  the 
nation  had  spent  several  years  build¬ 
ing  IT  silos  without  a  CIO  at  the  helm. 
The  company  was  rife  with  inefficien¬ 
cies.  There  were  too  many  manual 
processes,  the  utility  was  paying  twice 
with  redundant  systems,  companywide 
IT  standards  were  nonexistent,  and  ex¬ 
ecutives  didn’t  have  real-time  data  for 
making  decisions. 

Yet  Carvallo  says  he  emerged  from 
the  three-hour  meeting  with  full  buy- 
in  for  a  $50  million  transformation  of 
the  $1  billion  company’s  IT  resources, 
systems,  processes  and  standards, 
and  a  four-year  plan  to  do  “whatever  I 
want”  to  tackle  widespread  inefficien¬ 
cies.  Now  three  years  into  the  project, 
Carvallo’s  team  is  meeting  its  goals. 
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It  s  really  not  about  technology,”  says  Austin  Energy  CIO 


How’d  he  do  that?  It  was  no  magic 
trick.  Many  of  this  year’s  Premier  100 
honorees  know  the  secrets  to  tackling 
megaprojects  —  those  multiphase  IT 
transformations  that  affect  an  entire 
company,  encompassing  multiple  sys¬ 
tems  over  several  years. 

Most  agree  that  success  starts  with 
understanding  the  business  and  mak¬ 
ing  IT  the  enabler  for  project  success, 
and  then  bringing  clarity  and  passion 
to  all  stakeholders. 

BUILD  TO  SUIT 

Carvallo  believes  that  in  a  megaproject, 
it’s  change  management  that  requires 
the  most  attention  from  start  to  finish. 
Understand  employees’  and  partners’ 
capabilities  and  limitations,  and  build 
new  systems  accordingly,  he  says. 

“It’s  really  not  about  technology.  IT 
can  always  build  the  most  colossal  Fer¬ 
rari  for  any  solution,  but  that’s  not  al¬ 
ways  what’s  needed.  Sometimes  what’s 
needed  is  a  Volkswagen  or  a  bicycle,” 
says  Carvallo,  who  spent  a  month  in¬ 
terviewing  hundreds  of  IT  employees 
before  coming  up  with  the  project  plan. 

When  Austin  Energy  moved  to  a 
wireless  system  for  repair  work  orders, 
Carvallo  had  to  consider  that  work¬ 
ers  were  accustomed  to  paper  order 
forms.  The  new  plan  called  for  laptops 
in  every  repair  truck  that  would  tell 
workers  where  to  go  and  what  to  do. 
“Do  they  have  the  computer  skills  for 
that?  Can  they  get  trained  on  rebooting 
systems  or  closing  an  order  so  that  it 
can  go  back  into  the  billing  system?  All 
these  variables  have  to  be  considered 
as  you’re  bringing  in  automation,”  he 
explains. 

The  utility  holds  ongoing  training 
for  all  employees,  including  certifica¬ 
tion  on  most  enterprise  applications,  to 
guarantee  that  power  users  truly  know 
how  to  use  the  products.  “We  do  focus 
groups  with  every  customer  segment 
that  we  interact  with  on  a  [business- 
to-consumer]  basis,  and  we  train  our 
external  customers  on  how  to  use  our 
portals,”  Carvallo  adds. 

When  assembling  a  team  to  lead 
multiple  projects  in  an  IT  transforma¬ 
tion,  “you  have  to  overwhelm  this  task 
with  resources  and  capabilities,”  says 
Michael  Patterson,  a  partner  at  Pat¬ 
terson  Pruden  LLC,  a  New  York-based 
consulting  firm. 

If  a  project  requires  five  highly 
skilled  team  members,  at  least  three  of 
them  should  have  been  successful  at 
leading  megaprojects  in  the  past,  Pat¬ 
terson  advises.  “If  I  don’t  have  three,  I 
need  to  go  recruit  one”  from  a  business 
unit,  an  outside  consulting  firm  or  a 
headhunter,  he  adds. 


PLEASE 

Don’t  Call  Them 
Megaprojects! 

SCOn  GRIFFIN,  CIO  at  The  Boeing  Co., 
balks  at  the  term  megaproject.  “We 
don’t  do,  don’t  want  and  don’t  intend 
to  do  megaprojects,”  Griffin  says.  “My 
experience  is  the  bigger  the  project,  the 
less  chance  it  has  to  succeed.”  That’s  a 
daunting  reality,  considering  that  Boeing  is 
undergoing  a  major  transition  to  simplify 
business  processes,  including  a  plan  to  go 
from  3,100  systems  to  500  common  sys¬ 
tems  built  around  six  lean  business  models. 

Griffin’s  rule  of  thumb:  If  it  can’t  be 
done  in  nine  months,  the  project  is  too  big. 
Instead,  he  strings  together  a  series  of  IT 
projects  with  clear  deliverables.  What’s 
more,  “you  usually  hurt  people  by  pull¬ 
ing  them  out  of  their  jobs  for  more  than  a 
year  and  sticking  them  on  a  megaproject 
because  they  lose  the  blessing  of  the  cus¬ 
tomers  they’re  supporting,”  he  explains. 

-  STACY  COLLETT 

EMBRACE  BREAKDOWNS 

Megaprojects  won’t  succeed  unless  the 
IT  staff  embraces  the  breakdowns,  says 
Tom  Scott,  executive  vice  president  of 
operations  and  CIO  at  Direct  Holdings 
Worldwide  LLC  in  Virginia  Beach,  Va. 

“To  believe  there  shouldn’t  be  break¬ 
downs  [during  a  project]  is  like  believ¬ 
ing  that  Donald  Trump  will  change  his 
hairstyle,”  he  says. 

Scott  just  completed  an  overhaul  of 
all  IT  applications  for  Direct  Holdings’ 
catalog  retailer,  Lillian  Vernon,  includ¬ 
ing  those  supporting  order  entry,  cus¬ 
tomer  service,  warehouse  management, 
financials,  decision  support  and  a  new 
Web  site.  Each  application  was  re¬ 
placed  with  one  or  more  best-of-breed 
applications. 

IT  staffs  have  to  adopt  a  “glass  half 
full”  attitude,  he  says. 

“[Breakdowns]  will  either  be  your 
sinkhole  or  your  proverbial  thousand 
points  of  light.  They’re  like  the  gold  in 
the  project  to  identify  where  course  cor¬ 
rections  should  be  made,  ”  Scott  says. 

“Once  people  on  project  teams  get  fo¬ 
cused  on  how  to  avoid  looking  bad,  they 
begin  to  self-destruct.  They  start  doing 
crazy  things  like  ‘How  do  we  blame  the 
vendor?’  or  ‘How  do  we  cover  up  issues 
to  avoid  losing  our  jobs?’  ” 

The  best  way  to  avoid  the  spiral  is 
to  invent  new  ways  to  declare  suc¬ 
cess,  Scott  says.  “If  you  missed  a  big 
day,  you  have  to  reinvent  what  success 
now  means.  If  you  have  a  budget  over¬ 
run,  go  back  and  look  at  ROI,”  he  says. 
You’re  still  gaining  this  much  and  sav¬ 
ing  this  much  to  get  this  system  in.”  » 


Collett  is  a  Computerworld  contributing 
writer.  Contact  her  at  stcollett@aol.com. 
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Innovations  by  InterSystems 


H 


Multidimensional  Database  Combines 
Robust  Objects  And  Robust  SQL. 


Rapid  Integration  Platform 
Makes  Applications  Perform  In  Concert. 


Imagine  being  able  to  rapidly  develop  applications 
that  run  much  faster,  with  massive  scalability. 

Now  you  can,  with  our  multidimensional  database 
for  transaction  processing  and  real-time  analytics. 

Only  Cache  combines  robust  objects  and  robust 
SQL,  thus  eliminating  object-relational  mapping. 

It  requires  little  administration,  delivers  speed  and 
scalability  on  minimal  hardware,  and  comes  with  a 
rapid  application  development  environment. 

These  innovations  mean  faster  time-to-market, 
lower  cost  of  operations,  and  higher  application 
performance.  We  back  these  claims  with  this 
money-back  guarantee:  Buy  Cache  for  new 
application  development,  and  for  up  to  one  year  you 
can  return  your  license  for  a  full  refund  if  you  are 
unhappy  for  any  reason.  * 

Innovative  database.  Guaranteed  performance. 


Imagine  being  able  to  get  your  applications  to 
perform  together  as  an  ensemble.  Easily. 

Now  you  can,  with  our  universal  integration 
platform. 

Ensemble  is  the  first  fusion  of  an  integration  server, 
data  server,  application  server,  and  portal  development 
software  -  in  a  single,  seamless  product.  This  is  the 
complete  ensemble  of  technologies  needed  for  rapid 
integration,  fast  development,  and  easy  management. 

These  innovations  mean  all  of  your  integration 
projects  will  be  completed  on  time  and  on  budget, 
with  a  simplified  learning  curve  for  your  IT  staff. 

We  back  these  claims  with  this  money-back  guarantee: 
For  up  to  one  year  after  you  purchase  Ensemble,  if  yon 
are  unhappy  for  any  reason,  we’ll  refund  100%  of  you? 
license  fee.  * 

Innovative  integration.  Guaranteed  performance. 
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Forget  what  you’ve  learned.  The  new 
global  landscape  creates  a  brand-new 
set  of  IT  tasks,  by  mary  brandel 


ODAY’S  IT  LEADERS  are  find¬ 
ing  it  increasingly  difficult  to 
bury  their  heads  in  U.S.  soil. 
Even  domestic  companies  are 
finding  offshore  partners  or  are  testing 
the  waters  of  emerging  overseas  mar¬ 
kets  —  or  they  soon  will.  And  multina¬ 
tionals  that  already  span  the  globe  are 
increasingly  reining  in  decentralized 
IT  operations  and  striving  to  create  a 


portfolio  of  global  IT  standards  and  ap¬ 
plications  that  also  accommodate  local 
variances. 

So  check  the  pockets  of  many  of  this 
year’s  Premier  100  IT  Leaders,  and 
you’ll  likely  find  an  updated  passport: 
Nearly  half  of  them  report  that  they’re 
managing  global  operations  that  span 
time  zones,  continents  and  cultures. 

“Even  if  you’re  not  responsible  for 


facilities  and  operations  in  other  parts 
of  the  world,  you  still  need  a  global 
perspective  because  so  many  processes 
that  enable  the  business  are  often 
outside  the  U.S.,”  says  Shawn  Banerji, 
executive  director  of  Russell  Reynolds 
Associates  Inc.,  a  New  York-based  ex¬ 
ecutive  search  firm  that  helps  compa¬ 
nies  locate  global  IT  talent. 

And  heading  global  projects,  Pre¬ 
mier  100  IT  Leaders  have  found,  means 
facing  challenges  that  are  very  differ¬ 
ent  from  those  at  home.  Just  ask  Fred 
Danback,  vice  president  of  global  tech¬ 
nology  at  Stamford,  Conn.-based  XL 
Global  Services  Inc.,  which  provides 


IT  services  to  XL  Capital  Ltd.,  a  large 
Bermuda-based  financial  services 
company.  Through  a  flurry  of  acquisi¬ 
tions,  the  company  now  operates  in  29 
countries. 

A  PROJECT  OF  EPIC 

PROPORTIONS 

In  2001,  XL  Global  began  creating  a 
shared  services  infrastructure  for  XL 
Capital’s  distributed  IT  functions. 

But  building  a  cross-continental  in¬ 
frastructure  is  a  huge  endeavor,  given 
the  variety  of  legal  systems,  business 
rules,  social  cultures  and  economic  cli¬ 
mates  involved.  Moreover,  because  XL 
Capital  had  grown  through  acquisition, 
the  individual  units  were  still  aligned 
with  their  own  business  models.  With 
17  different  IT  organizations,  “it  was  a 
very  politically  sensitive  environment,” 
Danback  says. 

Those  sensitivities  came  to  the  fore 
when  Danback’s  group  began  creating 
a  portfolio  of  applications  and  tech¬ 
nology  standards.  From  the  outset,  it 
found  just  a  small  number  of  de  facto 
standards,  such  as  Microsoft  Office, 
that  were  already  in  use  by  most  of  XL 
Capital’s  businesses. 

To  develop  further  standards,  the 
group  gathered  senior  IT  representa¬ 
tives  from  around  the  world  to  col¬ 
lect  input.  But  as  the  representatives 
returned  home  to  impose  the  agreed- 
upon  standards,  it  soon  became  clear 
that  a  decision  made  by  consensus 
didn’t  always  fly  if  the  messenger 
didn’t  buy  into  it  himself. 

“Say  we  decided  on  Microsoft  Ex¬ 
change  for  a  global  e-mail  standard. 
Well,  the  people  who  had  argued  for 
Notes  would  go  back  to  their  bosses 
and  say,  ‘Here’s  what  happened,’  and 
it  would  work  its  way  through  to  the 
business  leaders  with  a  negative  spin, 
until  we  were  told,  ‘You’re  absolutely 
not  changing  our  e-mail  system,’  ” 
Danback  explains. 

Lesson  learned:  No  IT  buy-in,  no 
business  buy-in.  So  for  the  next  stan- 
dards-setting  meeting,  Danback’s 
group  invited  representatives  at  the 
CIO  level.  “If  you  have  a  strong,  power¬ 
ful  CIO  who  didn’t  like  what  we  were 
doing,  he  had  much  more  influence 
over  the  local  business  than  we  did,” 
Danback  says.  “It  was  clear  that  while 
many  decisions  were  technical,  they 
required  executive-level  participation.” 

CULTURE  CLASHES 

It’s  important  to  realize  that  all  these 
negotiations  happen  among  people 
from  different  cultures  whose  rules 
you  need  to  understand  to  be  effective, 
Continued  on  page  44 
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While  other  vendors  are  playing  catch-up  —  by  just  now  introducing  their  Bl  approaches  —  SAS  continues  to 
lead  the  way  in  the  business  intelligence  market.  When  you  consider  investing  in  or  upgrading  your  current 
Bl  software,  talk  to  SAS  about  our  proven  successes. 

•  Unmatched  Enterprise  Intelligence  Platform 


SAS  Business  Intelligence 
is  fast,  simple,  consistent 
and  accurate. 


•  Nearly  30  years  of  Bl  experience 
■  Undisputed  leader  in  business  analytics 


m  More  than  4  million  users  at  over  40,000  locations  worldwide 


■  At  work  in  94%  of  FORTUNE  Global  500®  companies 


r  go  Beyond  Bl’"  at  www.sas.com/sasBI  a  Analyst  case  study 


sas'9 


THE 

POWER 
TO  KNOW 


SAS  and  ail  other  SAS  Institute  Inc.  product  or  service  names  are  registered  trademarks  or  trademarks  of  SAS  Institute  Inc.  In  the  USA  and  other  counties.  ®  indicates  USA  registration.  Other  brand  and  pioduct  names  are  trademarks  of  their  respective  companies.  ©  2005  SAS  Institute  Inc  All  rights  resolved.  356S73U;:  :i 


Global 

Negotiations 


AT  ROYAL  DUTCH  SHELL,  negotiating 
is  central  to  selecting  which  applica¬ 
tions  will  land  in  the  company’s  stan¬ 
dard  portfolio.  To  do  this,  IT  launches 
an  investigation  into  where  best 
practices  are  already  being  delivered 
in  a  particular  region  and  then  lever¬ 
ages  that  application  for  consistent 
delivery  around  the  world. 

The  most  successful  project  to  date, 
says  Jay  Crotts,  CIO  in  the  lubricants 
and  business-to-business  segments, 
is  the  implementation  of  a  CRM  tool, 
which  was  based  on  an  application 
being  used  in  Malaysia.  So  far,  it  has 
been  implemented  in  16  out  of  the 
100  countries  Shell  operates  in,  with 
full  rollout  targeted  for  2010.  Despite 
being  a  somewhat  low-tech  tool,  “it 
literally  receives  applause  by  the 
sales  force  community,”  Crotts  says. 

Despite  the  CRM  tool’s  success,  it’s 
not  easy  for  users  to  accept  the  idea 
that  their  own  application  might  not 
be  selected  for  the  global  portfolio. 


“There’s  a  lot  of  natural  resistance," 
Crotts  says.  The  best  way  to  defuse 
the  emotional  turmoil,  he  says,  is  to 
be  as  quantitative  in  your  methodol¬ 
ogy  as  you  can  be. 

For  instance,  at  Shell,  the  team  that 
chooses  the  applications  is  made  up 
of  IT  representatives  from  various 
countries  and  regions.  The  group 
uses  key  performance  indicators  as 
well  as  other  qualitative  measures 
to  score  the  application  candidates 
and  then  meets  to  debate  which  will 
become  the  global  standard.  When 
there  is  dissent,  a  rule  kicks  in:  No 
one  is  allowed  to  recommend  his 
own  country’s  application.  This 
forces  the  team  to  analyze  which  one 
would  be  second  best.  It  also  makes 
for  a  less  heated  discussion,  Crotts 
says.  “When  your  esteemed  col¬ 
leagues  don’t  pick  your  application,  it 
becomes  clear  that  it’s  not  the  best 
choice,”  he  says. 

-MARYBRANDEL 


Continued  from  page  42 
Danback  says.  For  instance,  the  culture 
in  the  Asia-Pacific  region  discourages 
people  from  showing  dissent  even  if 
they  disagree.  “You  need  to  be  assured 
you’ve  got  real  buy-in  and  that  it’s  not 
superficial,”  Danback  says. 

Cultural  issues  also  arose  when 
Danback’s  group  implemented  XL 
Capital’s  global  e-mail  system.  This 
entailed  establishing  a  universal  iden¬ 
tity  management  system,  which  meant 
replacing  seven  naming  standards  that 
were  based  on  local  cultural  conven¬ 
tions.  For  instance,  in  places  such  as 
South  America,  a  person  might  use  five 
names  —  his  first  and  middle  names, 
plus  a  parent’s  middle  and  last  names. 

The  answer  was  to  create  a  user 
identification  number  —  which  turned 
out  to  be  unpopular  with  certain  seg¬ 
ments  of  users.  “It  was  considered  im¬ 
personal  in  Latin  America  and  certain 
parts  of  Europe,  where  people  like  to 
have  a  personal  identity  when  they  log 
onto  their  systems,”  Danback  says. 

IT  tweaked  the  system  so  that  once  a 
connection  is  established,  an  employee 
is  greeted  with  a  more  personal  screen 
name.  With  this  change,  which  has  also 
enabled  simplified  sign-on  and  identity 
management,  the  system  garnered  an 
86%  approval  rating  in  an  intranet  poll 
that  Danback’s  group  conducted. 

So  far,  in  addition  to  the  e-mail  sys¬ 
tem,  a  single-carrier  global  network, 
and  global  partnership  agreements 
with  Microsoft  Corp.  and  Hewlett- 
Packard  Co.,  Danback’s  group  has  also 
established  a  portfolio  of  50  global  tech¬ 
nology  standards,  as  well  as  a  technol¬ 
ogy  architecture  reference  guide  that’s 
used  by  all  of  XL  Capital’s  IT  groups. 

‘NOT  IN  THIS  COUNTRY!’ 

Global  negotiations  are  also  a  big  part 
of  the  job  for  Jay  Crotts,  CIO  in  the 
lubricants  and  business-to-business 
segments  of  Royal  Dutch  Shell  PLC, 
which  has  operations  in  North  Amer¬ 
ica,  Latin  America,  Europe,  Asia  and 
Africa.  Like  Danback,  Crotts  has  been 
helping  his  company  create  a  global 
portfolio  of  IT  applications  as  part  of  a 
three-year  effort  to  standardize  Shell’s 
business  processes  around  the  world. 
The  goal  is  to  pare  down  some  500 
applications  to  a  standard  set  of  50. 

Obviously,  the  applications  have 
to  accommodate  local  business  laws 
and  practices.  But  because  they  will 
be  centrally  hosted  in  multiple  data 
centers  around  the  world  rather  than 
on  individual  countries’  servers,  it’s 
imperative  that  the  company  develop 
a  change-control  process  that  deter¬ 
mines  which  customizations  are  really 


needed.  Once  vetted,  those  changes  get 
incorporated  into  the  base  application. 

“You’ve  got  to  take  the  local  tweak¬ 
ing  out,  or  you  don’t  have  a  consistent 
application  anymore,”  Crotts  says. 

But  people  find  it  hard  to  distinguish 
between  the  business  norms  that  must 
be  accommodated  for  fiscal  or  legal 
reasons  and  the  tweaks  they  merely 
want  to  be  included  because  that’s  how 
they’re  used  to  operating,  he  says. 

“They’ll  throw  up  many  reasons  why 
[an  application]  won’t  meet  their  busi¬ 
ness  requirements,  but  after  engaging 
them  in  a  discussion  about  it,  you  find 
you  can  resolve  the  problems  with 
some  small  modifications,”  Crotts  says. 

To  successfully  negotiate  these  is¬ 
sues,  he  says,  you  really  need  to  dig 
into  understanding  the  nuances  of  in¬ 
ternational  laws,  such  as  how  taxes  get 
calculated  or  —  on  an  even  more  gran¬ 
ular  level  —  which  countries  accept 
only  cash  payments  or  allow  only  legal 
business  owners  to  make  payments  for 
delivered  goods. 

Those  who  wish  to  lead  a  global  IT 
organization  are  best  off  gaining  inter¬ 
national  experience  ahead  of  time,  says 


George  Coulter,  CIO  at  The  AES  Corp., 
an  Arlington,  Va.-based  company  that 
generates  and  distributes  electric  pow¬ 
er  to  27  countries  on  five  continents. 

As  the  company’s  first  CIO,  Coulter 
is  helping  AES  transform  itself  from  a 
decentralized  company  with  very  few 
sophisticated  IT  systems  in  place  to 
a  company  with  hybrid  centralized/ 
decentralized  operations  supported 
by  a  common  IT  platform  across  two 
data  centers  running  common  business 
processes. 

One  of  Coulter’s  challenges  has  been 
to  find  CIOs  to  handle  localization 
issues  in  all  130  of  AES’s  businesses 
—  not  an  easy  task  in  places  such  as 
Ukraine,  Kazakhstan  and  Cameroon. 

It  requires  a  global  search,  often  for 
expatriates  who  want  to  return  to  their 
native  countries. 

Another  challenge  has  been  to  create 
two  collocated,  outsourced  global  data 
centers  in  Virginia  and  London,  into 
which  each  country’s  systems  connect 
via  a  WAN  or  a  virtual  private  net¬ 
work,  replacing  10  large  data  centers 
and  120  smaller  ones.  All  systems  op¬ 
erating  in  the  businesses  use  common 


components  and  a  common  infrastruc¬ 
ture,  based  on  HP  blade  servers  run¬ 
ning  SAP  ERP  applications  on  Linux. 
The  dual-data-center  model  enables 
load  balancing  using  F5  Networks  Inc.’s 
Big-IP  and  disaster  recovery  via  Oracle 
Corp.’s  DataGuard  in  combination 
with  Real  Application  Clusters.  “We 
consider  it  to  be  one  data  center  in  two 
locations,”  Coulter  says.  Application 
development  is  all  done  in  India. 

All  countries  will  share  common 
SAP  templates,  allowing  for  individual 
businesses  to  make  tweaks  for  local 
variances,  particularly  to  meet  coun¬ 
try-specific  regulations.  “In  some 
of  our  businesses,  like  in  Brazil,  the 
regulator  gives  you  a  48-hour  deadline 
to  make  changes,  so  there’s  high  vola¬ 
tility,  and  the  local  businesses  need  to 
respond  quickly,”  Coulter  says. 

While  the  infrastructure  is  now 
complete,  and  the  billing  and  cus¬ 
tomer-care  modules  are  coming  online, 
there  have  been  plenty  of  localization 
issues  to  tackle.  For  instance,  SAP 
doesn’t  support  the  Ukrainian  lan¬ 
guage,  so  Russian  was  substituted. 

ATTITUDE  IS  KEY 

Coulter  attributes  AES’s  success  to  its 
“steady  as  you  go”  approach.  But  he 
doesn’t  think  he  could  have  played  a 
role  in  these  achievements  without  his 
global  moorings  from  previous  jobs  at 
Racal  Electronics  PLC,  PepsiCo  Inc., 
Citibank  and  other  companies.  “If  you 
haven’t  played  in  the  international 
arena,  you’d  be  absolutely  lost  on  the 
IT  side,”  he  says. 

In  addition  to  dealing  with  various 
cultural  issues,  “technically  there  are 
a  lot  of  things  we  take  for  granted  do¬ 
mestically,”  Coulter  says.  “We’ve  had  to 
push  the  envelope,  particularly  on  the 
network  side,  to  get  things  done.” 

That’s  why  it’s  important  for  com¬ 
panies  to  develop  programs  to  prepare 
their  IT  leaders  for  an  increasingly 
global  world,  says  Jory  Marino,  man¬ 
aging  partner  at  Heidrick  &  Struggles 
International  Inc.,  an  executive  search 
firm  in  New  York. 

“Companies  that  want  to  develop 
global  CIOs  will  give  leaders  global  ex¬ 
perience,  either  through  moving  some¬ 
one  abroad  or  simply  challenging  them 
to  work  on  global  teams,”  Marino  says. 
“It’s  not  something  that’s  innate,  and 
corporations  with  a  strong  viewpoint 
on  leadership  development  will  de¬ 
velop  experiences  to  offer  individuals 
willing  to  rise  to  the  occasion.”  * 


Brandel  is  a  Computerworld  contribut¬ 
ing  writer.  Contact  her  at  marybrandel@ 
verizon.net. 


The  first  step  toward 
building  a  relationship  with 
your  CEO  is  to  establish  mutual 
trust.  BY  THOMAS  HOFFMAN 


SINCE  BECOMING  CIO  at  Rock¬ 
ford,  Ill.-based  Rockford 
Health  System  in  November 
1994,  Dennis  L’Heureux  has 
reported  to  two  CEOs  and  an  interim 
chief  executive.  He  has  also  worked 
with  four  chief  financial  officers  and 
three  human  resources  directors  dur¬ 
ing  his  tenure,  so,  he  says,  “I’ve  had 
to  rebuild  a  lot  of  relationships  over 
time.” 

Even  though  L’Heureux  has  man¬ 
aged  to  survive  each  change  at  the  top, 
that  hasn’t  lessened  his  anxiety  about 
job  security  each  time  new  leadership 
comes  aboard.  “There’s  the  uncertain¬ 
ty  of  not  knowing  whether  the  new  guy 
will  sweep  away  everyone  who  is  here 
and  bring  in  his  own  people,”  he  says. 

But  L’Heureux  has  survived,  in  large 
part  by  listening  well,  demonstrating  a 
willingness  to  compromise  and  dealing 
carefully  with  organizational  politics. 

“Because  Gary  [Kaatz,  CEO  of  Rock¬ 
ford  Health  System  since  2000]  didn’t 
hire  me  directly  like  he  did  with  his 
CFO,  he  didn’t  know  what  my  loyal- 


Over  There 


FROM  NEW  YORK  to  New  Delhi,  peo¬ 
ple  might  not  be  much  different.  But 
approaches  to  relationships  certainly 

can  be. 

Like  IT  leaders  in  the  U.S.,  Rajesh 
Narang,  CIO  at  the  Centre  for  Railway 
information  System  in  New  Delhi, 
pays  close  attention  to  the  projects 
that  his  CEO  has  sponsored 
and  new  technologies  that  he 
has  expressed  an  interest  in, 
such  as  RFID. 

But  in  other  respects,  his 
relationship  with  the  railway's 
CEO  appears  to  be  more  obse- 


quious  than  the  usual  CIO/CEO  con¬ 
nection  in  the  U.S.  For  instance,  one  of 
his  recommendations  to  other  CIOs  is 
to  plan  on  working  late  most  nights  if 
the  CEO  happens  to  put  in  long  hours, 
“since  your  boss  may  need  clarifica¬ 
tion  or  assistance  from  you.” 

Narang  also  warns  CIOs  never  to 
argue  with  superiors. 

“I’m  a  man  of  opinion,”  says 
Narang.  “I  can’t  choose  my 
CEO  or  general  manager,  so 
I  don’t  normally  argue  with 
them.” 

-  THOMAS  HOFFMAN 


ties  were  and  what  my  abilities  were,” 
says  L’Heureux.  Kaatz  also  didn’t  know 
what  L’Heureux’s  track  record  was  in 
areas  such  as  delivering  projects  on 
time  and  achieving  return  on  IT 
investments.  So  aside  from  the 
biweekly  meetings  they  have  to¬ 
gether,  L’Heureux  has  met  with 
Kaatz  periodically  to  discuss  the 
rationale  that  existed  for  certain 
IT  project  and  spending  criteria 
prior  to  his  arrival  as  CEO. 

It’s  this  kind  of  trust-building 
that  has  helped  IT  leaders  such 
as  L’Heureux  develop  and  main¬ 
tain  strong  relationships  with 
senior  business  executives  they 
either  report  to  or  otherwise 
work  closely  with  to  formulate 
company  strategies.  “The  IT  leaders 
that  are  successful  at  managing  up  are 
translating  key  business  metrics  in 
understandable  terms,”  says  Howard 
Rubin,  a  senior  adviser  at  Stamford, 
Conn.-based  Gartner  Inc.  “What 
they’re  really  doing  is  a  lot  of 
outward-bound  proactive  com¬ 
munications.” 
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to  rebuild 
a  lot  of  re¬ 
lationships 
over  time. 
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LENDING  AN  EAR 

Many  Premier  100  honorees 
say  that  the  most  effective  way 
to  develop  and  maintain  strong 
connections  with  senior  ex¬ 
ecutives  is  to  listen  carefully  to 
what  they  have  to  say  and  try 
to  place  yourself  in  their  shoes. 

“It’s  important  to  speak  to  [busi¬ 
ness  executives]  in  a  language 
and  with  concepts  that  they  un¬ 
derstand,”  says  John  Glaser,  vice  presi¬ 
dent  and  CIO  at  Partners  Healthcare 
System  Inc.  in  Boston. 

“I  have  a  teenage  daughter,  and  often 
our  views  of  the  world  don’t  connect 
at  all,”  says  Glaser,  explaining  that  he 
bridges  the  divide  with  senior  busi¬ 
ness  executives  at  Partners  Healthcare 
just  as  he  does  with  his  daughter  —  by 


HYou 
have 
to  be  on 
the  same 
intellectual 
plane. 
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speaking  in  terms  they’re  familiar 
with. 

Says  Glaser,  “You  have  to  be  on  the 
same  intellectual  plane.” 

Glaser  has  been  the  CIO  at  Partners 
Healthcare  for  10  years  and  has  always 
reported  to  the  chief  operating  officer. 
His  discussions  with  senior  executives 
at  Partners  Healthcare  vary  by  topic. 
Budget  discussions  are  held  with  the 
CFO,  and  meetings  about  strategic 
initiatives  are  typically  held  with  the 
CEO,  says  Glaser.  So  what  does  he  talk 
to  the  COO  about? 

“Major  complex  political  issues 
that  have  to  be  resolved,”  says  Glaser. 
These  could  include  updates  on  the 
status  of  doctor/patient  Internet-based 
communications  capabilities  that  Part¬ 
ners  Healthcare  provides. 

Glaser  says  he  gets  along  well  with 
the  COO,  adding  that  the  relationship 
hasn’t  changed  much  in  the  past 
several  years.  “Over  the  first 
couple  of  years,  a  relationship  is 
going  to  mature  about  roles  and 
responsibilities.  That  stuff  is  go¬ 
ing  to  sort  itself  out,  much  like  it 
does  with  a  spouse,”  says  Glaser. 
“The  core  of  the  relationship 
is  formed  early,  so  from  years 
three  to  10,  not  a  lot  of  evolution 
takes  place.” 

Like  Glaser,  Katherine  Busser 
applies  listening  skills  she  devel¬ 
oped  as  a  parent  to  the  way  she 
deals  with  senior  executives.  “I 
listen  closely  to  what  my  children  are 
saying  and  not  saying,”  says  Busser, 
divisional  CIO  for  the  U.S.  card  divi¬ 
sion  at  Capital  One  Financial  Corp. 
in  McLean,  Va.  She  tries  to  apply  the 
same  listening  skills  to  senior  manage¬ 
ment  to  understand  the  kinds  of 
challenges  that  they’re  trying  to 
tackle. 

Right  now,  that  includes 
helping  Capital  One’s  U.S.  card 
business  grow  and  remain  prof¬ 
itable.  “[The  IT]  organization 
isn’t  bound  to  offering  tech  solu¬ 
tions,”  says  Busser.  For  instance, 
one  week  in  September,  she 
spent  time  answering  calls  from 
customers  “to  make  sure  I  un¬ 
derstood  their  relationships  with 
Capital  One  and  how  we  can 
help  them.” 

Busser  believes  that  such  rotational 
assignments  throughout  Capital  One’s 
business  and  operations  areas  have 
helped  strengthen  her  understanding 
of  the  company’s  businesses  and  her 
relationships  with  senior  management. 
“The  ability  to  move  around  and  take 
on  new  roles  is  one  of  the  things  that 
makes  a  strong  organization,”  she  says. » 
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Webcast 


Storage  -  Optimizing  Public 
Television’s  Content  Supply  Chain 

In  this  webcast  from  Storage  Networking 
World,  Andre  Mendes  of  PBS  discusses 
some  of  his  organization’s  unique  storage 
distribution  and  delivery  issues. 

www.computerworld.com/webcast01 
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Get  Smart  About  Storage 

new  report  offers  practical 
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Optimizing  Public  Television’s 
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Last  one  on  board  the  IT  train. 


Television  is.. 

•  Bandwidth  Intensive 

•  Extremely  latency  sensitive 

•  CPU  cycle  hog 
Extremely  risk  averse 

•  Super  Bowl  spot  >  $2,000,000 

•  Buy  automation ...  operate  it  manuallylll 
Lagging  in  the  leveraging  of  IT  technology 
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Speaker: 

Andie  Mendes  .  Chief  Technology 
Integration  Officer.  PBS 

Venue: 

Storage  Networking  World. 

Apia  6. 2004.  Phoenix,  Arizona 
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All  IT  End  User 
Attendees  will  receive 
a  complimentary 
autographed  copy 
of  Richard  Clarke’s 
new  book, 

The  Scorpion’s  Gate 


Mastering  IT  Agility, 
Accelerating  Business  Innovation 


The  Nation’s  Leading 
IT  Executive  Conference  for: 


Special  Visionary  Addresses  from 


RICHARD  CLARKE 

Former  adviser  on  security  to  four  presidents, 
former  National  Security  Council  cyberterrorism  chief, 
author  of  the  book  Against  All  Enemies:  Inside 
America’s  War  on  Terror  and  The  Scorpion's  Gate 

RANDY  MOTT 

Executive  Vice  President  and  CIO, 
Hewlett-Packard  Company,  former  CIO,  Dell, 
former  CIO,  Wal-Mart  Stores 


CIOs,  CTOs  and  CSOs 
Vice  Presidents  of  IT 
Enterprise  IT  Directors 


Get  advice  from 
award-winning  CIOs 
and  industry  experts  on 


Featured  speakers  include 


EXECUTING  the  global 
IT  agenda 

SUPERCHARGING 

infrastructure  to  create  new 
products  and  services 

ACHIEVING  security  and 
disaster  recovery  excellence 

READYING  next-generation 
IT-savvy  business  leaders 

ADVANCING  IT  governance 
and  risk/reward  balance 


RIZWAN  AHMED 

CIO,  Office  of  Group  Benefits  &  Department  of  Natural  Resources, 

State  of  Louisiana 

JOHN  FISHER 

Senior  Vice  President  and  CIO,  SmithBucklin  Corp. 

WENDELL  FOX 

Senior  Vice  President,  North  American  Information  Resources  Field 
Services,  Marriott  International,  Inc. 

TONY  FULLER 

Vice  President  of  IT/CIO,  Rent-A-Center  Inc. 

DON  GIBSON 

Managing  Director,  IT,  Fedex  Services 

FARZAD  GOLSHANI 

Vice  President  of  IT  Infrastructure,  Transamenca  Retirement  Services 

SCOTT  GRIFFIN 

Vice  President  and  CIO,  Boeing  Information  Technology 

MITCHELL  HANSEN 

Vice  President,  Enterprise  Systems  &  Services, 

Quest  Diagnostics  Incorporated 

MIKE  HUGOS 

CIO,  Network  Services  Company 

GREG  MEFFERT 

Chief  Technology  Officer/CIO,  City  of  New  Orleans 

DIANAH  NEFF 

CIO,  City  of  Philadelphia 

RICK  OMARTIAN 

IT  CFO  &  Chief  of  Staff,  The  Guardian  Life  Insurance  Company  of  America 

JAN  RIDEOUT 

CIO,  Northrop  Grumman  Ship  Systems 
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a  great  place  for  peer 
exchange  ...  there  are 
people  here  I’ve  been 
friends  with  for  years  ... 
we  all  face  the  same 
issues,  frustrations  and 
challenges  ...  we  speak 
the  same  language  ..." 


Joseph  Puglisi 

CIO  and  Vice  President 
EMCOR  Group,  Inc. 


Where  IT  Executives  Exchange 
Innovative  Ideas  &  Strategies 

Crafted  by  Computerworld’s  editors, 
the  seventh  annual  Premier  100  IT  Leaders 
Conference  is  a  unique  and  compelling 
departure  from  the  standard  technology 
conference.  Rather  than  focusing  on 
vendors  and  products,  the  spotlight  is  on 
great  ideas,  strategic  use  of  best  practices 
and  real-world  leadership  from  the  IT  and 
business  executives  who  are  advancing  their 
organizations  through  technology. 

Conference  Theme: 

Mastering  IT  Agility,  Accelerating 
Business  Innovation 

Topic  areas  include: 

Executing  the  Global  IT  Agenda 

Best  practices  in  adopting  worldwide  technology  standards  and  common  business 
processes;  strategies  for  overcoming  cultural  barriers  and  language  differences  to 
achieve  project  excellence 

Supercharging  Infrastructure  to  Create  New  Products 
and  Services 

Case  studies  from  leading  companies  exploiting  Web  services,  software  reuse 
and  integration,  security  technologies,  wireless  networking  and  lean  and  agile 
methodologies  for  on-time,  on  budget  project  delivery  and  continuous 
business  innovation 

Achieving  Security  and  Disaster  Recovery  Excellence 

Tools  and  tactics  for  bullet-proofing  data  and  digital  communications;  lessons  in 
readiness  and  recovery  learned  on  the  front  lines  of  Hurricanes  Katrina  and  Rita 


Conference  Chair: 


JULIA  KING 

Executive  Editor,  Events 
and  National  Correspondent, 
Computerworld 


7th  Annual 

COMPUTERWORLD 


IT  LEADERS 

CONFERENCE 


Readying  Next-generation  IT-savvy  Business  Leaders 

Best  practices  for  grooming  IT  leaders  who  are  in  sync  with  the  need  to  bolster 
the  top  line  and  correctly  time  technology  entrances  and  exits;  how  to  explain 
and  promote  the  grooming  of  next-generation  IT  leaders  as  a  top  priority  on 
the  corporate  leadership  agenda 

Advancing  IT  Governance  and  Risk/Reward  Balance 

Best  practcies  in  IT  governance,  and  staffing,  regulatory  compliance  and 
project  leadership 


For  more  information  and  to  register,  visit  www.premierl 00.com  or  call  1  -800-883-9090 


For  more  information  and  to  register,  visit  www.premierl 00.com  or  call  1  -800-883-9090 


Conference  Agenda  (subject  to  change) 

For  details,  updates,  and  to  register  visit  www.premier100.com 

SUNDAY,  MARCH  5,  2006 _  Registration  Open  10:00am  -  7:30pm 

10:45am  -  1 1:30am  Golf  Exhibition  with  Long-Drive  Champion  Dan  Boever 

cO 

Noon  -  5:00pm  Pre-conference  Golf  Outing  Sponsored  by:  FUJITSU 

7:00pm  -  9:00pm  Pre-conference  Welcome  Reception  Sponsored  by:  AVAyA 


MONDAY,  MARCH  6,  2006 


Registration  Open  7:00am  -  6:30pm 


7:00am  -  8:00am  Breakfast 


8:00am  -  8:1 5am 


8:1  5am  -  9:05am 


9:05am  -  9:45am 


Welcome  and  Opening  Remarks 

Julia  King,  Executive  Editor,  Events 
and  National  Correspondent,  Computerworld 


Don  Tennant,  Vice  President, 

Editor  in  Chief,  Computerworld 

Patrick  McGovern,  Chairman,  International  Data  Group 
and  Founding  Publisher,  Computerworld 


Opening  Visionary  Address 

Randy  Mott,  Executive  Vice  President  and  CIO,  Hewlett-Packard  Company, 
former  CIO,  Dell,  former  CIO,  Wal-Mart  Stores 


Panel  Discussion:  Executing  the  Global  Agenda 

Moderator:  Don  Tennant,  Vice  President,  Editor  in  Chief,  Computerworld 
Panelists:  Steve  Silverman,  Vice  President,  Information  Technology  for  Global 
Operations,  Bausch  &  Lomb,  Inc. 

Larry  Buettner,  ClO/Vice  President,  Wheels,  Inc. 

Don  Gibson,  Director,  IT,  FedEx  Services 

Across  virtually  all  industries  IT  is  being  challenged  to  duplicate  domestic  success  on  a  global  basis, 
as  business  operations  expand  worldwide.  Adopting  technology  standards  and  common  business 
processes  are  key.  Overcoming  cultural  barriers  and  language  differences  is  also  essential. 
Computerworld's  Editor  in  Chief  leads  a  panel  of  IT  executives  discussing  best  technologies  and 
best  practices  for  going  global. 


9:45am  -  10:00am  Networking  Break 


10:00am  -  10:30am  Featured  Presentation 

continued 
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a  world-class  event ... 


brings  together  the  top 
thought  leaders  to 
network  with  and  to  learn 
from  ...  I  apply  what  I  learn 
here  to  my  job  ...” 

W 

John  Moon 

Corporate  Vice  President  and  CIO 
Baxter  International  Inc. 
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CONFERENCE 


Conference  Agenda 


MONDAY,  MARCH  6,  2006  (continued) 


1 0:40am  -  1 1 :1 0am  Concurrent  IT  End-User  Case  Studies 
1 1 :20am  -  1 1 :50am  Concurrent  IT  End-User  Case  Studies 
Noon  -  1 2:30pm  Concurrent  IT  End-User  Case  Studies 
12:30pm  -  2:00pm  Networking  Lunch 


2:00pm  -  2:45pm  Featured  Presentation 

Dianah  Neff,  CIO, 
City  of  Philadelphia 


2:45pm  -  3:15pm  Featured  Presentation 

Thomas  A.  Lesica,  Senior  Vice  President, 
Global  Technology  and  Operations,  Avaya 


3:15pm  -  3:45pm  Featured  Presentation 

Michael  Theis,  Chief,  Cyber 
Counterintelligence,  National 
Reconnaissance  Office 


3:45pm  -  4:00pm  Networking  Break 


4:00pm  -  4:45pm  Panel  Discussion: 

Back  from  the  Brink  -  Lessons  Learned 
on  the  Front  Lines  of  Disaster 

Moderator:  Julia  King,  Executive  Editor,  Events  and 
National  Correspondent,  Computerworld 
Panelists:  Tony  Fuller,  Vice  President/CIO, 
Rent-A-Center,  Inc. 

Rick  Omartian,  IT  Chief  Financial  Officer 
and  Chief  of  Staff,  The  Guardian  Life 
Insurance  Company  of  America 
Gregg  Meffert,  Chief  Technology 
Officer/CIO,  City  of  New  Orleans 
Jan  Rideout,  Chief  Information  Officer, 
Northrop  Grumman  Ship  Systems 
Rizwan  Ahmed,  CIO,  Office  of  Group 
Benefits  &  Department  of  Natural 
Resources,  State  of  Louisiana 

Recently,  Hurricane  Katrina  devastated  the  Gulf  Coast.  Less 
than  a  month  later,  Hurricane  Rita  hit,  then  Hurricane  Wilma. 
Flood  waters  ravaged  data  centers,  employees  went  missing, 
entire  communities  were  evacuated.  Panelists  offer  a  candid 
view  of  where  and  how  their  IT  and  business  continuity  plans 
worked,  what  they  didn't  see  coming  and  how  they  plan  to 
prepare  and  respond  the  next  time  disaster  strikes. 


For  more  information  and  to  register,  visit  www.premier100.com  or  call  1-800-883-9090 


For  more  information  and  to  register,  visit  www.premier100.com  or  call  1-800-883-9090 


Conference  Agenda 

MONDAY,  MARCH  6,  2006  (continued) 


4:45pm  -  5:25pm 

Closing  Visionary  Address 

I  Richard  Clarke,  Former  adviser  on  security  to  four  presidents, 

former  National  Security  Council  cyberterrorism  chief,  author  of  the  books 

J|  Against  All  Enemies:  Inside  America's  War  on  Terror  and  The  Scorpion’s  Gate 

5:30pm  -  8:00pm 

Dinner  in  the  Networking  Lounge 

TUESDAY,  MARCH  7,  2006  Registration  Open  7:30am  -  5:00pm 


7:00am  -  8:00am 

Breakfast  in  the  Networking  Lounge 

7:00am  -  8:00am 

Special  Breakfast  Presentation 

Ip  V  Paul  Glen,  Author  of  Leading  Geeks:  How  To  Manage  and  Lead  the  People 
Who  Deliver  Technology 

8:1 0am  -  8:1 5am 

Opening  Remarks 

Julia  King,  Executive  Editor,  Events  and  National  Correspondent,  Computerworld 

8:1  5am  -  9:00am 

Opening  Visionary  Address 

Scott  Griffin,  Vice  President  and  CIO, 

«  Boeing  Information  Technology 

9:00am  -  9:45am 

Panel  Discussion:  Delivering  Business  Agility  Through  IT 

Moderator:  Heather  Havenstein,  Senior  Reporter,  Computerworld 

Panelists:  Farzad  Golshani,  VP  of  IT  Infrastructure, 

Transamerica  Retirement  Services 

Mitchell  Hansen,  VP,  Enterprise  Systems  &  Services, 

Quest  Diagnostics  Incorporated 

Katherine  Busser,  CIO,  US  Card  Division,  Capital  One 

John  Fisher,  Senior  Vice  President  &  CIO,  SmithBucklin  Corp. 

Across  nearly  all  industries,  new  product  and  service  breakthroughs  depend  on  IT.  By  exploiting  Web 
services,  software  reuse  and  integration,  advanced  business  intelligence  and  security  technologies, 
wireless  networking  and  lean  and  agile  methodologies  for  project  delivery,  IT  leaders  are  enabling 
their  organizations  to  deliver  continuous  business  innovations  to  compete  on  the  leading  edge. 

9:45am  -  1 0:00am 

Networking  Break 

continued 
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I  always  appreciate 
networking  with  my  peers, 
but  this  event  gives  a 
unique  cross-industry 
perspective  ...  I  know  I’ll 
come  away  with  valuable 
‘nuggets’ ...” 


Barbara  J.  Kunkel 

CIO  and  IT  Director 
Nixon  Peabody  LLC 
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Conference  Agenda 


TUESDAY,  MARCH  7,  2006  (continued) 


1 0:00am  -  1 0:30am 


1 0:40am  -  1  1 :1 0am 
1  1 :20am  -  1  1 :50am 
Noon  -  1 2:30pm 
1 2:30pm  -  2:00pm 


Featured  Presentation 

Al-Noor  Ramji,  CIO, 

BT  Group  pic 

Concurrent  IT  End-User  Case  Studies 
Concurrent  IT  End-User  Case  Studies 
Concurrent  IT  End-User  Case  Studies 
Lunch  in  the  Networking  Lounge 


2:00pm  -  2:45pm 


Moving  Towards  the  Agile  Enterprise 


Mike  Hugos,  CIO,  Network  Services  Corp. 

^'s  no  l°n9er  about  the  technology;  it's  about 
how  well  you  use  it.  It's  no  longer  about 
squeezing  more  efficiency  from  internal  operations; 
it’s  about  how  well  you  respond  to  external  opportunities. 
Based  on  real-world  experience,  Mr.  Hugos  shows  how  to 
achieve  agility,  using  examples  from  his  own  career. 


2:45pm  -  3:30pm 


Panel  Discussion: 

The  Leadership  Agenda  -  Grooming 
Next-Generation  IT  Talent 


Moderator:  Thornton  May,  Futurist  and 
Computerworld  Columnist 
Pemelists:  Rebecca  Blalock,  Senior  Vice 
President  and  CIO,  Southern 
Company 

Wendell  Fox,  Senior  Vice 
President,  North  American 
Information  Resources  Field 
Services,  Marriott  International,  Inc. 
Bill  Regehr,  Senior  Vice  President 
of  Information  Technology, 

Boys  &  Girls  Clubs  of  America 
Jerry  Bartlett,  CIO,  Ameritrade 

Next-generation  IT  leaders  must  be  totally  in  sync  with  the 
need  to  bolster  the  top  line  by  creating  IT-enabled  products 
and  services.  They  must  understand  that  the  customer  - 
and  information  about  the  customer  -  is  an  organization's 
most  important  asset.  They  must  be  knowledgeable  about 
the  criticality  of  correctly  timing  technology  entrances  and 
exits.  They  must  understand  global  competition.  This  panel 
of  PremierlOO  honorees  discusses  how  and  why  they  have 
made  grooming  next-generation  IT  leaders  a  top  priority  on 
their  own  leadership  agenda. 


For  more  information  and  to  register,  visit  www.premier100.com  or  call  1-800-883-9090 


For  more  information  and  to  register,  visit  www.premier100.com  or  call  1-800-883-9090 


Conference  Agenda 


TUESDAY,  MARCH  7,  2006  (continued) 


3:30pm  -  3:45pm 

Networking  Break 

3:45pm  -  4:30pm 

Featured  Presentation 

4:30pm  -  5:20pm 

Closing  Visionary  Address 

5:20pm  -  5:30pm 

Closing  Remarks 

Julia  King,  Executive  Editor,  Events  and  National  Correspondent,  Computerworld 

7:00pm  -  7:30pm 

Cocktail  Reception 

7:30pm  -  9:30pm 

Gala  Evening,  “Best  in  Class”  Awards  and  Honoree  Recognition, 
Entertainment  featuring  the  political  musical  satire  troupe  -/fy- 

Golf  Outing  sponsored  by 

Fujfrsu 

Pre-Conference  Golf  Outing  -  Sunday  at  Noon 

Complimentary  for  Registered  IT  Users 

The  Pre-Conference  Golf  Outing,  taking  place  at  the  JW  Marriott  Desert 
Springs  Resort,  is  complimentary  ($165  value)  for  registered  IT  End-Users 
(other  participants,  including  sponsors  and  vendors,  may  play  on  an 
“as  available"  basis  and  are  responsible  for  all  applicable  golf  outing  expenses). 

For  details,  contact  Chris  Johnson  at  1-508-820-8652 


Golf  Exhibition 
with  Long-Drive 
Champion 
Dan  Boever 

Sunday,  10:45  -  11:30am 

Known  for  his  amazing  hitting  power  with 
virtually  any  club  in  his  bag,  Dan  will  give  you 
a  show  like  you  have  never  seen  before! 

All  Premier  1 00  attendees  are  welcome  to 
this  remarkable  presentation. 


| 


JW  Marriott  Desert  Springs  Resort 

Palm  Desert,  California 


Hotel  Reservations  and  Travel  Services 

To  reserve  your  accommodations,  visit: 

www.etcentral.com 


Global  Odysseys 

Meetings  &  Incentives 

A/'AOo,  MmM  Orvont 


If  you  have  questions  about  accommodations,  contact  Global  Odysseys  at: 

1-888-254-1597 
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IT  End-User*  Conference  Registration  Application 


7th  Annual 

COMPUTERWORLD 

1AA 


PREMIER 


1XJVJ 

IT  LEADERS 

CONFERENCE 

March  5-7,  2006 

JW  Marriott 
Desert  Springs  Resort 
Palm  Desert,  California 


Fax  this  completed  application  to  1-508-820-8254.  Or  apply  online  at:  www.premier100.com 

If  not  indicated  on  your  business  card,  please 
provide  the  following  required  information: 


Corporate  Email  Address 


Corporate  Website 

Registration  questions? 

Call  1-800-883-9090 
or  email  p100reg@computerworld.com 

Need  accommodations? 

Reserve  them  at:  www.etcentral.com 

□  Special  services  required?  (Please  attach  a  written  description) 

Would  you  like  to  receive  information  about  the  golf  outing  on  Sunday,  March  5th?  □  Yes  □  No 
Will  you  need  accommodations  at  the  Premier  1 00  IT  Leaders  Conference?  □  Yes  □  No 


Your  business  card  is 
REQUIRED 

to  process  your  application 

Please  affix  your  business  card  to  this  space  prior  to 
submitting  your  application.  Applications  submitted 
without  business  cards  will  not  be  processed. 

Questions?  Call  1-800-883-9090 


All  dollar  amounts  are  in  U.S.  funds;  registrations  include  full  access  to  all  sessions,  the  Expo  and 

Networking  Lounge,  mea|s  and  receptions.  Transportation  and  hotel  accommodations  are  your  Earlybird  Registration  Full/On-Site  Registration 

responsibility.  Computerworld  reserves  the  right  to  limit  and/or  refuse  any  registration  for  any  reason.  (through  January  20, 2006)  (after  January  20, 2006) 

□  I  am  an  IT  End-User:*  □  $1,495  □  $1,795 

*  IT  End-Users  are  defined  as  those  who  are  attending  Computerworld’s  Premier  1 00  IT  Leaders  Conference  with  an  intent  (and  an  IT  spending  budget)  to  potentially  buy/lease  hard¬ 
ware/software/services,  etc.  from  our  conference  sponsors  and  are  not  themselves  an  IT  vendor.  As  such,  account  representatives,  business  development  personnel,  analysts,  consult¬ 
ants  and  anyone  else  attending  who  does  not  have  IT  purchasing  influence  within  their  organization  are  excluded  from  the  "IT  End-User"  designation.  Interpretation  and  enforcement  of 
this  policy  are  at  the  sole  discretion  of  Computerworld.  Questions?  Please  call  1  -800-883-9090. 


NOTE:  If  you  are  not  an  IT  End-User,  you  may  register  as  a  Non-Sponsoring  Vendor 

□  I  am  a  Non-Sponsoring  Vendor:**  □$5,000  □$5,000 

**  Vendors  are  encouraged  to  participate  in  Computerworld's  Premier  100  IT  Leaders  Conference  through  sponsorship.  (Details  are  available  by  calling  Leo  Leger  at  508-820-8212  or 
John  Amato  at  508-820-8279.)  Alternatively,  vendors  (as  well  as  other  “non-IT  end-user”  professionals  as  defined  by  Computerworld),  may  apply  for  registration  at  the  “non-sponsoring 
vendor"  rate.  Determination  of  what  constitutes  a  “non-sponsoring  vendor"  registration  is  at  the  sole  discretion  of  Computerworld. 


Attendee  Profile:  (This  section  must  be  completed  in  order  to  process  your  application) 


Payment  Method 


Your  business/industry: 

□  Aerospace 

□  Manufacturing  &  Process 
Industries 

(non-computer  related) 

□  Finance/Banking/Accounting 

□  Insurance/Real  Estate/Legal 
Services 

□  Government:  Federal 
(including  Military) 

□  Government:  State  or  Local 

□  Health/Medical/Dental  Services 

□  Retailer/Wholesaler/Distributor 
(non-computer  related) 

□  Transportation/Utilities 

□  Communication  Carriers  (ISP, 
Telecomm,  Data  Comm,  TV/Cable) 

□  Construction/Architecture/ 
Engineering 

□  Data  Processing  Services 

□  Education 

□  Agriculture/Forestry/Fisheries 

□  Mining/Oil/Gas 

□  Travel/Hospitality/Recreation/ 
Entertainment 

□  Publishing/Broadcast/Advertising/ 
Public  Relations/Marketing 

□  Research/Development  Lab 

□  Business  Services/Consultant 
(non-computer  related) 

□  Mfg.  of  Computers,  Communications, 
Peripheral  Equipment  or  Software 

Your  job  title/function: 

IT  MANAGEMENT 

□  CIO,  CTO,  CSO 

□  Executive  VP,  Sr.  VP 

□  Vice  President 

□  Director 

□  Manager/Other  IT  Manager 

□  Supervisor 

BUSINESS  MANAGEMENT 

□  CEO,  COO,  Chairman,  President 

□  CFO,  Controller,  Treasurer 

□  Executive  VP,  Sr,  VP,  VP,  General 
Manager 

□  Director,  Manager 

□  Other  Corporate/Business 
Manager 


Number  of  employees  in 
your  entire  organization 
(ALL  locations): 

□  20,000  or  more 

□  10,000-19,999 

□  5,000-9,999 

□  1,000-  4,999 

□  500-999 

□  100-499 

□  50-99 

□  Less  than  50 

What  is  your  organization's 
annual  IT/IS  budget  for 
all  IT/IS  products?: 

□  $1  billion  or  more 

□  $500  to  $999.9  million 

□  $100  to  $499.9  million 

□  $50  to  $99.9  million 

□  $10  to  $49.9  million 

□  $1  to  $9.9  million 

□  $500,000  to  $999,999 

□  $250,000  to  $499,999 

□  $100,000  to  $249,999 

□  Under  $100,000 

□  None 

What  is  the  estimated 
annual  revenue  of  your 
entire  organization?: 

□  $10  Bi!lion+ 

□  $1  Billion  -  $9.9  Billion 

□  $500  Million  -  $999  Million 

□  $100  Million  -  $499  Million 

□  Less  than  $100  Million 

The  one  item  that  best 
describes  your  involve¬ 
ment  in  the  IT  purchase 
process: 

□  Authorize/approve  purchase 

□  Evaluate/recommend  products, 
brands,  vendors 

□  Specify  features/technical 
requirements 

□  Set  budget  for  expenditures 

□  Determine  need  to  purchase 

□  Create  IT  strategy 

□  All  of  the  above 

□  None  of  the  above 


What  is  your  organization’s 
MOST  mission  critical 
development/implementa¬ 
tion  project  this  year? 

□  Business  Intelligence/ 
BPM/Customer  Analytics 

□  Data  Management 

□  Mobile  &  Wireless 

□  Enterprise  Infrastructure/Data 
Center  Buildout/Consolidation 

□  Network  Infrastructure/Storage 

□  Security 

□  Application  Development  and 
Integration  (Web  services/EAl) 

□  Compliance 

What  is  your  organization’s 
SECOND-MOST  mission 
critical  development/ 
implementation  project 
this  year? 

□  Business  Intelligence/ 
BPM/Customer  Analytics 

□  Data  Management 

□  Mobile  &  Wireless 

□  Enterprise  Infrastructure/Data 
Center  Buildout/Consolidation 

□  Network  Infrastructure/Storage 

□  Security 

□  Application  Development  and 
Integration  (Web  services/EAl) 

□  Compliance 

Would  you  like  to 
receive  a  complimentary 
subscription  to 
Computerworld? 

(Personal  identifier  required 
by  our  circulation  auditer) 

□  I  already  subscribe 

□  Yes 

Please  provide  the  day  (number) 
of  the  month  of  your  birth  as  a 
personal  identifier: 


Signature  (required)  Date 

□  No 


□  Check  (checks  must  be  received  by  February  20,  2006 
payable  to:  Computerworld) 

Mail  to:  Computerworld,  Attn:  Josh  Ryan,  One  Speen  Street, 
Framingham,  MA  01701 

□  American  Express  □  VISA  □  MasterCard 
Account  Number: 


Expiration  Date: _ _ 

Card  Holder  Name: 


Signature  of  Card  Holder: 


Cancellation  Policy  (All  of  the  below  options  require  written  notificationJ 

In  the  event  of  cancellation,  the  registrant  has  three  options: 

1)  He  or  she  may  substitute  another  qualified  attendee  for 
this  conference. 

2)  He  or  she  may  transfer  this  registration  to  Computerworld’s 
2007  Premier  100  IT  Leaders  conference. 

3)  The  registration  fee  will  be  refunded,  less  a  $250  service 
charge,  if  written  notice  is  received  by  February  20,  2006. 

Please  send  cancellation  requests  via  email  to 
pi  00reg@computerworid.com 


Computerworld  reserves  the  right  to  limit  and/or  refuse  registration 
for  any  reason. 
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about  outsourcing  are  when  you  . . .  forget  to  leave  somebody  smart 
”  says  BNSF  Railway’s  JEFFREY  MclNTYdE. 


SUCCEEDING 
AT 


HOW  DO  YOU  STRIKE  a  success¬ 
ful  balance  of  in-house  and 
outsourced  IT  expertise? 
Take  some  advice  from 
the  Premier  100  IT  Leaders.  These 
days,  top  IT  executives  tend  to  keep 
strategic  IT  architecture  decisions 
close  to  home.  But  when  a  large  volume 
of  work  provides  enough  savings  to 
warrant  it,  they  hire  outside  resources 
to  execute  on  those  decisions. 

Topping  outsourcing  priority  lists,  for 
example,  are  software  coding  and  data 
center  operations.  IT  executives  reason 
that  when  such  tasks  are  a  core  com¬ 
petency  of  another  company,  it  makes 
sense  to  take  advantage  of  its  expertise 
and  economies  of  scale. 

Yet  IT  executives  quickly  note  that 
outsourcing  never  means  washing 
their  hands  of  accountability  for  out- 
of-house  work.  Rather,  it  entails  strik¬ 
ing  close  partnerships  that  are  care¬ 
fully  nurtured  and  managed. 

“The  horror  stories  you  hear  about 
outsourcing  are  when  you  hand  over 
[responsibility]  and  forget  to  leave 
somebody  smart  behind  to  manage  the 
deal,”  says  Jeffrey  McIntyre,  assistant 
vice  president  of  technology  services 
at  BNSF  Railway  Co.  in  Fort  Worth, 
Texas. 

BNSF  outsources  its  data  center  and 
IT  operations,  including  help  desk  and 
desktop  support,  to  IBM  Global  Servic¬ 
es.  It  takes  advantage  of  IBM’s  volume 
discounts  on  equipment  and  gets  its 
software  refreshed  every  three  years 
as  part  of  the  package. 

A  team  in  the  BNSF  IT  department 
focuses  on  managing  the  IBM  rela¬ 
tionship,  which  includes  monitoring 
resource  consumption,  managing  costs 
and  verifying  that  service-level  agree¬ 
ments  are  met.  The  oversight  team  at 
BNSF  is  led  by  a  director,  who  oversees 
managers  assigned  to  separate  technol¬ 
ogies.  The  managers  are  each  assisted 
by  one  or  two  senior  technical  staffers. 

“This  level  of  oversight  prevents 
‘value  leakage’  from  our  relationship 
with  IBM,”  says  McIntyre. 


IT  leaders  advise  going  outside  for  high-volume, 
repeatable  processes,  by  joanie  wexler 


Chicago-based  eCollege,  a  provider 
of  technology  products  and  services 
to  the  higher-education  community, 
keeps  even  tighter  management  con¬ 
trol.  It  views  its  offshore  software 
development  relationship  with  Virtusa 
Corp.  in  Sri  Lanka  as  an  extension  of 
its  own  staff  —  minus  the  payroll,  hir¬ 
ing  and  firing  duties. 

“I  [told]  my  in-house  developers 
that  they  have  a  bunch  of  [offshore] 
colleagues  to  help  them  create  more 
than  what  they  could  do  alone,”  says 
Mark  Resmer,  former  corporate  chief 
technology  officer  at  eCollege,  who 
located  two  management  employees  at 
the  Sri  Lanka  site.  (Resmer  recently  left 
eCollege  to  become  CTO  at  Whitney 
University  in  Dallas.) 

“We  [retained]  continuous  oversight, 
beginning  to  end,  in  design,  develop¬ 
ment,  QA  and  deployment,”  Resmer 
says.  Virtually  doubling  the  size  of 
the  development  organization  at  what 
he  describes  as  “a  very  modest  incre¬ 
mental  cost”  enabled  the  company  to 
release  many  new  revenue-generating 
products  that  would  otherwise  still  be 
in  development,  he  says. 

BEATING  THE  ODDS 

Deloitte  Consulting  LLP  earlier  this 
year  conducted  a  study  of  25  global 
companies  with  average  annual  rev¬ 
enues  of  $50  billion  and  an  average  of 
60,000  employees  and  found  that  the 
general  outsourcing  failure  rate  was 
more  than  70%. 

Peter  Lowes,  a  Deloitte  partner  and 
leader  of  the  company’s  outsourcing 
advisory  practice,  says  failures  usually 
occur  when  a  company  doesn’t  take 
advantage  of  repeatable  processes  that 
scale  across  multiple  customers. 

Failures  are  most  common  when 
companies  strike  a  single  complex  deal 
with  one  large  provider  that  is  custom¬ 
ized  for  that  company,  he  says.  “It’s 
smarter  to  break  down  complex  proj¬ 
ects  into  deals  with  multiple  providers 
who  focus  on  the  one  thing  they  do 
really  well,”  Lowes  says. 

Lowes  describes  the  new  compe¬ 
tency  in  IT  organizations  as  “managing 
a  portfolio  of  suppliers  in  an  integrated 
fashion.”  He  adds  that  he  usually  sees  a 
progression  of  successfully  outsourced 
functions.  They  tend  to  begin  with 
legacy  application  support  activities 
and  often  move  from  there  to  porting 
applications  from  one  computing  sys¬ 
tem  to  another,  then  to  standardized 
feature  updates.  The  last  step  is  hand¬ 
ing  off  market-facing  requirements, 
Lowes  says. 


Continued  on  page  52 
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Managing 
Relationships 
And  Contracts 


IF  MANAGED  CREATIVELY,  outsourcing 
agreements  can  result  in  savings  above 
and  beyond  reduced  head  count. 

For  example,  Jeffrey  McIntyre,  assis¬ 
tant  vice  president  of  technology  services 
at  BNSF,  contracted  with  IBM  to  feed  the 
railroad  granular  operational  cost  infor¬ 
mation  that  would  allow  it  to  have 
an  internal  chargeback  system.  BNSF 
didn’t  implement  one  but  instead  uses 
it  as  a  “showback”  system.  Now  that 
BNSF  developers  can  see  exactly  what 
the  IT  infrastructure  is  costing  the 
company,  they  “have  gotten  competitive 
and  looked  to  make  applications  more 
efficient  by  tuning  them  and  saving  the 
company  money,”  McIntyre  says. 

At  Network  Services,  CIO  Michael 
H.  Hugos  requires  developers  to  work 
on  a  fixed-bid  basis.  “This  separates 
the  wheat  from  the  chaff,”  he  says.  “If 
they’re  not  willing  to  do  it,  they  either 
don’t  understand  [the  project],  which  we 
can  discuss,  or  they’re  incompetent.” 

He  says  the  IT  industry  can  learn  a 
lot  by  examining  the  practices  of  the 
construction  industry,  which  works  on 
a  fixed-bid  basis  and  executes  change 
orders  as  projects  evolve. 

Hugos  says  he  looks  to  strike  long-term 
relationships  with  outsourcing  partners 


in  which  both  partners  have  made  an 
investment.  He  advises  that  “you  make 
sure  your  outsourcing  partner  is  making 
money.  I’ve  noticed  that  when  people 
aren’t  making  money,  they  don’t  have  a 
lot  of  incentive  to  be  responsive.” 

How  do  on-site  IT  staffs  gain  the  man¬ 
agement  expertise  needed  to  manage 
outsourcing  relationships? 

Deloitte  Consulting  partner  Peter  Lowes 
advocates  a  setup  similar  to  what  CTO 
Mark  Resmer  put  in  place  at  eCollege 
-  having  staffers  work  at  the  remote 
outsourcing  site,  side  by  side  with  their 
outsourcing  colleagues,  in  six-month 
rotations,  and  vice  versa. 

In  addition,  Lowes  notes  that  manage¬ 
ment  success  is  related  to  the  amount 
of  savings  to  be  had  by  the  outsourcing 
deal.  When  you  save  a  lot,  you  can  afford 
to  reinvest  in  managing  the  relationship. 
For  example,  the  Tier  1  offshore  software 
developer  companies  are  usually  at  a 
CMM  Level  5,  while  U.S.  companies  are 
more  often  at  CMM  Level  1.  Lowes  says 
that  if  companies  can  reinvest  the  money 
they’ve  saved  by  outsourcing  to  bring 
themselves  up  to  a  CMM  Level  3,  this  will 
help  greatly  in  bringing  them  onto  the 
same  page  as  their  outsourcing  partners. 

-  JOANIE  WEXLER 


Continued  from  page  50 

WHEN  IS  IT  WORTH  IT? 

This  year’s  Premier  100  IT  Leaders 
seem  to  be  learning  the  appropriate 
balance  for  outsourcing  and  in-house 
work.  For  example,  Michael  H.  Hugos, 
CIO  at  Network  Services  Co.,  an 
$8.2  billion,  84-company  cooperative 
based  in  Mount  Prospect,  Ill.,  out¬ 
sources  new-systems  development  and 
security  audits.  But  he  won’t  go  off¬ 
shore  for  software  work  without  saving 
at  least  $500,000. 

“You  need  a  certain  scale  to  over¬ 
come  the  logistics  and  communica¬ 
tions  issues  that  arise,”  says  Hugos, 
whose  company  provides  IT  resources 
and  services  for  nationwide  distribu¬ 
tors  of  food-service  items,  janitorial 
supplies  and  printing  paper. 

He  explains  that  there  are  signifi¬ 
cant  time  lags  associated  with  sending 
specifications  and  code  back  and  forth 


around  the  world  to  conduct  testing. 

“It  all  takes  longer  than  if  you’re  in  the 
same  room,”  he  says.  “There’s  a  cost 
associated  with  that.” 

Hugos  says  his  philosophy  is  to  keep 
IT  architectural  skills  in  house,  because 
basic  hardware,  software  and  operating 
system  choices  are  “strategic  decisions 
that  we  have  to  live  with.  But  analysis 
and  design  work  can  go  outside.” 

McIntyre  says  that  BNSF  determined 
that  it  would  save  on  capital  expenses 
with  its  IBM  deal,  and  although  its  op¬ 
erating  expenses  would  increase,  there 
would  be  a  net  savings  of  at  least  10%. 

BNSF  also  outsources  about  half  of 
its  application  development  to  three 
offshore  companies. 

“We  felt  we  could  learn  something 
from  them,  because  they  are  all  [Capa¬ 
bility  Maturity  Model]  Level  5,  which  is 
the  price  of  admission  for  offshore  de¬ 
velopment  companies,”  McIntyre  says. 
“They’re  the  best  at  this  work,  because 


this  is  their  core  business.” 

CMM  is  a  quality  metric  for  evaluat¬ 
ing  and  measuring  the  maturity  of  the 
software  development  process  of  orga¬ 
nizations  on  a  scale  from  1  to  5,  with  5 
meaning  that  the  process  is  optimized. 

WHAT  NOT  TO 
OUTSOURCE 

The  one  thing  eCollege  doesn’t  out¬ 
source  and  says  it  never  will  is  its  call 
center.  While  call  centers  are  tradition¬ 
ally  a  prime  outsourcing  candidate  for 
many  companies,  eCollege  runs  a  “pri¬ 
vate-label,”  in-house  help  desk  service 
that  it  views  as  strategic  to  its  business. 

“Part  of  [eCollege’s]  value  proposi¬ 
tion  is  quality  of  the  student  experi¬ 
ence,”  Resmer  explains.  That  customer 
service  is  paramount  to  eCollege,  and 
the  company  is  best  equipped  to  pro¬ 
vide  that  itself.  “I’m  a  true  believer  in 
outsourcing,  but  you  have  to  outsource 
wisely,”  he  adds. 

Lowes  points  out  that  you  can’t 
outsource  regulatory  compliance.  He 
advises  having  a  chief  security  officer 
focused  on  security  requirements  that 
apply  to  the  outsourced  community, 
such  as  policies  for  access  control. 

“For  example,  it’s  a  violation  of  the 
Sarbanes-Oxley  Act  Section  404  if  you 
don’t  know  where  your  software  is  be¬ 
ing  developed  or  if  your  outsourcer  has 
further  outsourced  your  development 
to  someone  else,”  Lowes  warns. 

OFFSHORE 

CONSIDERATIONS 

It  is  now  traditional  in  the  IT  industry 
to  send  software  development  offshore, 
particularly  to  India. 

“But  in  the  past,  we  have  gotten  our 
fingers  burned  many  times,”  says  Res¬ 
mer,  who  insists  that  outsourcing  staff¬ 
ers  become  part  of  his  own  corporate 
culture  in  terms  of  how  they  work  and 
when  they  deliver.  In  other  words,  Res¬ 
mer  expects  the  outsourcer  to  follow 
its  partner’s  own  business  processes 
and  internal  deadlines,  even  though 
workers  are  technically  employed  by 
another  company. 

“[Otherwise],  you  might  get  back 
a  project  that  does  some  things  right 
but  not  the  main  things.  There  are 
fundamental  and  cultural  disconnects 
in  understanding  business  needs,” 
Resmer  says. 

To  make  the  relationship  successful, 
eCollege  advocates  close  integration 
between  each  executive  level  at  the 
two  companies.  CEOs,  CTOs,  project 
managers,  developers  and  others  at 
both  companies  should  remain  closely 
aligned  as  co-workers  with  their 
counterparts  at  the  other  company 
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QUICK-HIT  TIPS 

when  you  will  save  at 
least  enough  to  pay  for  managing 
the  outsourcing  relationship. 

custom¬ 
ized  relationships  with  a  single 
outsourcer. 

Break  complex  projects  into 
smaller  ones  and  outsource  them  to 
multiple  specialists  in  those  areas. 

service-level 
agreements  that  can  be  measured. 

Retain  internal  controls  over 
outsourced  work  so  as  not  to  violate 
compliance  mandates. 

Consider  ap;  a  chief  se¬ 

curity  officer  focused  on  security 
requirements  that  apply  to  the  out¬ 
sourced  community. 

you  and  your 

outsourcing  partners  have  signifi¬ 
cant  monetary  stakes  in  the  deal  in 
order  to  ensure  attentiveness  to  the 
relationship. 


SOURCES:  COMPUTERWORLD  PREMIER  100 
HONOREES;  DELOITTE  CONSULTING 

at  all  times,  Resmer  says. 

And  there’s  one  more  obstacle  to 
consider.  McIntyre  says  BNSF  Railway 
heard  the  familiar  grumblings  from 
employees  and  communities  that  it’s 
un-American  to  send  work  offshore. 

He  points  out,  though,  that  the  railway 
hasn’t  laid  off  a  single  employee.  Pre¬ 
viously,  he  adds,  the  company  used 
expensive  contractors,  many  of  whom 
weren’t  interested  in  converting  to  full¬ 
time  employment.  The  reason,  in  part, 
was  that  they  had  no  competition. 

Now,  McIntyre  says,  many  of  those 
contractors  have  converted  to  full-time 
employment. 

A  WINNING  FORMULA 

There  isn’t  an  exact  recipe  for 
successful  outsourcing.  But  among 
the  ingredients  is  keeping  strategic 
decision-making  at  home  while  sending 
out  tasks  that  constitute  the  core  com¬ 
petency  of  the  partner  company.  Part¬ 
ners  should  be  able  to  perform  tasks  in 
large  volume  using  scalable,  repeatable 
processes  that  lead  to  across-the-board 
savings  for  many  customers. 

IT  leaders  underscore  that  while 
a  “set  and  forget”  approach  would  be 
convenient,  leaving  a  partnership  un¬ 
managed  is  a  death  knell  to  outsourc¬ 
ing  projects.  Successful  sourcing,  in 
contrast,  requires  an  IT  department  to 
consider  its  outsourcing  partner  as  an 
extension  of  its  staff  minus  much  of  the 
overhead,  with  staff  managed  and  proj¬ 
ect  results  measured  accordingly.  * 


Wexler  is  a  freelance  writer  in  Cali¬ 
fornia’s  Silicon  Valley.  Contact  her  at 
joanie@jwexler.com. 


WE  WANT 


YOUR  PAIN 


Honestly. 

You  didn't  get  into  this  business  to 
be  the  e-mail  police.  You  got  into  it  to 
do  cutting-edge  stuff.  To  make  all  kinds 
of  big  things  happen. 

The  fact  is,  the  old  ways  of  securing 
your  company’s  e-mail  aren’t  cutting  it 
anymore.  They  chew  up  money  and  hours. 
They  eat  careers.  It’s  time  for  something 
new.  Not  just  for  big  businesses,  but  for  any 
size  business.  Not  just  for  this  platform  or 
that.  And  certainly  not  by  making  already 
overworked  IT  people  run  CDs  from 
PC  to  PC  during  virus  frenzies. 

It’s  time  for  e-mail  security  as  a  service. 

Starting  at  $1.80  per  e-mail  address, 
per  month,  IBM  Express  e-mail  security 
service  filters  out  spam  and  intercepts 
viruses,  pornography  and  malware 


before  they  ever  get  to  your  network. 
And,  because  it’s  a  service,  you  don't 
have  to  buy,  upgrade  or  manage  any 
software  or  hardware. 

Security  goes  from  chronic  fear  to 
IBM-grade  reassurance.  Licensing  and 
upgrades  become  a  thing  of  the  past. 
So  do  unplanned  costs.  Three  less 
things  to  worry  about.  Just  like  that. 
For  any  size  company. 

Soon,  everyone  will  buy  security  as 
a  service.  To  help  you  get  there,  you  can 
try  IBM  Express  e-mail  security  service 
at  no  charge  for  30  days*.  And  from  just 
$1.80  per  e-mail  address,  per  month. 
Now  that’s  the  kind  of  cost  you  can 
actually  talk  to  management  about. 

To  learn  more,  call  1-866-239-4143  or 
visit  ibm.com/husinesscenter/security47 


30  DAY  TRIAL.  CALL  1-866-239-4143 


IBM,  the  IBM  logo  and  Express  are  registered  trademarks  or  trademarks  ol  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries  Other  company,  product  and  service  names  may  Ire  trademarks  or  service 
marks  ot  others.  Product  available  in  the  United  States  and  Canada.  ‘Five  days’  prior  written  notice  to  IBM  is  required  in  order  to  cancel  the  Service  during  the  30-day  no-charge  period.  This  service  delivers  remote  e-mail  screening  only.  Other 
services  required  to  complete  a  total  security  solution  are  available  from  IBM  but  are  not  included  under  this  offering.  Registered  domain  required.  $1 .80  is  based  on  225  to  499  addresses  Minimum  order  is  25  addresses  at  a  per  address  price 

of  $2.00.  ©2005  IBM  Corporation.  All  rights  reserved. 


KEN  BOHLEN.  executive  vice  president 
and  chief  innovation  officer,  Textron  Inc,, 
Fort  Worth,  Texas 


ROBERT  S.  AUTOR  executive  vice  presi 
dent  and  CtO,  Saliie  Mae,  Restart  Va. 
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REBECCA  A.  BLALOCK  senior  vice  presi 
dent  and  CtO  Southern  Con  p  my  Si  rviu's  ■ 
Inc,,  Atlanta 


WHERE  THEY’RE  FROM 


The  most  represented  states: 


Virginia  13 

Illinois  12 

Texas  10 

New  York  7 


KEY  IT  STAFFING  FACTS 


Average  size 
of  IT  staff 


1,419 


Average  size  of  IT  staff  for  which  . 
each  honoree  is  responsible  781 


Increased  their  staff  size 

in  the  past  year  44*%> 

Decreased  their  staff  size 

in  the  past  year  20% 

Had  no  change  in  their 

staffing  size  36*70 


REBECCA  A.  BLALOCK: 


Rebecca  “Becky”  A. 
Blalock,  49,  is  corporate 
CIO  and  senior  vice 
president  at  Southern 
Co.  in  Atlanta.  A  27-year  veteran  of  the 
$12  billion  energy  company,  Blalock’s 
first  IT  job  was  as  one  of  Southern’s 
five  regional  CIOs,  at  subsidiary  Geor¬ 
gia  Power  Co.  She  recently  presided 
over  Project  LightNet,  a  communica¬ 
tions  network  overhaul  that’s  expected 
to  save  the  company  $78  million  over 
10  years.  She  talked  recently  with  Com- 
puterworld’ s  Gary  H.  Anthes. 

You  started  out  at  Southern  Co.  in  finance 
and  accounting  and  spent  12  years  there. 

How  did  you  end  up  in  IT?  I  never  antici¬ 
pated  I’d  be  in  IT.  I  had  been  singled 
out  for  my  contributions  to  the  com¬ 
pany  and  made  assistant  to  the  CEO  at 
Georgia  Power.  I’d  been  in  that  position 
for  six  months  when . . .  the  CEO  came 


into  my  office  and  offered  me  the  CIO 
job  [at  Georgia  Power],  I  was  shell¬ 
shocked  because  I  didn’t  even  know 
what  a  CIO  did.  But  he  said,  “Yeah,  but 
you  know  a  lot  about  information.”  He 
was  frustrated  because  he  was  having  a 
very  hard  time  getting  the  information 
he  needed  to  run  the  business. 

You  immediately  had  650  people  in  IT  un¬ 
der  you.  Didn’t  you  feel  handicapped  having 
no  technical  background?  It  became  more 
of  a  job  about  leadership  than  about  be¬ 
ing  a  technical  expert.  What  I  did  was 
a  lot  of  reverse  coaching,  and  I  do  that 
today.  I  go  to  the  technical  experts  on 
my  team,  and  they  come  up  and  spend 
a  lot  of  one-on-one  time  teaching  me. 
You  can’t  go  get  a  textbook  on  this  stuff 

—  it’s  changing  too  fast.  Also,  I  have  a 
wonderful  peer  group  here  in  Atlanta 

—  at  Coca-Cola,  GE,  Atlanta  Power  & 

Continued  on  page  58 


“I  always  tell  young  people,  sometimes  the  quickest  way  to  the  top 
is  not  straight  up,”  says  Southern  Co.  CIO 


Gravity- defying  results 


Enterprise  Data  Warehousing 
from  Teradata  enables  real 
business  growth. 


The  tools  to  break  through.  The  tools  to  improve 
performance.  The  tools  to  succeed.  That's  what 
enterprise  data  warehouses  from  Teradata  delivei 
By  centralizing  and  leveraging  data  across  your 
organization,  Teradata  will  give  you  the  single, 
integrated  view  of  your  operations  to  make  better, 
faster  business  decisions.  That's  why  six  of  the  top 
ten  most  admired  global  companies  already  use 
Teradata.  And  that's  why  you  should  too. 


Teradata.com 


You’ve  never  seen  your  business  like  this  before. 


a  division  of  NCR 


Teradata  and  NCR  are  registered  trademarks  of  NCR  Corporation.  ©2005  NCR  Corporation. 


EMC2 

where  information  lives 


Fr:  planning  for  the  next  glitch 


To:  planning  for  the  next  decade 


EMC  HAS  EVERYTHING  YOU  NEED  TO  MANAGE  YOUR  INFORMATION  EFFECTIVELY.  Get 

more  out  of  your  IT  resources  with  EMC.  From  world-class  services  and  solutions  to 
open  software  and  proven  systems,  EMC  provides  tight  integration  for  full  compatibil¬ 
ity  with  your  existing  infrastructure.  So  you  can  manage  your  information  across  its 
entire  lifecycle  while  you  manage  your  budget.  To  learn  more,  visit  www.EMC.com. 


EMC2,  EMC,  and  where  information  lives  are  registered  trademarks  of  EMC  Corporation.  ©  Copyright  2004,  2005.  EMC  Corporation. 
All  rights  reserved. 
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If  you  wonder  what  Bill  Gates,  John  Chambers,  Art  Coviello  and  Scott  McNealy  are  doing  this  February, 
wonder  no  more.  RSA  Conference  2006  features  more  than  275  exhibitors,  200  classes  and  over  14,000 
attendees  in  search  of  the  latest  techniques  and  tools  from  the  best  and  brightest  information  security 
professionals.  If  your  job  involves  information  security,  RSA  Conference  2006  is  the  best  place  on  the 

planet  for  education,  empowerment  and  enlightenment. 


Register  by  January  15  and  save  $400  off  the  standard  registration  rate 

www.rsaconference.com 


McENERY  CONVENTION  CENTER 


FEBRUARY  13-17 
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Microsoft 
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LEADER  DO-OVER 


Hlf  I  had  my  career  to  do  all 
over  again,  I  would  have 
gotten  more  diverse  experi¬ 
ence  earlier  in  my  career.  I  was  al¬ 
ways  looking  for  opportunities,  but 
it  was  hard  to  branch  out  into  other 
disciplines.  After  working  in  ac¬ 
counting  and  finance  for  12  years, 
my  labor  grade  got  in  the  way  of 
some  opportunities.  Eventually,  I 
took  a  salary  cut  to  move  into  an¬ 
other  organization.  I  now  wish  I  had 
been  able  to  do  that  earlier. 

REBECCA  A.  BLALOCK,  SENIOR  VICE 
PRESIDENT  AND  CORPORATE  CIO, 

SOUTHERN  CO.,  ATLANTA 


Continued  from  page  54 
Light  and  Georgia  Pacific.  I  can  pick  up 
the  phone  and  ask  my  peers  to  help  me 
with  anything,  and  they  are  there. 

What  was  your  role  in  the  LightNet  project? 

I’m  the  one  who  has  to  go  and  get  the 
money  for  these  things.  I  had  to  con¬ 
vince  the  business  that  we  had  to  make 
the  investment  in  the  infrastructure. 

Was  that  hard?  No,  the  IT  organization 
has  a  good  bit  of  credibility  here.  It’s  be¬ 
cause  we  understand  the  business.  A  lot 
of  times,  IT  groups  try  to  communicate 
with  the  business  in  IT  terms  instead  of 
their  terms.  They  don’t  understand  that, 
so  they’re  seen  as  a  cost  center. 

Between  finance  and  IT,  you  did  a  stint  in 
economic  development.  How  did  that  hap¬ 
pen?  I’d  always  been  fascinated  by  that. 
I  took  a  two-grade  demotion  for  a  job 
in  Georgia  Power’s  economic  develop¬ 
ment  office.  I  always  tell  young  people, 
sometimes  the  quickest  way  to  the  top 
is  not  straight  up.  I’ve  had  12  jobs  in 
seven  different  functional  areas,  and 
I’ve  taken  three  laterals. 

That’s  pretty  brave.  I’m  a  very  adaptable 
person.  I’m  a  risk-taker,  and  I’m  not 
afraid  of  change. 

What’s  your  next  step?  I  love  being  in  IT. 
In  my  wildest  dreams  I  never  thought 
I’d  be  this  happy  in  a  job,  and  I  can’t 
imagine  going  anywhere  else.  But  I 
have  five  possible  successors  —  all  five 
of  my  regional  CIOs. 

What  advice  will  you  give  your  successor? 

First,  learn  the  technology  trends.  Sec¬ 
ond,  learn  the  needs  of  the  business  and 
how  IT  can  address  them.  Third,  build 
your  public-speaking  skills.  Be  very  pub¬ 
lic  in  speaking  out  about  the  great  things 
that  are  going  on  in  this  company.  * 


TERRY  P.  BROOKS: 

Multitask  Juggler 


Terry  P.  Brooks,  51, 

division  manager  of 
information  services 
at  Yamaha  Motor  Cor¬ 
poration  U.S.A.,  is  al¬ 
ready  thinking  through 
IT  issues  before  most 
people  are  out  of  bed. 
Here’s  what  a  typical 
day  looks  like  for  this 
IT  leader,  who  man¬ 
ages  about  125  people  and  is  responsible 
for  long-term  IT  strategy  at  Yamaha. 

6  A.M. 

Up  bright  and  early.  Brooks  says  he  does 
some  of  his  best  thinking  in  the  shower. 
“I  joke  about  the  shower  thing,  but  it 
really  does  work.  A  lot  of  stuff  is  perco¬ 
lating  in  your  mind,  and  you  just  need 
that  isolation  to  gather  your  thoughts 
together,”  says  Brooks.  His  25-minute 
drive  to  work  offers  more  time  to  reflect. 

8:30  A.M. 

At  his  Cypress,  Calif.,  office,  Brooks 
begins  his  morning  by  checking  the  100 
to  150  e-mails  he  receives  every  day. 

He  opens  and  reads  the  important  ones, 
responding  to  them  throughout  the  day. 


Some,  he  just  doesn’t  get  to. 

“E-mail  is  a  fundamental  part  of  the 
business,”  he  says.  “I  think  part  of  the 
reason  is  that  we're  a  Japanese  com¬ 
pany,  and  when  things  are  written  down, 
it’s  much  easier  to  make  sure  there’s 
some  level  of  understanding  because  of 
the  language  barrier.  When  something  is 
written  down,  the  English-limited  mem¬ 
bers  of  the  company  get  a  chance  to 
read  through  it  three  or  four  times  and 
figure  out  what  it  really  means.” 

After  handling  e-mail,  Brooks  deals 
with  various  issues,  including  the  com¬ 
pany’s  midterm  and  five-year  IT  vision 
plan.  He  also  devotes  anywhere  from 
three  to  eight  hours  a  week  to  budget 
matters.  But  mostly  his  job  is  to  facili¬ 
tate  the  operation  by  providing  guidance 
and  support  to  business  managers. 

“I  try  not  to  be  on  the  front  line  of 
fighting  fires  unless  they’re  already  el¬ 
evated  to  some  kind  of  executive  level,” 
he  says.  “Most  of  the  time,  my  people 
know  what  to  do.  They  don’t  need  me 
hounding  them  to  see  whether  they’ve 
done  it  or  not.” 

NOON 

At  lunchtime.  Brooks  usually  goes  out 


for  a  sandwich,  which  he  brings  back  to 
the  office  to  eat  at  his  desk. 

3  PM. 

There’s  no  such  thing  as  a  typical 
afternoon  for  Brooks,  who  says  one 
of  his  biggest  challenges  is  switching 
between  wildly  different  tasks.  One 
minute,  he  may  be  dealing  with  a  low- 
level  problem  such  as  a  decision  about 
whether  a  particular  employee  should 
get  a  laptop,  and  the  next  minute,  he’s 
talking  to  a  company  vice  president  or 
president  about  how  systems  can  help 
the  company’s  sales  programs.  And  then 
he  may  have  to  deal  with  an  employee’s 
personal  health  situation. 

“That’s  the  real  challenge  -  being  able 
to  change  gears  all  the  time,”  he  says. 

NIGHT  SHIFT 

Brooks  says  he  tries  not  to  deal  with 
vendors  or  the  press  during  the  regular 
workday  because  that  can  become  a 
distraction.  Instead,  he  tries  to  set  aside 
some  time  on  Fridays  to  deal  with  exter¬ 
nal  matters,  he  says. 

“I’m  focused  on  delivering  what  we’ve 
committed  to.  We’ve  been  really,  really 
busy  the  past  two  or  three  years,  so  my 
day  is  pretty  full,”  says  Brooks,  who 
turns  out  the  light  and  heads  for  home 
sometime  between  6:30  and  8:30  p.m., 
most  likely  doing  some  more  strategic 
thinking  on  the  way. 
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IT  LEADERS  2006 


■  JULIE  F.  BUTCHER,  vice  president  of  informa¬ 
tion  technology,  MDC  Holdings  Inc.,  Centennial, 
Colo. 


■  LAYNOLYN  M.  CAPERS,  vice  president,  United 
Parcel  Service  Inc.,  Timonium,  Md. 


■  BARBARA  D.  CARLINI,  North  America  CIO, 
Diageo  North  America  Inc.,  Norwalk,  Conn. 


■  ANDRES  E.  CARVALLO.  CIO,  Austin  Energy, 
Austin,  Texas 


■  OUY  CHIARELLO,  CIO  and  CTO,  Morgan 
Stanley  Securities:  Morgan  Stanley,  New  York 


■  KATHY  J.  CLAYPATCH.  director,  online  IT  op¬ 
erations,  University  of  Phoenix  Online,  Phoenix 


■  HAP  M.  CLUFF,  director  of  IT,  city  of  Norfolk,  Va. 


■  GEOROE  F.  COULTER,  vice  president,  CIO,  The 
AES  Corp.,  Arlington,  Va. 


■  HELEN  Z.  COUSINS,  senior  vice  president  and 
CIO,  Dex  Media  Inc.,  Englewood,  Colo. 


■  JAY  C.  CROTTS,  CIO,  Shell  Lubricants/B2B, 
Royal  Dutch  Shell  PLC,  London 

CAREER  ADVICE 

The  most  valuable  pieces  of  career 
advice  I've  ever  received  center 
around  respect  and  integrity.  Specifically, 
treat  everyone  -  at  all  levels  -  with  respect 
. . .  especially  when  delivering  difficult  mes¬ 
sages.  I’ve  also  learned  that  maintaining  a 
healthy  work-life  balance  can  be  the  differ¬ 
ence  between  short-  and  long-term  success. 

OUY  CHIARELLO.  CIO  AND  CTO,  MORGAN 
STANLEY  SECURITIES;  MORGAN  STANLEY 


I  once  did  not  recognize  a  sig¬ 
nificant  political  undercurrent  on  a 
project,  and  I  offered  a  steadfast  position 
that  was  counter  to  an  important  advocate 
of  mine.  This  individual  was  key  to  the  suc¬ 
cess  of  a  project  I  had  sponsored.  The  re¬ 
sult  was  that  I  had  unwittingly  undermined 
him,  causing  damage  to  his  credibility.  If 
I  could  yet  back  to  that  situation.  I  would 
have  mad  e!  abso  lu  tely  certain  that  all  diffe  r¬ 
ences  were. investigated  and  resolved  prior 
to  bringing  them  to  the  table. 

FRED  R.  3ANBACK.  VICE  PRESIDENT. 
GLOBAL  TEChNOLOGY:  XL  GLOBAL 
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■  FRED  R.  DANBACK,  vice  president,  global  tech¬ 
nology,  XL  Global  Services  Inc.,  Stamford,  Conn. 


■  NIDA  S.  DAVIS,  chief  architect,  Federal  Re¬ 
serve  System,  Richmond,  Va. 


■  PAUL  M.  DE  ORAAFF,  chief  information  se¬ 
curity  architect,  The  Depository  Trust  &  Clearing 
Corp.,  New  York 
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»  Remote  users  calling  it  quits?  You  need  Secure  and  Assured  application  acceleration, 
only  from  Juniper  Networks.  It  means  superior  application  delivery  and  performance  for 
all  users  -  employees,  customers  and  partners.  Plus  increased  control,  and  improved 
productivity.  For  more  info,  visit  www.juniper.net/appaccel 


888-JUNIPER  (888-586-4737) 


JULIE  F.  BUTCHER: 


Master  Organizer 


For  Julie  F.  Butcher,  vice 
president  of  IT  at  home 
builder  MDC  Holdings 
Inc.  in  Centennial,  Colo., 
the  day  starts  early  and  ends  late,  with 
few  quiet  moments  in  between.  Here’s  an 


inside  look  at  a  day  in  the  life  of  one  of  the 
country’s  top  CIOs. 

7  A.M. 

A  typical  day  starts  with  a  stack  of  pa¬ 
perwork  -  purchase  requests,  project 


documentation,  expense  reports  and  the 
like.  And  with  an  IT  staff  of  145  and  28 
divisions  across  the  country  to  support, 
there’s  plenty  of  it. 

Today,  however,  the  paperwork  will  have 
to  wait.  Butcher  is  informed  that  there’s  a 
virus  outbreak  to  contend  with.  “The  first 
thing  we  do  is  pull  everyone  together,” 
she  says.  The  IT  staff  goes  over  the  dam¬ 
age  and  possible  corrective  measures. 
Generally,  there’s  at  least  one  fire  to  put 
out  every  week,  Butcher  notes. 

9  A.M. 

The  rest  of  the  morning  is  devoted  to 
meetings.  Butcher  says  that  about  50% 
of  the  meetings  she  attends  are  related  to 
day-to-day  operations  and  project  man¬ 
agement  issues.  “Looking  at  the  bigger 
picture  is  the  hardest  thing,”  she  says. 

Once  a  week,  though,  Butcher  meets 
with  company  directors  and  uses  a  por¬ 
tion  of  that  time  to  look  further  out.  And 
usually  once  a  month,  the  IT  staff  “buries 
itself  in  a  room  for  a  couple  days”  to  dis¬ 
cuss  long-term  strategic  plans,  she  says. 
“We  don’t  talk  about  the  hre  of  the  day.” 

NOON 

At  lunchtime,  Butcher  puts  in  an  order  at 
the  nearby  sandwich  shop.  She  occasion¬ 
ally  goes  out  for  a  working  lunch  with 
company  directors,  team  members  or 
vendors,  but  she  says  she  likes  to  spend 
at  least  part  of  the  afternoon  in  her  office 
with  the  door  open  so  “folks  can  drop  by.” 

“It  allows  me  to  interact  with  my  team,” 
Butcher  notes.  The  discussion  may  be 
around  a  new  IT  project  or  a  new  car 
someone  just  bought.  “My  favorite  thing 
is  when  they  come  to  me  and  say,  ‘I  have 
this  issue,’  ”  Butcher  says.  “I  like  those 
brief  opportunities  to  coach.” 

3  P.M. 

Butcher  spends  the  remainder  of  the 
afternoon  in  more  meetings.  Those  may 
include  contract  negotiations,  one-on-one 


The  worst  decision  I’ve 
made  in  my  career  was 
leaving  a  position  and 
a  company  that  I  adored  for  the 
potential  of  huge  financial  gains 
through  stock  options,  thinking 
that  the  position  would  open 
many  more  opportunities  for  me 
and  my  family.  The  new  posi¬ 
tion  was  boring,  the  company 
culture  conflicted  with  my  core 
values,  and  ultimately,  the 
options  were  worthless. 

VICE  PRESIDENT  OF  IT, 

MDC  HOLDINGS  INC .  CENTENNIAL.  COLO 


discussions  with  direct  reports,  Sarbanes- 
Oxley  reviews  or  budget  planning  sessions. 

And,  of  course,  there’s  e-mail  to  deal 
with,  but  that  happens  mostly  after 
Butcher  gets  home  and  starts  her 
“second  shift.” 

NIGHT  SHIFT 

“I  try  to  leave  work  early  enough  to  spend 
time  with  my  family,”  Butcher  explains. 
After  her  children  finish  their  homework, 
typically  around  8  p.m.,  Butcher  starts  up 
her  PC  and  tackles  the  200-plus  e-mails 
she  receives  every  day  -  a  big  chunk  of 
them  from  vendors.  “I  stay  in  touch  with 
vendors  as  much  as  I  can,  but  that  needs 
to  be  managed  well,”  she  says.  “It  can 
become  overwhelming.” 

But  the  biggest  everyday  challenge, 
Butcher  says,  is  keeping  people  focused 
on  providing  quality  service  and  delivering 
what  the  business  needs. 

“On  any  given  day,  with  100-plus 
people,  anyone  could  be  down,  tired,  frus¬ 
trated,”  she  says.  “I  try  to  be  consistent 
and  keep  an  even  temperament.  If  you 
leave  blanks,  people  will  fill  them  -  and 
not  always  with  something  positive.” 

-MONICA  SAMBATARO 


IT  LEADERS  2006 


S  KEITH  E.  BENNELLY,  chief  technology  officer, 
State  Street  Global  Advisors,  Boston 

JON  T.  ELSASSER,  senior  vice  president  and 
CIO.  The  Timken  Co.,  Canton,  Ohio 


■  JOHN  F.  FISHER,  senior  vice  president  and 
CIO,  SmithBucklin  Corp.,  Chicago 

■  ROBERT  FORT,  director  of  IT,  Virgin  Entertain¬ 
ment  Group,  Los  Angeles 

■  WENDELL  FOX,  senior  vice  president,  North 
American  Information  Resources  Field  Services, 
Marriott  International  Inc.,  Washington 

■  BILL  FRANKS,  executive  vice  president  and 
CIO,  Saks  Inc.,  Jackson,  Miss. 


■  ROLAND  A.  GARCIA,  senior  vice  president  and 
CIO,  Baptist  Health  of  Northeast  Florida,  Jacksonville 


■  DON  GIBSON,  managing  director  of  IT, 


FedEx  Services,  Irving,  Texas 

■  JOHN  P.  GLASER,  vice  president  and  CIO, 
Partners  Healthcare  System  Inc.,  Boston 

■  FARZAD  GOLSHANI,  vice  president  of  IT  infrastruc¬ 
ture,  Transamerica  Retirement  Services,  Los  Angeles 

■  LEV  S.  GONICK,  vice  president  for  informa¬ 
tion  technology  services  and  CIO,  Case  Western 
Reserve  University,  Cleveland 

■  ERIC  GORHAM,  director  of  IT,  Regional  Justice 
Information  Service,  St.  Louis 


■  DON  GOULD,  director  of  IT,  Godiva  Chocolatier 
Inc.,  Reading,  Pa. 


CAREER  ADVICE 

Always  take  respon¬ 
sibility  for  your  own 
career  development. 
You  may  have  mentors  or 
sponsors,  but  ultimately  you 
are  responsible  for  your  own 
career  progression  by  taking 
responsibilities  and  creating 
opportunities. 

JOHN  F.  FISHER,  SENIOR  VICE  PRESIDENT 
AND  CIO,  SMITHBUCKLIN  CORP.,  CHICAGO 
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Nobody  has  implemented  more  BSM  solutions  than  BMC  Software.  In  fact, 
we  were  the  first  to  bring  Business  Service  Management  to  the  forefront  of  IT 
conversation.  Now,  we  are  making  the  vision  a  reality  by  helping  customers  to 
align  IT  services  with  the  business  priorities  they  support.  Analysts  will  tell  you 
that  BMC  is  years  ahead  of  our  competition,  bringing  high  quality  and  innovative 
thinking  through  every  solution  we  offer  -  from  the  BMC®  Atrium™  CMDB  to 
Identity  Management,  Change  and  Configuration  Management,  Managed 
Services,  and  more.  With  BMC,  you  know  you  are  working  with  the  proven 
leader  in  BSM,  providing  you  with  solutions  that  help  reduce  complexity, 
decrease  cost,  and  improve  business  performance. 
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IN  MEMORIAM: 

Gerard  Higgins 

A  benchmark  is  defined  as  a  standard  used 
for  comparison.  It's  a  term  usually  reserved  for 
measures,  but  I've  had  the  honor  of  working 
with  a  person  who  fits  the  definition  -  Gerry 
Higgins,  vice  president  of  Verizon’s  IT  infra¬ 
structure  (or  VIPS,  as  it’s  know  internally). 

Sadly,  Gerry  passed 
away  on  Nov.  16,  just 
as  Computerworld  was 
preparing  to  honor  him  as 
an  IT  leader,  an  award  for 
which  I  nominated  him. 

One  of  the  notices  of 
his  death  tells  a  lot  of  the 
story.  It  isn’t  a  headline 
you’d  expect  to  see  about 
a  technology  leader:  “Gerry 


Higgins,  Borough  of  Manhattan  Community 
College  Board  Member  Who  Saved  Many 
Lives  Through  Organ  Donation  Programs, 

Dies  at  58.” 

The  college’s  notice  recounted  some  of 
Gerry’s  history:  “Born  in  Bay  Ridge,  Brooklyn, 
he  began  his  career  as  a  systems  engineer  at 
IBM  and  quickly  rose  to  senior  strategist. . . . 
He  eventually  joined  Nynex  as  senior  vice 
president.  When  Nynex  and  Bell  Atlantic 
merged  to  become  Verizon,  he  was  named 
vice  president  for  information  processing  and 
oversaw  a  companywide  restructuring  that 
resulted  in  cost  savings  of  over  $400  million.” 

That  tells  part  of  Gerry’s  story,  but  there’s 
more.  When  IT  leaders  around  the  world 
asked  me  to  offer  a  benchmark  for  infrastruc¬ 
ture  operations,  performance  and  econom¬ 
ics,  I  always  pointed  them  to  Gerry  and  his 
beloved  VIPS  organization.  VIPS’s  benchmark 
performance  was  about  a  culture,  about  a 


mind-set  and  about  a  team  -  all  a  reflection 
of  Gerry.  It  wasn’t  just  the  numbers.  He  was  a 
benchmark  beyond  and  foremost  outside  of 
the  office  -  with  family,  friends  and  the  organi¬ 
zations  to  which  he  gave  his  time  and  support. 

Gerry  survived  a  kidney  transplant,  liver 
cancer  and  more.  In  his  last  days,  he  was  run¬ 
ning  VIPS  with  full  energy  through  a  fully  wired 
remote  environment  linked  to  his  team. 

Gerry  was  best  in  class  as  a  leader,  a  pro¬ 
fessional,  a  family  man  and  a  friend. 

He  is  missed  but  not  gone.  His  legacy  is 
his  benchmark  and  the  knowledge  he  passed 
along  to  others.  I  am  proud  to  have  worked 
with  him,  proud  to  have  learned  from  him  and 
even  prouder  that  he  is  being  recognized  as  a 
Premier  100  IT  Leader. 

-  HOWARD  RUBIN.  PROFESSOR 
EMERITUS,  HUNTER  COLLEGE  OF  THE 
CITY  UNIVERSITY  OF  NEW  YORK, 
AND  SENIOR  GARTNER  INC.  ADVISER 


for  every  employee.  We  also  have  a  very 
strict,  self-imposed  marketing  code,  We 
have  to  make  sure,  for  instance,  that  we 
are  not  allowing  people  who  are  under 
legal  drinking  age  to  access  our  Web  site 


TITLE:  CIO,  Diageo 
North  America,  a  sub- 
Sr  .#  sidiary  of  Diageo  PLC, 

,■  the  world’s  largest 

producer  of  alcoholic 
|  OsHjdfe  beverages.  Its  brands 
include  Smirnoff,  Guin¬ 
ness,  Johnnie  Walker, 
Baileys,  J&B,  Cuervo, 

^  ^Captain  Morgan  and  Tanqueray. 
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A  clerk  in  computer  room 
5  .at  Bwlex  Laboratories  Inc.  in  New  Jersey. 
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MENTS:  Some  of  the  changes  in  the  past 
four  years  include  an  SAP  implementa¬ 
tion  and  the  acquisition  and  integration  of 
Seagram  and  Chaione  Wine  Group  Ltd., 
outsourcing  of  all  the  infrastructure  and 
SAP  support.  “And,  after  that,  we’ve  got 
extremely  high  morale,”  she  says.  “There’s 
low  attrition  in  the  organization.  I  have  this 
dedicated,  energized  team,  and  they  really, 
truly  deliver  these  extraordinary  results.” 


SESTMOMENTS :  Developing  people  and 
building  teams;  working  with  colleagues 
to  drive  business  change  through  techni¬ 
cal  solutions.  < 


SINGLE  WORST  MANAGEMENT  MO¬ 
MENT  Getting  in  front  of  the  organiza¬ 
tion  to  talk  about  downsizing,  “That 
was  probably  the  toughest,  even  though 
it  was  the  absolute  right  thing  to  do,” 
Carlini  says.  The  North  American  organi¬ 
zation  made  the  decision  to  find  money 
to  reinvest  in  advertising  and  promotion. 
“I  went  back  to  look  at  what  I  could  do 
to  reduce  the  organization  and  then  give 
back  to  our  business,”  she  says.  “With 
the  consolidation  into  headquarters,  I 
was  able  to  significantly  reduce  costs 
and  give  that  back  to  our  marketing  de¬ 
partment.  There  was  no  other  way,  when 


MOMENTS:  Keep¬ 
ing  up  with  and  ahead  of  change,  both 
internatty  and  externally.  “With  the  con- 
-  '  solidation  that’s  going  on  in  our  industry, 

S’  ’  with  thg  different  mergers  and  acquisi¬ 
tions,,  there’s  been  a  lot  of  change  within 
the  organization,  both  inside  IS  and  within 
the:  business,”  Carlini  says.  "Since  we’re 

KJfiategulated  industry,  we  have  to  make 
■sure  thiaL  we're.following  certain  rules, 

'ThatSsomathingthaPs  very  topof  mind 


we  looked  at  it,  to  reduce  costs  quickly. 
It’s  very  tough  when  you’re  dealing  with 
people’s  livelihoods  and  their  families.” 

LEADERSHIP  STYLE,  IN  THREE  WORDS: 

People-focused.  Authentic.  Results- 
oriented. 

MOST  ADMIRED  IT  LEADER  Doreen 
Wright,  CIO  at  Campbell  Soup  Co.  “She’s 
really  a  courageous  leader.  She  can  move 
mountains  for  her  organization.  But  what 
I  most  admire  about  her  is  her  ability  to 
do  that  and  also  have  a  work/iife  bal¬ 
ance.  Her  family  comes  first.” 

Be  true  to  yourself.  Be 
authentic.  “If  you’re  not,  your  people  are 
going  to  see  right  through  you,”  Carlini 
notes.  “Understand  the  business  -  how  it 
works  and  what  drives  it.  Spend  a  lot  of 
time  building  relationships  both  internally 
with  your  IT  and  business  colleagues  as 
well  as  externally  in  the  industry.  And 
networking  is  extremely  important.  "You 
need  to  not  just  be  ready  for  change:  you 
need  to  embrace  it  because  there’s  so 
much  change  in  this  industry,”  she  says. 

Cooking,  photogra¬ 
phy,  reading  mysteries,  spending  time  in 
Manhattan  at  the  theater,  and  shopping. 

D'EAK:  Chef 

■  ■  Good  to  Grea  t:  Why  Some 
Companies  Make  the  Leap . . .  and  Others 
Don't,  by  Jim  Collins 

-  CAROL  SLtWA 


IT  LEADERS  2006 


■  MARK  H.  GRIESBAUM,  CIO.  Career 
Education  Corp.,  Hoffman  Estates,  III. 


■  SCOTT  D.  GRIFFIN,  vice  president  and 
CIO,  The  Boeing  Co.,  Chicago 


■  ELIZABETH  HACKENSON,  executive  vice 
president  and  CIO,  MCI  Inc.,  Ashburn,  Va. 

■  MITCHELL  J.  HANSEN,  vice  president, 

enterprise  systems  and  services,  Quest 
Diagnostics  Inc.,  Lyndhurst,  N.J. 

■  CARLTON  C.  HARPER,  CIO,  Modine 
Manufacturing  Co.,  Racine,  Wis. 

■  GERARD  M.  HIGGINS,  senior  vice  president, 
Verizon  Information  Processing  Services, 
Verizon  Wireless,  New  York 


■  ROBERT  G.  HOLSTEIN,  CIO  and  vice  president 
for  IT,  National  Public  Radio,  Washington 


■  MICHAEL  H.  HUGOS,  CIO,  Network  Services 
Co.,  Mount  Prospect,  III. 

■  T.  CHARLES  HUNSINGER,  vice  president  of 
software  engineering,  Corporate  Express  Inc., 
Broomfield,  Colo. 


■  AL  R.  IAGNEMMO  JR.,  director  of  the 
e-business  division,  Federal  Supply  Service, 
General  Services  Administration,  Arlington,  Va. 

■  STEVEN  A.  JOHN,  CIO,  Agriliance  LLC,  Inver 
Grove  Heights,  Minn. 

■  MICHAEL  L.  JONES,  senior  vice  president 
and  CIO,  Circuit  City  Stores  Inc.,  Richmond,  Va. 
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CAREER  ADVICE 

The  most  valuable  career  advice 
I  have  ever  received  is  to  be  per¬ 
sistent  in  the  face  of  adversity.  I 
received  this  advice  from  Joe  Ambrozy,  who 
was  CIO  at  Bell  Atlantic.  He  advised  me  not  to 
worry  about  making  people  happy  and  build¬ 
ing  consensus  when  my  mission  is  to  support 
the  objectives  of  the  business.  The  agendas 
of  others  may  conflict  with  and  run  counter 
to  my  agenda.  Accordingly,  I  have  learned  to 
stay  the  course  and  face  adversity  head-on. 


ROBERT  O.  HOLSTEIN.  CIO  AND  VICE 
PRESIDENT  FOR  IT,  NATIONAL  PUBLIC 
RADIO.  WASHINGTON 
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To  mate  the  best  decisions  for  your  business,  you  need  an  integratedi/iew  of  IT 


your  project  portfolio,  application  portfolio,  people  and  client  relationships. 


—a  view  that  allows  you  to  manage 


To  achieve  this  view,  you  need  insight  into  your  key  processes.  Com pu ware  Changepoint,  an  integrated  IT 
Governance  and  Management  solution,  enables  CIOs  to  align  and  manage  IT  portfolios,  improve  organizational 
effectiveness  and  enhance  the  quality  of  IT  service  delivery.  Changepoint  gives  you  unmatched  control  and  a 
eomptehiftawe  picture  of  IT  performance,  which  helps  you  govern  IT  to  maximize  business  value. 


'0  Compuware 


I  COMPtITERWOBLD 

ttf  I  IT  LEADERS  CONFERENCE 

Compuware,  a  proud  sponsor  of  the  2006  conference,  congratulates  the  100  Premier  IT  Leaders. 


COMPOWARE.{  | 

www.compuware.com 
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December  12, 2005 


LEV  S.  GONICK: 


Community  Liaison 


As  CIO  and  vice 
president  of  in¬ 
formation  tech¬ 
nology  services 
at  Case  Western 
Reserve  Univer¬ 
sity  in  Cleveland, 
Lev  S.  Gonick,  46, 
works  with  191 
IT  employees 
and  provides 
stewardship  of 
a  $38  million  IT  budget. 

This  past  year,  Gonick  and  his 
staff  launched  the  OneCleveland 
network,  which  has  a  fiber-optic 
backbone.  They  used  Gigabit  Eth¬ 
ernet  optical  gear  to  create  an  in¬ 
tranet  for  Case  and  more  than  100 
educational  institutions,  research 
organizations,  health  care  facili¬ 
ties,  libraries,  government  agen¬ 
cies  and  cultural  organizations 
in  northeast  Ohio.  The  award¬ 
winning  project  increased  band¬ 
width  by  a  factor  of  up  to  1,000, 
cut  Internet  connectivity  costs 
by  more  than  half  and  enabled  a 
collaborative  environment  that 
includes  joint  application  develop¬ 
ment  among  Case,  the  Cleveland 
School  District,  the  Cleveland 
Museum  of  Art  and  other  local 
institutions.  Gonick  took  time  out 
recently  to  talk  with  Computer- 
world’  s  Marc  L.  Songini  about  lead¬ 
ership  and  the  changing  role  of  IT. 

Where  do  you  see  the  IT  leader’s  role 
heading?  As  our  industry  has  ma- 
tured-over  the  past  20  years,  the 
successful  IT  leadership  style  has 
evolved  from  autocratic  to  hands- 
off  to  what  I  call  the  “open-source” 
leadership  style. 

Today’s  style  is  much  more  fo¬ 
cused  on  contributing  to  the  top 
line  of  the  organization  through  a 
deliberate  sharing  of  power  with 
key  business  owners.  But  with  an 
emphasis  on  participatory  leader¬ 
ship  and  leading  through  example, 
I  think  open-source  leaders  live 
with  considerably  more  ambiguity 
and  a  focus  on  the  short  term. 

How  do  you  determine  which  metrics 
indicate  real  success?  Generally,  in 


the  higher-education  segment,  the 
most  important  goal  is  to  support 
the  core  mission  of  instruction 
and  research.  In  addition  to  a 
robust  infrastructure,  other  criti¬ 
cal  components  include  the  pro¬ 
visioning  of  collaborative  tools, 
applications  and  services  that 
enable  students  and  faculty  to  be 
successful  in  the  learning,  teach¬ 
ing  and  research  space.  There 
are  measurable  outcomes:  One  is 
student  success.  We  also  measure 
success  around  research  dollars 
raised,  student  applicants,  student 
grades  and  other  factors. 

How  do  you  lead  within  your  own  de¬ 
partment?  In  a  large  and  decentral¬ 
ized  organization  such  as  Case,  I 
see  my  leadership  responsibilities 
largely  framed  in  terms  of  coor¬ 
dinating  the  autonomy  of  each 
of  the  key  business  units.  Under¬ 
standing  customer  needs  and  mo¬ 
bilizing  my  team  to  deliver  value 
is  also  a  key  part  of  my  mission. 

What’s  an  example  of  that?  One¬ 
Cleveland,  an  ambitious  commu¬ 
nity-centered  initiative  to  extend 
gigabit  networking  and  ubiquitous 
wireless  services  to  hundreds  of 
Cleveland’s  public-sector  agencies 
and  not-for-profits.  It  connects 
several  hundred  thousand  end 
users  to  a  gigabit  fiber-optic  net¬ 
work.  It’s  a  community-owned  as¬ 
set  in  which  we  have  lit  more  than 
5,000  hot  spots  for  access.  Muse¬ 
ums  and  schools  are  leveraging 
the  most  important  educational 
assets  in  the  city.  We  got  85,000 
users  connected  in  two  weeks,  all 
in  gigabit  fiber  optic. 

What’s  the  next  year  look  like?  Over 
the  next  12  to  18  months,  Case  and 
OneCleveland,  along  with  our 
strategic  partners,  will  roll  out 
application  services  in  areas  like 
community  [utility]  computing, 
grid  technologies  for  economic 
development,  networked  elec¬ 
tronic  medical  records,  health 
care  education  for  middle  and 
high  schools,  and  e-government 
services. » 


Corporate  data  centers  account 
for  more  than  50%  of  the 
average  company’s  power  costs. 
Let’s  Change  This.' 


Server  Facts: 


Sun  Fire  TlOOO 


IBM  X366 


2x  THE  PERFORMANCE1 


3x  THE  CORES 


l8x  MORE  COMPUTE  THREADS  PER  RACK 
960  I  52 


V3  THE  SIZE 


1U 


3U 


V4THE  POWER  CONSUMPTION 
300  Watts  1,300  Watts 


THE  RIGHT  ARCHITECTURE  FOR  YOUR  WEB 
AND  APPLICATION  WORKLOADS 


ULTRASPARC’ 


Xeon 


VsTHE  PRICE 

$3,495  $13447 


Maximize  capacity  with  dramatic  energy  efficiency  and 
amazing  cost  savings.  Introducing  the  Sun  Fire™  TlOOO  Solaris 
server  with  CoolThreads™  technology  for  extreme  throughput. 
Deliver  18  times  more  compute  threads  using  V4  the  power 
consumption  of  Xeon.  Reduce  the  number  of  servers  by  as 
much  as  3  to  1.  And  with  2  times  the  performance  for  web  tier 
applications,  meet  the  increasing  demands  on  your  network- 
all  while  looking  out  for  the  planet.  Visit  sun.com. 


# 


Sun 

microsystems 


SOiariS  \  share 


if  2005  Sun  Microsystems,  Inc.  All  rights  reserved 

Base  Pricing  IBM  pricing  based  on  configuration  with  1  X  Dual  (ore  Xeon  3.06Hz  processor  /  2G8  Memory  /  4  x  iGbt  pom  / 1  x  PSD  /  No  Disk  ; 
SUSE  LINUX  Enterprise.  5erver  9  1-36  CPUs  &  Support.  IBM.com  pricing  U /14/os  from-  https://www4.ilim.Cf)m/(irc«iMr.t'i.'»wr.k.v.ir«- 
configurator/na/ui/sultmitConfigSi>lection.ws5?iK^ii3l9Bi.'i889ii4li.  Sun  Fire-  tiooaSolaris  Server  confiouration  based  on  1  x  f,  Coro  UltraSPARC  v 
Tl  processor  at  1.0GHz  /  26  B  Memory  /a  x  lGbE  ports  / 1  x  PSD  /  No  Disk.  IBM  X366  product  Specifications  from  brochure,  08/  ?G/05:  http:/  /www 
l32.ibrn.com/webapp/wcs/storesAervlel/Cate(joryDisplay?cai'3lOi)l(l--840&sioreld=i&iarK|kl--i&dualC.grrid--/3&categoiy!d-2i:,8!i6fio. 
Power  consumption  readings  come  from  rating  of  power  supplies.  Sun  Fire  ftooo  Solaris  server  maximum  power  7.40  Watts.  Thread,  per  1  ack. 
based  on  priced  configurations.  40  x  Sun  (ire  TlOOO  Solaris  Servers  delivering  24  threads  per  server  being  installed  into  a  rack  with  40RU  of  us¬ 
able  space.  13  x  IBM  x.366  servers  can  be  installed  per  rack  with  40U  of  usable  space.  Each  server  configured  with  2  x  Xeon  cores,  with  each  core 


delivering  2  threads  via  hyperthreading. 
lBased  on  estimated  relative  webserving 


performance. 


WORDS  OF  WISDOM 


PREMIER 


JLV7V7 

IT  LEADERS  2006 


■  RAYMOND  KARRENBAUER.  CTO.  ING  insur¬ 
ance  Americas,  Hartford,  Conn. 


■  BARBARA  KOSTER,  senior  vice  president  and 
CIO,  Prudential  Financial  Inc.,  Roseland,  N.J. 


■  MICHAEL  B.  KOVAL,  senior  vice  president  and 
CIO,  Long  &  Foster  Real  Estate  Inc.,  Fairfax,  Va. 


■  KATHY  S.  LANE,  senior  vice  president  and 
CIO,  The  Gillette  Co.,  Boston 


■  PATRICK  LAW,  vice  president  of  infrastruc¬ 
ture,  American  Modern  Insurance  Group  Inc., 
Amelia,  Ohio 


■  WILLIAM  J.  LEWKOWSKI,  CIO.  Metropolitan 
Health  Corp.,  Grand  Rapids,  Mich. 


■  DENNIS  P.  L’HEUREUX,  senior  vice  president 
of  planning  and  CIO,  Rockford  Health  System, 
Rockford,  III. 


■  MATTHEW  J.  LYNCH,  senior  vice  president 
and  CIO,  ShopKo  Stores  Inc.,  Green  Bay,  Wis. 

■  SAUMYENDRA  MATHUR,  vice  president,  IT, 
Americas  Region,  Hewlett-Packard  Co.,  Houston 


■  MARGARET  MCCARTHY,  senior  vice  president 
and  CIO,  Aetna  Inc.,  Hartford,  Conn. 

■  JOSEPH  T.  McCARTIN,  senior  vice  president 
and  CIO,  National  City  Corp.,  Cleveland 


■  JEFFREY  R.  MCINTYRE,  assistant  vice  presi¬ 
dent  of  technology  services,  BNSF  Railway  Co., 
Fort  Worth,  Texas 

■  GREGORY  J.  MEFFERT,  CTO  and  CIO,  city  of 
New  Orleans 
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Words  of  advice,  in  some  cases  spoken 
decades  ago,  have  stuck  with  these  five 
Premier  100  IT  Leaders,  forming  the  basis 
for  their  own  leadership  styles.  Here  they 
recount  the  most  valuable  career  advice 
they’ve  ever  received. 

Focus  on  the  external  world. 
Work  backward  from  where  the 
industry  and  the  competition  are 
headed.  Pay  attention  to  what  matters  to 
the  consumer,  and  always  drive  to  create 
value  based  on  what  the  business  needs  to 
succeed. 

KATHERINE  E.  BUSSER.  CIO,  U.S.  CARD  DIVI¬ 
SION;  VICE  PRESIDENT,  CAPITAL  ONE  FINANCIAL 
CORP.,  RICHMOND,  VA. 


HA  leader  once  told  me,  ‘Take 
care  of  the  company’s  best 
interests  and  the  company  will 
take  care  of  yours.’  I  took  that  thought  to 
heart,  and  for  the  most  part,  it  has  worked 
well  for  me. 

JULIE  F.  BUTCHER,  VICE  PRESIDENT  OF  IT. 
MDC  HOLDINGS  INC.,  CENTENNIAL,  COLO. 


H  Commitment,  dedication,  hon¬ 
esty  and  hard  work  always  pay 
off  in  the  end,  not  necessarily  in 
financial  terms  but  in  personal  satisfaction 
and  fulfillment. 

ERIC  OORHAM.  DIRECTOR  OF  IT,  REGIONAL 
JUSTICE  INFORMATION  SERVICE.  ST.  LOUIS 


H  Whatever  your  job,  you  should 
communicate  clearly  and  hon¬ 
estly.  And  whatever  you  say 
you  are  going  to  do,  follow  through  and  do 
it.  These  ‘simple’  things  will  help  very  ef¬ 
fectively  build  and  maintain  your  credibility. 
(And  the  absence  of  them  can  quickly  lose 
it  for  you!) 

T.  CHARLES  HUNSINGER.  VICE  PRESIDENT  OF 
SOFTWARE  ENGINEERING,  CORPORATE  EXPRESS 
INC..  BROOMFIELD,  COLO. 


Advice  from  my  father:  Make 
your  job  your  hobby,  because 
you  will  spend  most  of  your  time 
doing  it  and  you  might  as  well  enjoy  it! 

PAUL  M.  DE  GRAAFF,  CHIEF  INFORMATION 
SECURITY  ARCHITECT,  THE  DEPOSITORY  TRUST  & 
CLEARING  CORP..  NEW  YORK 


my 

TDWI  World  Conference 


The  Premier  Event  for 
Business  Intelligence  and 
Data  Warehousing  Education 

TDWI  World  Conferences  provide  the  leading  forum  for 
business  and  technology  professionals  looking  to  gain 
in-depth,  unbiased  education  in  business  intelligence  and 
data  warehousing.  The  information  you  acquire  and  key 
contacts  you  make  will  enable  you  to  impact  your  current 
initiatives  immediately  and  gain  a  competitive  edge  in 
the  marketplace. 

Register  and  Win 

Register  using  the  priority  code  below  and  be  entered 
to  win  $200  in  American  Express  Gift  Cheques. 

Priority  Code:  PACWLV06 

wvuw.tdwi.org/lasvegas2006 

tdwi 


February  19-24,  2006 
Caesars  Palace 
Las  Vegas,  Nevada 


PREMIER  Media  Sponsors 

O  DMRsvievv  intelligent 


Media  Sponsors 

Application  Development  Trends  database  QIJltwsuNt  Enterprise  Federal  ComputerWeek 


•  S*»>chCRM-i.c-> 


The  strongest  link  in  the  chain 
is  delivery. 


What  does  it  take  to  make  a 
difference? 

At  Cognizant,  we  believe  it's  all 
about  delivery.  Cognizant's 
approach  to  global  delivery 
stands  out  from  other 
outsourcing  firms- not  simply 
in  our  unique  "onsite/offshore" 
approach,  but  in  the 
organization  of  our  businesses 
around  specialized  industry 
practices,  where  extensive 
“domain  knowledge"  leads  to 
optimal  software  solutions. 


With  over  23,000  employees 
worldwide,  Cognizant  is  a 
member  of  the  NASDAQ  1 00 
Index  and  is  a  global  leader 
serving  the  bluest  of  blue-chip 
customers.  Our  unique  global 
delivery  model  is  the 
smartest,  most  powerful  way 
to  source  applications 
management 
and  development. 


Get  Cognizant  today. 


Financial  Services 
Banking 
Insurance 
Healthcare 
Life  Sciences 
Manufacturing 
&  Logistics 
Retail 
Telecom 
Media 

Information- 
defined  Services 


Cognizant 

www.cognizant.com 


IT  LEADERS  2006 


■  DIANE  P.  MURRAY,  vice  president  and  CIO, 
Mission  Systems  sector,  Northrop  Grumman 
Corp.,  Reston,  Va. 

■  RAJESH  NARANG,  chief  system  manager, 
Centre  for  Railway  Information  System,  Chanakya 
Puri,  New  Delhi 


■  STEVEN  L  NAYLOR,  vice  president  and 
director  of  IT,  Federal  Home  Loan  Bank  of 
Topeka,  Kansas 


■  TOM  NEALON,  senior  vice  president  and  CIO, 
Southwest  Airlines  Co.,  Dallas 


■  BIAMAH  L  NEFF,  CIO,  city  of  Philadelphia 


a  tom  OELSNER,  program  director,  remote 
services,  Heidelberger  Druckmaschinen  AG, 
Heidelberg,  Germany 


■  DAVID  A.  OLES,  IT  director  of  research  and 
development,  Rent-A-Center  Inc.,  Plano,  Texas 

■  RICHARD  H.  OMARTIAN  IT  chief  financial 
officer  and  chief  of  staff,  The  Guardian  Life  Insur¬ 
ance  Company  of  America,  New  York 

■  SCOTT  A.  PAINTER,  director  of  data  center 
operations,  Cardinal  Health  Inc.,  Dublin,  Ohio 


a  KAY  J.  PALMER,  CIO  and  executive  vice 
president  of  IT,  J.B.  Hunt  Transport  Services  Inc., 
Lowell,  Ark. 


H  MICHAEL  T.  PARIS!,  director  of  IT  infrastruc¬ 
ture  integration  and  strategy,  Honeywell  Automa¬ 
tion  &  Control  Solutions,  Arlington  Heights,  III. 
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LEADER  DO-OVER 


HMy  worst  decision  was  re¬ 
signing  from  a  stable  work 
environment  to  follow  a 
dream  that  wasn’t  well  thought  out. 
Early  in  my  career,  I  resigned  from  a 
company  to  pursue  self-employment 
without  the  advice  of  a  mentor  or  pro¬ 
fessional  guidance.  This  attempt  sadly 
failed  but  taught  me  a  valuable  lesson 
about  solid  preparation  and  logical 
execution. 

STEVEN  L.  NAYLOR.  VICE  PRESIDENT  AND 
DIRECTOR  OF  IT.  FEDERAL  HOME  LOAN  BANK 
OF  TOPEKA. KANSAS 


The  2006  IT  leaders  report  teaming 
technology  industry.  Here  are  their 

1  IBM 

2.  Microsoft  Corp. 

3,  Hewlett-Packard  Co. 

4  Oracle  Corp. 

5.  Cisco  Systems  Inc, 

6.  Dell  Inc. 

7.  SAP  AG 

8.  EMC  Corp. 

5  Sun  Microsystems  Inc, 

10.  AT&T  Inc. 


SOURCE:  2006  PREMIER  100  IT  LEADERS 


What’s  on  tap  for  LOOS?  ERP  instal- 

in  the  pipeline  among  this  year’s 
IT  leaders: 

1  ERP  rollouts 

Data  management  and  business 
intelligence  projects 

Global  initiatives 

CRM  implementations 

5.  IT  governance  and  strategy 

6.  E-commerce  projects 

7.  Systems  upgrades 

B.  Supply  Chain  projects 
9. Infrastructure  upgrades 
10.  Security  initiatives 


:  /Tv;.  :•/ 
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Application  development 
and  other  software 

Data  management  and 
business  intelligence 

E-business  software 

Content  management  tools, 
including  intranets,  extranets 
and  portals 

Disaster  recovery  applications 
£  Security  tools 
Wireless  and  mobile  technology 
Storage  networks 
IT  and  network  infrastructure 


Voice  over  IP 


JOHN  SULLIVAN: 


AGE:  43 


TITLE:  CIO 


ORGANIZATION:  The 

American  Chemical  So¬ 
ciety  (ACS),  a  Washing¬ 
ton-based  professional 
organization  for  chem¬ 
ists  and  people  in  re¬ 
lated  occupations  that 
publishes  30  journals  and  magazines. 


IT  STAFF:  110 


PREVIOUS  POST:  CIO  at  AARP,  a  nonprof¬ 
it  that  provides  products  and  services  to 
citizens  age  50  and  older. 


LATEST  ACCOMPLISHMENT:  At  AARP, 
Sullivan  implemented  Web  services  tech¬ 
nology  that  integrates  the  organization’s 
internal  applications  with  those  of  the 
myriad  business  partners  that  deliver 
products  and  services  to  members, 
transforming  the  way  AARP  and  its 
members  and  partner  companies  inter¬ 
act.  Members  can  now  get  timely  and 
accurate  responses  to  requests  through 
Web-based  self-service  options  or  by 
going  directly  to  a  provider,  instead  of 


having  to  contact  multiple  parties.  Ac¬ 
cess  to  information  in  AARP’s  member¬ 
ship  systems  allows  partner  companies 
to  enroll  members  in  programs  and  begin 
providing  benefits  in  a  single  call,  as  well 
as  offer  additional  products  and  services. 


RECENT  CAREER  MOVE:  The  success  of 
the  AARP  effort  motivated  Sullivan’s 
move  to  the  American  Chemical  Society. 
“I  wanted  to  build  something  at  AARP,” 
he  says.  “Now  I  want  to  do  it  again.  I 
get  excited  over  the  mission  of  an  orga¬ 
nization  that  has  a  positive  impact  on 
society.” 


LEADERSHIP  STYLE:  SuElivan  says  he  leads 
“from  behind,”  creating  an  environment  in 
which  others  “welcome  you  to  the  table” 
and  invite  you  to  lead.  “That  style  may 
not  work  in  other  cultures,  but  it  works  in 
nonprofit  environments”  that  are  run  by 
volunteers,  he  says.  “Once  you’re  viewed 
as  a  leader,  you’re  given  opportunities  to 
extend  your  skills.  If  you  are  genuine  and 
honest,  people  will  follow  you.” 

TIP  FOR  FUTURE  IT  LEADERS:  Accept  as¬ 
signments  that  are  “slightly  unexpected” 
for  an  IT  person.  That  lets  you  “face  differ¬ 
ent  kinds  of  challenges  that  help  create  a 


good  leader,”  he  says.  At  AARP,  for  exam¬ 
ple,  Suilivan  volunteered  to  lead  a  business 
process  re-engineering  effort  focusing  on 
how  members  navigate  through  the  orga¬ 
nization  as  a  whole,  not  just  the  Web  site. 
“It  was  an  opportunity  to  be  in  front  of  the 
whole  organization  and  demonstrate  lead¬ 
ership  skills  -  and  to  improve  the  business, 
not  just  the  technology.” 


OTHER  INTERESTS;  Family  time,  and  com¬ 
munity  and  church  activities.  “Sometimes 
I’ll  show  up  at  a  zoning  board  meeting 
to  speak  about  some  aspect  of  develop¬ 
ment,”  Sullivan  says.  “I  gravitate  toward 
those  types  of  things.”  He’s  also  a  Cub 
Scout  leader,  a  “marginal  but  enthusias¬ 
tic”  fisherman,  a  golfer  (when  time  per¬ 
mits)  and  a  fantasy  football  fan. 


LATEST  READS:  Collapse,  by  Jared  Dia¬ 
mond;  Blink,  by  Malcolm  Gladwell;  In  Praise 
of  Slowness,  by  Carl  Honore;  The  Kite  Run¬ 
ner,  by  Khaled  Hosseini;  the  sports  page. 
(“It’s  sometimes  a  hard  choice  between 
the  sports  page  and  ‘real’  reading.”) 


RETIREMENT  PLANS:  None.  ‘1  keep 

getting  presented  with  wonderful  mis¬ 
sions,”  Suilivan  says.  “I  wake  up  every 
day  excited  about  what  I  do.  At  ACS,  it’s 
to  improve  the  world  through  better  sci¬ 
ence.  My  pattern  indicates  that  when  my 
mission  is  done  at  one  organization,  I  will 
likely  find  another.  I  won’t  get  rich,  but 
the  rewards  are  so  great.” 

-  MONICA  SAMBATARO 


ProCurve  Networking 

HP  Innovation 


More  from 
your  network 
investment 


ProCurve  Networking  by  HP 

For  details,  go  to  www.procurve.com. 
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■  JOHN  M.  PETRONE.  CTO,  Autobytel  Inc., 
Irvine,  Calif. 


■  MARK  S.  POPOLANO.  president,  AI6  Tech¬ 
nologies  Inc.;  CIO  and  senior  vice  president, 
American  International  Group  Inc.,  New  York 

■  AL-NOOR  RAMJI  BT  Group  CIO  and  BT  Exact 
CEO,  BT  Group  PLC,  London 

■  TOBY  EDUARDO  REDSHAW,  corporate 
vice  president  of  IT  strategy,  architecture  and 
e-business,  Motorola  Inc.,  Schaumburg,  III. 

■  BILL  REGEHR,  senior  vice  president  of  IT  and 
CIO,  Boys  &  Girls  Clubs  of  America,  Atlanta 

■  MARK  A.  RESMER,  chief  technology  officer, 
Whitney  University,  Dallas  (formerly  corporate 
CTO,  eCollege,  Denver) 

■  GEORGE  C.  RIMNAC,  vice  president  and  chief 
technologist,  W.W.  Grainger  Inc.,  Lake  Forest,  III. 

■  MICHAEL  J.  ROCHE,  senior  vice  president, 
protection  technology  and  administration,  Allstate 
Insurance  Co.,  Northbrook,  III. 

*  JOHN  F.  SCHINDLER.  CIO.  Kichler  Lighting, 
Cleveland 
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52,  is  vice  president 
and  chief  technologist 
at  W.W.  Grainger  Inc.,  a 
Lake  Forest,  lll.-based 
distributor  of  facilities 
maintenance  products. 
He  was  a  pioneer  in 
distributed  and  peer- 
to-peer  computing  in 
the  1980s. 

More  recently,  Rim- 
nac  has  become  a  strong  advocate  of 
disciplined  methods  and  very  thorough 
testing.  He  talked  recently  with  Computer- 
world's  Gary  H.  Anthes. 

We  are  trying  to  provide  a 
consistent,  highly  integrated  set  of  ser¬ 
vices  across  all  our  different  sales  chan¬ 
nels.  We  want  customers  to  get  the  same 
prices,  the  same  information,  the  same  set 
of  services  and  so  on.  It’s  been  a  real  chal¬ 
lenge  because  we’ve  had  to  build  some 
tightly  integrated  systems  to  do  that. 

That  creates  a  very  complex  environ¬ 
ment  that  requires  a  substantial  amount 
of  testing  and  care  to  make  sure  you 


do  n’t  break  somet  h  ing  while  tryin  g  to 
extend  a  capability  somewhere  else. 

We  are  still  trying  to  puzzle  through  it. 

We  are  focusing  on  consistent  process 
around  development  and  testing,  and  we 
are  doing  as  much  as  we  can  to  automate 
those  processes  so  we  can  execute  them 
quickly. 

And  we  are  making  sure  there  are  a  few 
key  members  of  the  management  team 
who  are  directly  responsible  for  this  inte¬ 
gration,  people  who  can  think  broadly  and 
see  the  big  picture.  It’s  a  combination  of  IT 
people  and  some  from  the  business. 

You  started  out  programming  ware- 

. 

■ 

I  worked  on  a 

project  to  revamp  a  whole  new  generation 
of  minicomputer  support  for  our  branch- 
office  network  to  250  locations.  We  pio¬ 
neered  the  use  of  peer-to-peer  networking 
protocols. 

This  was  in  the  mid-1980s,  and  we  were 
doing  some  pretty  interesting  things  with 


distributed  information  management.  It 
was  a  turning  point  for  me. 

The  gentleman  who  became  our 
chairman  really  spent  a  lot  of  time  with  me 
talking  about  what  the  business  was  try¬ 
ing  to  accomplish,  to  help  me  frame  some 
of  the  evaluations  we  did  on  technologies. 
It  allowed  us  to  build  a  bridge  between  the 
IT  area  and  the  business  that  exists  to  this 
day.  The  business  understands  that  while 
we  are  an  industrial  distributor,  we  are 
also  an  information-based  business.  And 
IT  has  the  opportunity  to  not  just  react  to 
what  the  business  wants,  but  also  help  the 
business  innovate. 

You  had  a  rocky implementation  of 

yet  now  you  are  doing  another  one. 

We  had  one  that  was  very  difficult  in  1998 
and  1999,  for  branch-office  sales  support. 
Now  we  are  implementing  the  entire  SAP 
[suite]  across  the  whole  company.  We 
intimately  know  what  can  go  wrong,  and 
we  have  taken  many,  many  steps  to  make 
sure  those  issues  don’t  occur  again. 

Probably  the  biggest  single  dif¬ 
ference  now  is  very  thoughtful  and  highly 
structured  testing!  We  have  been  testing 
for  almost  a  year  now.  It’s  expensive,  but 
we  don’t  believe  it’s  expensive  in  the  long 
run.  It’s  a  set  of  disciplines  we’ll  continue 
beyond  this  project. » 


l^t^FING  MATTERS 


New  IT  hires  joined  almost 
half  the  companies  represented 
by  this  year’s  Premier  100 
honorees  in  the  past  year. 
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IT  STAFF  CHANGES  IN  2005 


Decreased 


GLOBAL  ATTENTION 


Nearly  half  of  this  year’s 
honorees  report  having  a 
hand  in  their  company’s  IT 
efforts  outside  the  U.S. 


ARE  YOU  MANAGING 
GLOBAL  OPERATIONS? 


SPENDING  POWER 


More  than  half  of  the  2006  IT  leaders  stewarded 
IT  budgets  that  grew  year  over  year,  on  average  by  13%. 


IT  BUDGET  CHANGE  IN  2005 


Decreased 


No  change 


Increased 


tt%Tl 


$100M 
to  S249.9M 

Greater  than  $1.58: 5% 

Less  than  $10M 
S250M  to  S499.9M 


$10M  to 
S49.9M 


$500M  to 
S1.5B 


TOTAL  IT  BUDGET  FOR  2006 


S50M  to  S99.9M 


; 


SOURCE:  2006  PREMIER  100  IT  LEADERS 


How  will  you  optimize  IT  cost  and  performance? 

How  will  you  drive  out  unnecessary  complexity? 

How  will  you  manage  IT  business  risk  and  compliance? 
How  will  you  cultivate  IT  governance  and  leadership? 
How  will  you  improve  sourcing  competency? 

How  we  help  leading 
companies  manage 
IT  as  a  business* 


PricewaterhouseCoopers  looks  forward  to  seeing  you  at  the  7th  Annual 
Computerworld  Premier  1 00  IT  Leaders  Conference.  PwC  wishes  to 
congratulate  all  of  this  year’s  honorees  for  their  outstanding  achievements. 

www.pwc.com/us/advisory 


*connectedthinking 
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of  member  firms  of  PricewaterhouseCoopers  International  Limited,  each  of  which  is  a  separate  and  independent  legal  entity.  SF-SF-06-0134-A  -  JRG  -  11-05 


simply  the  pace  of  work,”  he  says.  “There 
is  actually  time  where  we  shut  down  and 
go  off-site  and  do  strategies  and  things  of 
that  nature.” 

1:30  P.M.  TO  5  P.M. 

Popolano  starts  the  afternoon  with  a 
meeting  on  Internet  initiatives  with  the 
chief  financial  officer,  a  divisional  CIO 
and  business  executives.  That's  followed 
by  a  status  report  on  deliverables  for  the 
domestic  brokerage  group,  with  23  execu¬ 
tives  on  hand.  Then  there’s  a  budget/strat¬ 
egy  update  for  the  personal  lines  division 
with  that  group’s  CIO,  the  CFO  and  other 
business  executives. 

The  first  three  months  of  the  year  are 
spent  planning,  both  for  the  year  and  long 
term.  In  the  succeeding  months,  short¬ 
term  tactical  deliverables  become  the  key 
areas  of  focus.  And  at  year's  end,  the  pro¬ 
cess  restarts  and  rolls  into  the  next  year. 

Popolano  has  13  direct  reports  who  are 
either  senior  vice  presidents  or  divisional 
CIOs.  Another  nine  CIOs  at  AIG  member 
companies  also  check  in.  The  IT  organiza¬ 
tion  is  “mapped  to  how  the  company  was 
organized,”  Popolano  notes. 

“We  created  hierarchical  structures,”  he 
says.  “It  was  much  more  granular  at  one 
point.  Now  we  have  a  series  of  senior  peo¬ 
ple  that  have  taken  consolidated  roles.” 

Although  AIG  is  moving  closer  to  a 
centralized  model,  it’s  currently  a  highly 
decentralized  organization,  according  to 
Popolano.  That  has  necessitated  a  “feder¬ 
ated”  approach  for  setting  up  compliance, 
governance  and  deliverables  with  the 
company’s  various  divisions  and  31  mem¬ 
ber  companies  spanning  130  countries. 

In  addition  to  gathering  data  from  his 
staff,  Popolano  collects  information  from 
the  security  group,  the  executive  project 
management  office  and  an  organization 
responsible  for  business  transformation 
and  offshore  development  centers.  He 
estimates  that  he  spends  about  35%  of 
his  time  on  the  road  -  mostly  to  visit  AIG 
offices  around  the  country. 

“I  constantly  get  fed  data  that  allows  me 
to  steer  the  organization  in  the  directions 
that  bring  us  the  best  opportunity,”  Popo¬ 
lano  says.  “But  it  requires  a  lot  of  time, 
and  I  have  an  organization  around  me  that 
helps  drive  it  as  well.  It’s  not  done  just  by 
myself.  Trust  me.” 


THE  NIGHT  SHIFT 
Vendor  briefings  with  EMC  Corp.  and  Sun 
Microsystems  Inc.  are  slated  to  run  until 
7:30  or  8  p.m.  But  Popolano  says  his  day 
usually  ends  at  7  p.m.  -  assuming  there 
are  no  phone  calls  to  or  from  Japan  or  any 
of  AIG’s  other  international  offices. 

“It's  a  hectic  schedule,”  he  says,  “but  I 
wouldn’t  have  it  any  other  way.” 

-  CAROL  SLIWA 


IT  LEADERS  2006 


■  TOM  H.  SCOTT,  executive  vice  president  of 
operations  and  CIO,  Direct  Holdings  Worldwide 
LLC,  Virginia  Beach,  Va, 

■  ESAT  SEZER,  corporate  vice  president  and 
CIO,  Whirlpool  Corp.,  Benton  Harbor,  Mich. 

■  STEVE  D.  SILVERMAN,  vice  president  of  IT, 
Bausch  &  Lomb  Inc.,  Rochester,  N.Y. 


■  SHERI  STAHLER,  associate  vice  president  of 
academic  computer  services,  Temple  University, 
Philadelphia 

s  JOHN  T.  STANKEY,  senior  executive  vice 
president  and  CTO,  SBC  Communications  Inc., 
San  Antonio 


■  JOHN  SULLIVAN,  CIO,  American  Chemical 
Society,  Washington  (formerly  CIO,  AARP,  Wash¬ 
ington) 


■  MICHAEL  C.  THEIS,  chief  of  cyber  counter¬ 
intelligence,  National  Reconnaissance  Office, 
Chantilly,  Va. 

■  KEITH  J.  THIBODEAUX,  CIO,  Lafayette  Con¬ 
solidated  Government,  Lafayette,  La. 

■  LARRY  S.  THOMAS,  vice  president  and  CIO, 
Landstar  System  Inc.,  Jacksonville,  Fla. 


MARK  POPOLANO: 

Master  of  Details 


■  JOHN  L.  TRUSCHINGER,  vice  president  and 
CIO,  GlobalSantaFe  Corp.,  Houston 

sa  BILL  A.  TUCKER,  vice  president  of  systems 
delivery,  Nordstrom  Inc.,  Seattle 

■  WADE  VANN,  senior  vice  president  of  IT  and 
CIO,  Simmons  Bedding  Co.,  Atlanta 


■  MARC  WEST,  senior  vice  president  and  CIO, 
H&R  Block  Inc.,  Kansas  City,  Mo. 

«  WILLIAM  W.  WESTRATE,  formerly  vice  presi¬ 
dent  and  CIO.  Aramark  Corp.,  Downers  Grove,  III. 

*  LAURIE  S.  ZEITLIN,  senior  vice  president  and 
CIO,  FedEx  Kinko’s,  Dallas 

b  DAVID  L.  ZEPPIERI,  assistant  administrator 
and  CIO,  Transportation  Security  Administration, 
Arlington,  Va. 


“You  have  to  know  the  details  because  you  may  have  to  do  modifications  of  your 
strategy  very  quickly,”  says  AIG  senior  vice  president  and  CIO  Hi  POPO 


A  glance  at  a  single  day’s 
jam-packed  schedule 
for  Mark  Popolano,  48, 
senior  vice  president  and 
CIO  at  American  Interna¬ 
tional  Group  Inc.  (AIG),  offers  insight  into  the 
approach  he  favors  for  managing  the  global 
IT  operations  of  the  international  insurance 
and  financial  services  conglomerate. 

His  calendar  on  one  autumn  Monday  lists 
eight  meetings,  but  his  day  begins  long  be¬ 
fore  the  first  one,  scheduled  for  9  o’clock. 

5  A.M. 

Popolano  departs  from  his  New  Jersey 
home  for  AIG's  headquarters  on  Pine 
Street  in  New  York.  On  other  days,  he 
might  commute  to  AIG’s  office  in  Jersey 
City,  N.  J.,  or  to  the  company’s  data  center 
in  Livingston,  N.J.  Through  the  magic  of 
voice  over  IP,  one  telephone  number  lo¬ 
cates  him  at  any  of  his  three  offices. 

6  A.M. 

Popolano  reads  and  answers  e-mail,  then 
reviews  information  from  the  prior  night’s 
data  center  activity,  including  application 
upgrades,  patch  deployments,  security  is¬ 
sues,  remediation  work  and  telecommuni¬ 
cations  updates.  He  prepares  for  the  day’s 
meetings  by  reading  reports  that  staff 
members  have  prepared.  On  some  morn¬ 
ings,  Popolano  holds  7:30  a.m.  breakfast 
meetings,  either  with  external  technology 
vendors  or  with  his  staff.  He  sometimes 
schedules  “meet  the  CIO”  sessions  where 
a  hundred  or  so  of  his  employees  can 
query  him  about  strategies  or  standards. 


9  A.M.  TO  NOON 

Popolano  conducts  a  budget  and  strategy 
review  with  the  divisional  CIO  at  AIG 
United  Guaranty  Corp.,  followed  by  an 
update  with  executives  from  the  domestic 
brokerage  group. 

He  then  holds  a  planning  session  with 
the  chief  technology  officer  to  plot  “next- 
generation  networks”  and  data  center 
virtualization  efforts. 

NOON  TO  1:30  P.M. 

Not  surprisingly,  Popolano  typically  has  a 
working  lunch.  That  might  mean  a  tete-a- 
tete  with  a  consultant  or  vendor  on  the  top 
floor  of  AIG’s  65-story  Pine  Street  build¬ 
ing.  Or  it  could  mean  a  sandwich  at  his 
desk  or  pizza  with  staffers  at  the  data  cen¬ 
ter  in  Livingston.  “Whatever  is  required  to 
get  the  job  done,”  he  says. 

Popolano  prefers  the  detailed  view  from 
the  100-foot  level  to  the  vast  landscape 
he’d  see  from  20,000  feet.  He  says  he 
likes  granularity.  He  calls  it  “management 
by  walking  around.” 

“You  have  to  know  the  details  because 
you  may  have  to  do  modifications  of  your 
strategy  very  quickly,”  Popolano  explains. 

He  says  he  has  seven  to  13  meetings 
every  day.  Mondays  are  generally  reserved 
for  strategy  sessions  and  quality  time  with 
the  CTO  and  divisional  CIOs.  Tuesdays  and 
Wednesdays  are  set  aside  for  AIG’s  vari¬ 
ous  divisions  and  external  business  part¬ 
ners.  Thursdays  and  Fridays  are  devoted 
to  the  data  center  group  and  an  infrastruc¬ 
ture  consolidation  initiative.  “Even  though 
it  may  seem  like  a  lot  of  meetings,  it’s  just 
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Looking  at  disk-based 
backup  but  not  sure  how 
to  make  it  happen?  Get 
the  smarter  disk  backup 
solution — Pathlight®  VX 
from  AD  1C,  the  leading 
provider  of  tape  libraries 
for  open-systems  backup.  * 


Disk-Based  Backup 

. 

Smarter  disk-based  backup.  Pathlight  VX  is  the  scalable  backup  and  restore  solution  that  increases 
the  capacity  and  reduces  the  cost  of  disk  backup  by  integrating  disk  and  tape  in  a  single,  unified  system. 

Disk  gives  you  twice  the  backup  performance  of  conventional  libraries — and  even  faster  restore.  Tape 
delivers  scalability,  value,  secure  retention,  and  flexible  disaster  recovery.  You  get  the  best  of  both 
technologies  in  a  single  solution  that  slips  right  into  your  existing  backup  system. 

:  '■  :.v' ■  ■•Y 

Clear  investment  protection.  With  Pathlight  VX,  you  can  boost  your  backup  and  restore  whether  you 
need  a  system  for  3.8  TB  or  3,000  TB — and  pay  a  lot  less  for  it.  You  can  even  use  your  own  tape  library 
as  part  of  the  system — tape  storage  can  be  supplied  by  one  of  ADIC’s  intelligent  Scalar®  libraries,  or ' 


your  legacy  StorageTek  L-Series  system. 


DIC's  intelligent  Scalar®  libraries,  or  ‘ 
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Room  to  grow,  smarts  to  save.  Pathlight  VX  delivers  all  the  performance  of  disk  and  the  fault  t  . 
ance  of  RAID,  but  it  also  scales  to  meet  enterprise  capacity  demands  and  grows  easily  with  your  data- 
and  it  can  cut  your  costs  in  half  or  more  compared  to  conventional  products. 

■  ’  ■  ’ V-  •-y.l-  .t- 

'Market  share  from  Gartner  Dataquest,  Tape  Automation  Systems  Market  Shares,  2003,  F.  Yale,  April  2004. 


Visit  www.adic.com/pvx  to  get  your  free  Glasshouse  white  paper 


by  W.  Curtis  Preston,  Evaluating  Disk-Based  Backup  Solutions. 
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WILLIAM  WESTRATE: 


William  Westrate,  44, 

was  vice  president  and  j 
CIO  at  food  and  facili¬ 
ties  management  com¬ 
pany  Aramark  Corp. 
until  Sept.  30, 2005. 
While  in  that  role,  he 
headed  up  the  devel¬ 
opment  and  rollout  of 
a  tool  called  ISISpro 
to  integrate  data  about 
housekeeping,  patient 
transportation,  clinical  equipment 
management  and  plant  operations  for 
Aramark’s  front-line  managers  and  its 
hospital  customers.  Computerworld’s 
Heather  Havenstein  talked  with  him 
about  his  work. 

f 

I 

How  does  ISISpro  work,  and  what  prompt¬ 
ed  you  to  develop  it  internally  vs.  looking 


to  off-the-shelf  products?  We  were  really 
creating  these  silos  of  people  because 
we  had  systems  that  would  serve 
housekeeping  great,  plant  operations 
great . . .  but  we  would  never  have  a 
comprehensive  view  of  how  we  were 
doing  in  our  account  in  its  totality. 
There  were  products  that  would  help 
us  do  plant  maintenance  or  preventive 
maintenance,  but  nothing  that  would 
give  us  one  tool. 

We’ve  been  able  to  win  significant 
business  opportunities  now  because 
we  have  an  integrated  offering.  We  can 
create  a  seamless  integration  from  the 
standpoint  of  helping  hospitals  really 
improve  their  throughput.  We’ve 
really  helped  the  discharge  process 
and  making  a  room  available  much 
quicker  because  of  our  ability  to  move 
in  a  seamless  way. 


What  is  your  management  philosophy, 
and  how  did  you  motivate  employees  and 
encourage  alignment  between  IT  and  the 

business?  I  consider  my  clients  to  be 
the  people  we  serve  every  day,  [and] 
if  we  are  not  talking  with  them  about 
business  issues,  we  can’t  solve  their  IT 
issues.  I  want  those  people  who  have 
that  direct  contact  with  the  business 
to  have  strong  business  and  IT  skills  to 
create  the  alignment. 

If  they  aren’t  talking  to  them  in  their 
business  language  and  aren’t  able  to 
talk  to  them  intelligently  about  IT,  you 
won’t  get  the  alignment.  [With]  some¬ 
one  who  came  up  through  the  IT  ranks 
but  had  a  more  business  tendency,  we 
created  a  business  track  for  them.  That 
person  was  the  key  contact  for  a  whole 
line  of  business.  I  also  hired  people 
who  had  very  strong  business  under¬ 
standing  but  also  showed  they  under¬ 
stood  systems  development  and  the 
needs  of  the  IT  [group]. 

How  much  of  your  time  was  spent  on  daily 
tactical  work  vs.  big-picture  planning,  and 
how  did  you  carve  out  time  for  strategic 


planning?  You  have  to  be  pretty  disci¬ 
plined  about  it.  Sarbanes-Oxley  takes 
so  much  time  away  from  the  organi¬ 
zation  that  if  you  don’t  have  a  team 
taking  care  of  that,  you  would  be  so 
involved  it  would  distract  you.  You 
have  to  take  time  to  understand  the  big 
issues  the  business  is  trying  to  address. 

On  a  monthly  basis,  I  got  together 
with  the  senior  team  to  review  what 
was  going  on  in  the  business.  I  was 
also  involved  with  a  number  of  strate¬ 
gic  planning  activities  in  the  business. 
When  the  business  was  looking  to  ex¬ 
pand  to  a  new  line  of  service  or  an  ac¬ 
quisition,  I  was  an  integral  part  of  that. 
If  you  are  viewed  as  being  second-  or 
third-level  down,  you  won’t  be  strate¬ 
gic  —  you  will  be  an  order  taker. 

The  industry  continues  to  ebb  and 
flow  between  different  types  of  technol¬ 
ogy  deployments,  but  it  is  still  about  be¬ 
ing  in  alignment  with  the  business,  keep¬ 
ing  your  costs  down  and  providing  value 
to  the  business  —  not  just  being  a  utility. 
If  you  become  a  commodity,  there  is  no 
reason  why  you  shouldn’t  be  considered 
something  that  can  be  outsourced.  > 


HOW  THE  LEADERS 
WERE  CHOSEN 


Each  year,  Computerworld  evaluates  nominated  IT  executives  for 
inclusion  as  Premier  100  IT  Leaders  in  a  rigorous  survey  process. 
For  a  detailed  look  at  our  methodology,  visit  our  Web  site.  Special 
thanks  go  to  our  16  judges,  who  helped  select  this  year’s  honorees. 


THE  JUDGES 


”  RIZWAN  AHMED 

CIO,  Louisiana  Office 
of  Group  Benefits  and 
Department  of  Natural 
if!  Resources 


FRANK  W.  ENFANT0  ii! 

Vice  president,  health 
care  services  systems  de¬ 
livery,  Blue  Cross  and  Blue 
Shield  of  Massachusetts  Inc. 


TIMOTHY  C.  O’ROURKE 

Vice  president  for  com¬ 
puter  and  information 
services,  Temple  University 


STEVE  SCOTT 

CIO,  Vision 

Service  Plan 


SANJIVANAND 

Chief  technology 
officer,  Hewitt 
Associates  LLC 


EVELYN  F0LLIT 

Senior  vice  president  and 

CIO,  RadioShack  Corp. 


ROBERT  L.  OTTO 

Vice  president  and  chief 
technology  officer, 

U.S.  Postal  Service 


VICKIE  SMITH 

Director  of  IT, 

Helena  Chemical  Co. 


SHIRLEY 

WALTON  BRIDGES 

Chief  operating  officer, 
and  acting  president  and 
CEO,  Delta  Technology  Inc. 


v  STEVE  F.  BROWN 

Executive  vice  president, 
|  and  CIO,  Tenet 
*  Healthcare  Corp. 


W.  GARRETT 
GRAINGER  JR. 

Executive  vice  president 
and  CIO,  Dixon 
Ticonderoga  Co. 

CATHY  H0TKA 

$  Principal,  Cathy 
-  Hotka  &  Associates 


RICK  PELTZ 

Senior  vice  president 
and  CIO,  Marcus  & 
Millichap  Real  Estate  Invest¬ 
ment  Brokerage  Co. 

HARRY  ROBERTS 

Senior  vice  president 

and  CIO,  Boscov's 
Department  Store  LLC 


L0REEN  M.  TABBUT 

Vice  president, 
information  services, 

Calpine  Corp. 


JUDI  ZIT0 

CIO,  Miami  Dade 


Constant  technology  change 
causing  an  IT  headache? 

Keeping  pace  unth  the  complexity  of  changing 
technologies,  new  gouernment  regulations,  the 
needs  of  mobile  end-users  and  more  can  trigger 
flood  calls  to  your  IT  seruice  desk-and  cause  an 
enterprise-sized  headache  for  euen  the  best  IT 
manager.  When  it  comes  to  keeping  technology  up 
and  running,  nothing  stays  the  same,  find  more 
things  are  apt  to  go  wrong. 


Chances  are  SupportSoft  has  a  seruice  automation 
solution  to  ease  the  ache.  Our  software  can  remotely 
diagnose  potential  infrastructure  problems  and 
pre-empt  them  before  they  occur.  Rnd  if  they 
can't  be  preuented,  it  can  help  resolue  them  more 
quickly  and  efficiently  uia  automated  self -seruice 
or  intelligent  assisted  seruice.  No  matter  the  case, 
our  solutions  are  helping  Fortune  500  companies 
significantly  reduce  their  operational  expense  and 
improue  employee  productiuity. 


Isn't  it  time  you  found  fast  pain  relief  from  the 
consequences  of  constant  IT  change  and  complexity? 
To  learn  more,  get  a  free  copy  of  the  white  paper  "IT 
Business  Economics:  Optimizing  Ualue  in  the  Real- 
Time  Enterprise"  at  www.supportsoft.com/ITBizEcon. 
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enced  systems  development  manager, 
so  I  can  bring  large  projects  to  closure. 
We’re  getting  ready  for  a  go-live  for  a 
$45  million  core  operations  systems 
implementation  that  will  replace  our  30- 
year-old  legacy  system,  for  example. 


STEVE  YON 


TITLE:  Senior  vice  president  and  director 
of  common  services 

COMPANY:  National  City  Corp. 

MENTOR:  Joe  McCartin,  CIO 


HOW  ARE  YOU  BEING  GROOMED  FOR 
YOUR  NEXT  POSITION?  It’s  a  combination  of  exposure  to 
business  context  -  working  with  our  lines  of  business  to 
make  sure  I’m  grounded  in  their  objectives,  strategies  and 
plans  -  and  providing  me  the  opportunity  (and  holding  me 
accountable)  for  leadership  on  some  of  the  large  transfor¬ 
mational  activities.  This  serves  in  two  ways:  first,  to  deliver 
value  to  the  organization,  and  second,  to  build  credibility 
with  the  senior  teams. 

WHAT’S  BEEN  YOUR  CAREER  LADDER?  After  graduating 
from  MIT,  I  progressed  from  design  engineer  through  direc¬ 
tor  of  engineering  roles  at  NCR  Retail  Systems.  After  that, 

I  left  to  take  on  the  role  of  president  of  Holaday  Industries, 
an  instrumentation  firm.  I  was  brought  in  to  drive  a  refresh/ 
turnaround  in  order  to  enable  its  acquisition.  After  the  sale, 
I  assumed  the  role  of  brand  director  for  Dell  Computer’s 
OptiPlex  PC  product  line  [and  was]  responsible  for  brand 
management,  marketing,  portfolio  management,  etc.  From 
there,  I  moved  to  National  City 
(coming  back  to  my  hometown  of 
Cleveland)  and  am  currently  leading 
the  shared  services  function  within 
IS.  I  have  been  here  about  four  and  a 
half  years. 


COMPANY:  Blue 

Cross  and  Blue 
Shield  of  Louisiana 


MENTOR:  Helen  Cousins,  CIO, 

Dex  Media  Inc. 

What’s  been  your  career  ladder? 

I  worked  at  Graduate  Health  Systems  in 
the  information  systems  department  for 
10  years,  and  then  moved  to  Coopers 
&  Lybrand  (which  became  Pricewater- 
houseCoopers  Consulting)  as  a  principal 
consultant  in  the  Solutions  Through 
Technology  practice.  One  of  my  clients 
was  Cendant  Mortgage  Corp.,  whom  I 
went  to  work  for  as  a  vice  president  in  the 
IT  department,  responsible  for  operations 
improvement. 

I  then  moved  from  the  mortgage 
business  to  the  corporate  offices  as  vice 
president  of  applications  development 
and  support.  My  mentor,  Helen  Cousins, 
was  corporate  CIO.  I  worked  with  Helen 
for  about  three  years  and  left  there  in 
2003  to  go  to  Blue  Cross  and  Blue  Shield 
of  Louisiana. 

What  special  skills  do  you  bring  to 
your  job?  I  have  strong  analytical  and 
management  skills.  I’m  able  to  empower 
the  people  who  work  for  me  and  encour¬ 
age  them  to  take  risks.  I’m  an  experi- 


What’s  important  about  having  a 

career  mentor?  There  are  four  things 
Helen  really  helped  me  with.  The  first 
is  understanding  organizational  politics 
-  you  have  to  know  when  to  hold  ’em 
and  know  when  to  fold  ’em!  You  have 
to  assess  the  political  situation  early  on 
and  make  decisions  on  forward-looking 
strategy  not  only  on  the  facts,  but  also  the 
political  landscape. 

The  second  thing  is  to  make  split- 
second  decisions  without  100%  of  the 
information.  I  had  a  consultant  back¬ 
ground  and  naturally  wanted  to  do  a  lot  of 
analysis  before  making  decisions.  [Helen] 
taught  me  that  from  a  market  perspective, 
sometimes  it’s  very  important  to  be  fast. 
Timing  is  huge. 

Helen  can  really  synthesize  a  lot  of 
analysis  quickly,  moving  through  the 
information  to  weed  out  the  important 
things,  based  on  three  critical  drivers. 

She  liked  to  first  be  presented  with  three 
bullet  points,  and  I  have  carried  over  that 
philosophy.  The  three  things  she  wanted 
were  the  financial  implications,  the  risk 
and  the  suggested  path  going  forward. 
After  that,  I  would  provide  alternatives 
and  more  background  information. 

The  third  thing  is  speed.  I’m  relatively 
fast,  but  Helen  was  so  much  faster.  She 
forces  you  to  quickly  ferret  out  the  impor¬ 
tant  information. 

The  last  thing  was  to  learn  to  have  a 
good  time.  Work  is  work,  but  people  are 
whole  human  beings,  and  we  have  to 
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value  the  whole  person.  An  example  is 
holding  lunches  or  parties  to  celebrate 
wins,  which  brings  things  to  closure  and 
lets  people  know  they  are  appreciated. 

Are  there  any  downsides  to  being 
mentored?  You  get  feedback  even  when 
you  don’t  want  it.  [Laughs.]  Seriously, 
having  the  right  mentor  is  truly  a  win-win 
situation.  I  could  learn  from  her  and  in 
turn  make  her  more  effective.  Mentoring 
is  truly  a  relationship,  and  you  have  to 
be  able  to  find  someone  with  whom  you 
have  a  degree  of  simpatico.  Mentoring 
programs  can  work  well  if  the  people 
are  well  matched,  and  if  they  are  not,  it’s 
important  to  say  so. 

Are  you  mentoring  anyone?  This 
company  has  a  formal  mentoring  pro¬ 
gram,  and  I’m  mentoring  a  young  woman, 
an  internal  [electronic  data  processing] 
monitor.  I  have  had  many  battles  with  our 
auditors,  so  I  was  flattered  she  picked  me 
as  her  mentor.  We  are  similar  personali¬ 
ties.  You  have  to  find  commonalities  with 
a  person  and  develop  an  empathy  with 
them  to  understand  what  skills  they  need 
to  develop  and  how  to  encourage  them. 

We  meet  biweekly.  One  meeting  is 
more  formal,  where  I  provide  feedback, 
outline  things  to  do,  etc.  The  second 
meeting  is  more  informal,  usually  over 
lunch.  She  seems  to  think  the  program  is 
successful.  I  always  check  in  with  her  to 
be  sure  that  our  meetings  are  providing 
value  for  her.  I  want  to  push  the  envelope 
in  the  next  step  of  development,  but  I 
want  to  be  sure  that  she  is  comfortable 
with  the  pace.  I  want  to  be  sure  that  we 
are  both  having  fun  and  building  a  lasting 
relationship. 

-  DAVID  RAMEL 


organization,  why  we  do  the  things  we  do.  I’m  leverag¬ 
ing  my  background  to  translate  experience  into  actions 
while  helping  coach  people.  I  have  a  high  raw  energy 
level  and  a  passion  to  continually  and  radically  improve 
things  to  help  the  team  win. 


LEADER  AND 
MENTOR 


WHAT  SPECIAL  SKILLS  DO  YOU 
BRING  TO  YOUR  JOB?  Since  my 
background  is  broad,  with  technical 
depth  as  well  as  being  account¬ 
able  for  business  operations  and 
sales  marketing,  it  allows  me  to 
have  a  fairly  good  perspective  on 
“fit”  -  where  things  are,  where 
they’re  going,  how  to  explain  things 
to  multiple  levels  of  people  in  the 


All  of  the  honorees  reported  that  they 
are  mentoring  someone  on 
their  staff,  and  a  clear  majority 
have  chosen  a  successor. 


72% 


Have  not 


Have  identified 
a  successor 
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WHAT’S  IMPORTANT  ABOUT 
HAVING  A  CAREER  MENTOR? 

He  or  she  can  impart  wisdom.  A 
mentor  can  provide  you  with  a 
different  perspective,  a  “portal” 
of  their  own  experiences,  if  you 
will,  that  can  shed  some  light  and 
insight  in  order  to  bring  clarity  to 
your  perspective.  That  allows  you 
to  determine  how  you  want  to 
-  or  don’t  want  to  -  apply  your¬ 
self  to  your  particular  situation. 

ARE  THERE  ANY  DOWNSIDES 
TO  BEING  MENTORED?  With  the 


(hopefully  rare)  exception  of  getting  bad  advice,  I  can’t 
think  of  any  downside.  I  can  say  that  engaging  in  men¬ 
toring  does  build  the  mentee’s  ability  to  discern  good 
from  bad,  develop  an  intuition  for  things  (let’s  call  that 
wisdom)  and  identify  blind  spots  where  he  or  she  can 
purposefully  target  specific  types  of  coaching  or  advice. 

ARE  YOU  MENTORING  ANYONE?  Oh  yes,  I  mentor  and 
get  mentored  from  hundreds  of  people.  I  do  that  every 
day,  formally  and  informally.  Formally  with  my  direct 
leadership  staff;  informally  with  all  the  conversations  I 
have  with  anyone  and  everyone  I  run  across.  Spending 
time  with  as  many  people  as  I  can  helps  impart  the  view 
from  here  to  help  them  in  their  awareness,  understand¬ 
ing  and  fit.  It  enables  them  to  make  better  decisions 
from  a  professional  as  well  as  personal-aspiration  per¬ 
spective,  as  well  as  earn  their  trust,  their  respect  and 
their  commitment  to  our  company’s  path.  Mentoring  is 
an  exceptionally  healthy  activity  -  you  should  get  and 
give  a  couple  of  good  servings  a  day! 

-  DAVID  RAMEL 


Directing  15-billion 
Internet  interactions 
every  day. 


2.7-billion 
I  interactions 


Securing  over 
3,000  enterprises 
every  day. 


Today  and  every  day,  VeriSign  intelligent  infrastructure  services  enable  and  protect  an  ever-increasing 

number  of  interactions  over  the  world's  voice  and  data  networks,  helping  to  drive  a  dramatic 

■ 

transformation  in  the  way  people  work,  play,  and  live.  That’s  why  global  enterprises,  service  providers, 
and  media  companies  are  turning  to  VeriSign  to  help  them  accelerate  new  revenue  opportunities 
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and  sharpen  their  competitive  edge.  We  can  help  you  too.  VeriSign."  Where  it  all  comes  together.™ 
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VeriSign  intelligent  infrastructure  at  work. 


Enabling  10-miUion 
text  and  multimedia 
messages  every  day. 

J. 


www.verisign.com/intelligence 

Download  the  free  white  paper  on  intelligent  infrastructure  services. 
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Ask  a  Premier 
100  IT  Leader 


MICHAEL 
R.  DEAN 

TITLE:  First  deputy  CIO 

ORGANIZATION:  City  of  Philadelphia 

MENTOR:  Dianah  Neff,  CIO 

HEN  PHILADELPHIA  CIO  Dianah  Neff  at¬ 
tends  executive  council  meetings,  her  first 
lieutenant,  chief  IT  operations  officer  and 
principal  protege  Michael  R.  Dean,  is  seated  at  the  table 
next  to  her. 

Dean  also  handles  all  IT  contract  negotiations  and 
very  often  attends  key  meetings  with  the  mayor  and 
other  officials  in  place  of  Neff,  who  travels  frequently  to 
promote  the  city’s  Wireless  Philadelphia  project. 

What’s  best  about  being  mentored  by  Neff,  Dean  says, 
is  that  “she’s  willing  to  let  me  go  out  and  give  it  a  shot. 
She  gives  me  the  opportunity  to  be  successful.” 

In  his  former  position  as  head  of  professional  services 
for  a  Big  Five  consulting  firm,  Dean,  a  Philadelphia  na¬ 
tive  with  a  degree  in  economics,  says  he  spent  a  lot  of 
time  advising  companies  on  how  to  run  their  technolo¬ 
gies.  He  chose  to  move  into  city  government  so  he  could 
grow  beyond  an  adviser  role  and  into  a  full-fledged 
operational  role. 

The  position  as  first  deputy  CIO  “gave  me  the  personal 
responsibility  to  not  only  come  up  with  an  IT  vision 
and  strategy,  but  to  actually  stick  around  and  see  it 
through,”  he  says. 

The  two  greatest  assets  Dean  says  he  brings  to  his  job 
are  an  understanding  of  business  and  an  understand¬ 
ing  of  people  -  both  of  which  are  abilities  he  developed 
under  Neff’s  tutelage. 

“Dianah  really  taught  me  self-awareness  and  emo¬ 
tional  intelligence,”  he  says.  “It’s  about  understanding 
what  you’re  good  at,  what  your  personality  really  is 
like  and  what  the  situations  are  where  you  might  not 
be  performing  at  your  best.  It’s  about  being  able  to 
anticipate  and  watch  your  behavior,  whether  it  be  in 
the  midst  of  a  critical  business  decision  or  a  conflict 
of  opinion. 

“I  truly  think  that  Dianah  is  a  world-class  executive. 
She  listens,  she  shares,  she  gives  open  and  honest 
feedback,”  Dean  adds.  These  are  skills  Dean  intends  to 
take  with  him  to  his  next  job,  which  he  says  will  not  be 
in  city  government. 

“I’m  going  to  be  running  an  enterprise  in  five  years,” 
he  says.  “I  hope  to  have  made  the  transition  from 
government  and  into  general  management,  maybe 

as  a  COO.” 

-JULIA  KING 
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WENDELL 

FOX 


TITLE:  Senior 
vice  president, 
North  American 
Information 
Resources  Field 
Services 


COMPANY:  Marriott 
International  Inc. 

Fox  is  this  month’s  guest  Premier 
100  IT  Leader,  answering  readers’ 
questions  about  skills  enhance¬ 
ment  and  project  management.  If 
you  have  a  question  you’d  like  to 
pose  to  one  of  our  Premier  100  IT 
Leaders,  send  it  to  askaleader@ 
computerworld.com  and  watch  for 
this  column  online  each  month. 

It  seems  that  IT  workers  50  and 
older  are  having  a  more  difficult 
time  finding  IT  jobs.  What  can 
these  workers  do  to  ensure  that 
they  have  the  skills,  experience 
and  education  for  future  oppor¬ 
tunities?  In  my  own  case,  I  would 
like  to  work  another  five  to  10 
years  before  retirement.  -  D.S. 

IT  professionals  are  faced  with 
an  ever-increasing  pace  of 
change,  with  the  two  biggest 
drivers  being  Moore’s  Law  and 
globalization.  A  first  step  to 
keeping  your  technical  and  other 
skills  current  (and  continuing 
to  be  an  attractive  resource  in 
the  job  market)  is  to  learn  every¬ 
thing  you  can  about  your  busi¬ 
ness,  paying  particular  attention 
to  the  vision  that  your  company’s 
leaders  are  articulating.  Then 
ask  how  the  IT  department  is  en¬ 
abling  that  vision  —  what  are  the 
company’s  current  technologies, 
and  how  are  they  being  used? 
What  are  the  IT  organization’s 
short-  and  long-term  strategies 
to  meet  the  business’s  needs? 


Do  your  strengths  fit  into  these 
strategies? 

Use  this  information  to  create 
your  own  development  plan,  and 
remain  current  in  the  technolo¬ 
gies  and  business  processes  that 
are  important  to  your  company. 
For  those  individuals  not  cur¬ 
rently  working,  the  process  is 
similar.  Rather  than  looking 
internally,  look  more  broadly  to 
identify  the  current  and  future 
technologies  being  used  to  en¬ 
able  the  industry  you’re  inter¬ 
ested  in,  and  build  your  plan 
accordingly. 

I  also  can’t  say  enough  about 
reading.  Read  industry  and  trade 
publications  to  learn  how  in¬ 
novative  companies  are  using 
technology  to  create  competitive 
advantage.  Learn  about  hot  skills 
as  well  as  technology  issues  that 
may  be  presenting  broad  chal¬ 
lenges  across  organizations,  like 
security  is  today.  Armed  with 
this  information,  focus  on  areas 
that  are  both  appealing  to  you 
and  in  high  demand. 

Another  positive  consider¬ 
ation  for  those  of  us  over  50  is 
workforce  demographics.  The 
workforce  in  America  and  other 
industrialized  nations  is  aging. 

As  baby  boomers  age,  companies 
will  look  for  ways  to  retain  their 
institutional  knowledge.  To  keep 
older  workers  engaged,  many 
companies  are  offering  flexible 
work  schedules,  opportunities 
for  remote  work,  and  part-time 
and  contract  options.  In  looking 
for  employment,  you  may  want 
to  keep  these  nontraditional  op¬ 
portunities  in  mind. 

I’m  just  starting  my  career  in  IT. 
Other  than  programming,  what’s  a 
good  IT  job  to  start  with?  -  C.K. 

Look  for  jobs  that  will  provide 
opportunities  to  learn  about  your 
business  and  industry.  Regard¬ 
less  of  your  functional  area, 
the  more  you  know  about  the 
business  you  are  in,  the  better 


equipped  you  will  be  to  help  your 
company  leverage  technology  to 
achieve  its  goals. 

Programming  is  a  good  place 
to  start,  as  are  corporate  help 
desk  support  and  systems  ad¬ 
ministration.  In  large  companies, 
working  in  a  corporate  data  cen¬ 
ter  can  provide  individuals  with 
the  opportunity  to  learn,  observe 
and  perhaps  work  in  many  differ¬ 
ent  jobs  within  IT. 

For  an  individual  just  starting 
an  IT  career,  having  the  opportu¬ 
nity  to  see  and  try  many  different 
roles  might  lead  to  a  particularly 
exciting  job  and,  eventually,  spe¬ 
cialization.  Based  on  my  experi¬ 
ence,  unless  a  person  already  has 
passion  for  a  specific  job  or  field 
of  expertise,  he  should  be  willing 
to  try  many  different  things  and 
learn  new  skills. 

I  have  more  than  six  years  of 
experience  in  sales  and  market¬ 
ing  of  IT  engineering  products 
and  services  and  have  also  been 
involved  in  project  management 
and  requirements-gathering  activi¬ 
ties.  An  injury  sidelined  me  for  18 
months,  but  I  have  since  recovered 
and  look  forward  to  resuming 
regular  employment.  My  interests 
are  project  management,  business 
analysis,  sales  and  marketing. 
Would  a  certification  in  project 
management  be  helpful  to  me, 
and  will  this  gap  in  my  employ¬ 
ment  be  an  obstacle  for  me?  -  S.D. 
It  is  my  experience  that  there  has 
never  been  a  surplus  of  really 
great  project  managers.  I  also 
believe  that  project  management 
is  a  truly  portable  skill  across 
companies  and  industries. 

Individuals  interested  in  a 
career  in  project  management 
should  take  every  opportunity 
to  learn  and  improve  their  skills. 
Certification  is  something  that 
I  look  for  when  hiring  project 
managers.  There  are  many  ex¬ 
cellent  programs  in  our  colleges 
and  universities,  and  experience 
can  also  be  an  excellent  teacher. 
Personally,  I  would  follow  both 
paths.  I  would  enter  a  reputable 
project  management  program  — 
whether  for  a  PMP,  a  master’s  or 
some  other  certification  —  and 
look  for  an  opportunity  where  I 
could  use  what  I  am  learning  in 
real  time  in  the  real  world.  * 
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BILL  REGEHR  is  always  look¬ 
ing  for  people  with  prom¬ 
ise.  “There  are  just  some 
people  you  see  and  know 
instantly  that  they’re  worth  investing 
in,”  he  says. 

But  recognizing  those  people  and 
shepherding  them  to  the  top  are  two 
different  tasks.  That’s  why  Regehr, 
senior  vice  president  of  IT  and  CIO  at 
Boys  &  Girls  Clubs  of  America  in  At¬ 
lanta,  believes  in  succession  planning. 

“We  get  so  caught  up  in  the  pace  of 
business  and  the  pace  of  life  that  too 
often  we  don’t  stop  to  think  about  the 
next  generation,”  he  says.  “We  have  to 
become  more  intentional  about  pass¬ 
ing  on  those  things  [we’ve  learned]. 
People  passed  it  on  to  us;  a  lot  of  peo¬ 
ple  invested  in  me.  I  owe  it  to  the  next 
generation  to  pass  that  on.” 

Regehr  isn’t  the  only  CIO  who 
thinks  that  way. 

IT  executives  may  be  great  innova¬ 
tors,  but  this  year’s  Premier  100  IT 
Leaders  are  sticking  with  the  old  belief 
that  great  leaders  are  made,  not  born. 
They’re  following  conscious  strate¬ 
gies  to  train  and  educate  those  rising 
through  the  ranks.  Their  goal  is  to 
groom  the  next  generation  of  IT  lead¬ 
ers  to  ensure  the  success  of  their  IT 
departments  —  and  their  companies’ 
competitive  edge  —  into  the  future. 

“Companies  that  are  successful  are 
looking  at  [their]  leadership  pipeline 
constantly,  because  that  pipeline  is 
key  to  implementing  their  future,” 
says  Bonni  Carson  DiMatteo,  presi¬ 
dent  of  Atlantic  Consultants  Inc.,  a 
Wellesley,  Mass.-based  consulting  and 
coaching  firm  that  focuses  on  lead¬ 
ership  development  and  succession 
planning. 

RETIREMENT  SURGE 

The  issue  is  an  important  one  for 
CIOs,  DiMatteo  and  others  say.  Many 
workers,  including  a  high  number  of 
executives,  are  part  of  the  baby  boom 
generation  that’s  set  to  retire  en  masse 
in  the  next  decade  or  two.  At  the  same 
time,  fewer  people  are  coming  into 
the  workforce;  some  CIOs  are  already 
seeing  a  talent  shortage  in  the  IT  field. 


QOICIC-HIT  TIPS 

;  stars  and  how  you’re 
preparing  them  in  management 
meetings  to  encourage  similar  prac¬ 
tices  among  lower-level  managers. 

Industry  leaders 

differ  on  whether  formal  arrange¬ 
ments  or  informal  relationships  are 
better,  but  they  do  agree  that  provid¬ 
ing  guidance  on  job  growth  and  office 
politics  is  invaluable. 

gn  ne  that  might  be 

outside  a  worker’s  normal  range 
of  responsibilities;  arrange  for  execu¬ 
tive  coaching  or  time  to  take. manage¬ 
ment  courses. 

where 

you  can  help  workers  learn  from 
their  mistakes. 

Keep  succession  plans  up  to  date 

so  the  organization  knows  how  to 
handle  Sudden  departures,  and  Write 
down  career  goals  for  key  workers  so 
the  company  can  follow  through  on 
long-term  grooming  strategies. 


Meanwhile,  the  CIO’s  role  continues 
to  expand,  requiring  not  only  updated 
technical  skills  but  also,  increasingly, 
business  acumen  to  successfully  per¬ 
form  the  job. 

“The  challenge  for  the  CIO  is  to  be 
really  forward-thinking  about  this,  to 
get  the  message  across  that  [it]  is  re¬ 
ally  important”  to  train  the  next  gen¬ 
eration,  DiMatteo  says. 

Regehr’s  already  there.  He’s  think¬ 
ing  about  who  will  replace  him.  He’s 
building  succession  plans  for  the  two 
levels  of  management  below  him.  And 
he’s  taking  steps  to  make  sure  rising 
stars  within  the  Boys  &  Girls  Club  can 
step  up  when  needed. 

How  is  he  doing  all  this?  He  hired 
a  professional  career  manager  to 
work  with  one  potential  leader.  He 
sends  some  workers  to  management 
seminars  at  the  Georgia  Institute  of 
Technology.  And  he  gives  board-level 
assignments  to  others  to  help  them 
develop  new  skills. 

Regehr  is  also  working  with  some¬ 
one  he  thinks  could  someday  take 

Continued  on  page  84 
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Continued  from  page  82 
over  as  CIO,  showing  him  the  ropes 
and  bringing  him  to  CIO  conferences 
to  prepare  him  for  the  role. 

IN  BLACK  AND  WHITE 

Toby  Eduardo  Redshaw,  corporate  vice 
president  of  IT  strategy,  architecture 
and  e-business  at  Motorola  Inc.  in 
Schaumburg,  Ill.,  has  been  grooming 
upcoming  leaders  as  well.  Redshaw  has 
taken  a  formal  approach  to  the  process: 
He  has  written  plans  for  every  manage¬ 
ment  staffer  in  his  shop.  His  managers 
also  identify  replacement  candidates 
within  IT,  outside  IT  and  then  outside 
the  company. 

Redshaw  says  written  plans  moti¬ 
vate  workers,  who  “know  they  have  a 


DESPITE  RECENT  GAINS,  women 
and  minorities  are  still  underrep¬ 
resented  in  the  executive  suite  and 
the  IT  ranks,  industry  leaders  and 
diversity  advocates  say.  CIOs  need 
to  recognize  the  issue  to  ensure  that 
women  and  minorities  are  encour¬ 
aged  to  rise  to  upper-management 
positions,  they  suggest. 

“The  first  step  to  any  change  is  a 
conscious  acknowledgement  that 
there  is  a  problem  and  something 
has  to  be  done,”  says  Carolyn  Leigh¬ 
ton,  chairwoman  and  founder  of 
Women  in  Technology  International 
(WITI)  in  Sherman  Oaks,  Calif. 

She  and  other  advocates  say  ex¬ 
ecutives  need  to  consciously  look  for 
female  and  minority  candidates,  and 
to  do  so  successfully,  they  have  to 
change  the  way  they  recruit  candi¬ 
dates  and  groom  future  leaders. 

Kay  J.  Palmer,  CIO  and  executive 
vice  president  at  J.B.  Hunt  Trans¬ 
port  Services,  notes,  “One  of  the 
underlying  goals  of  [our]  mentoring 
program  is  to  give  all  high-potential 
employees  the  opportunity  to  work 
with  executive  mentors  across  the 
company.”  if  a  program  doesn’t  ex¬ 
ist  to  facilitate  these  relationships 
based  on  ability,  she  says,  such 
relationships  often  instead  develop 
based  on  shared  personal  interests, 
which  sometimes  excludes  females 
or  minorities. 


way  up  through  the  organization,”  and 
they  allow  him  to  move  around  talent 
“without  a  lot  of  consequential  damage,” 
such  as  hurting  team  morale. 

Consider,  for  example,  how  Redshaw 
handled  a  recent  personnel  change: 
When  the  leader  of  his  integration  ser¬ 
vices  division  moved  to  the  enterprise 
business  unit,  Redshaw  was  able  to 
announce  his  replacement  in  just  24 
hours  because  succession  plans  were 
in  place. 

Redshaw  works  with  his  staffers  to 
help  them  advance,  using  their  annual 
reviews  to  look  at  strengths,  weak¬ 
nesses  and  development  paths.  He  then 
puts  people  in  situations  that  test  them 
and  sends  them  for  formal  training.  He 
says  he  has  also  established  a  manage- 


Other  leaders  say  CIOs  need  to 
do  more  to  cultivate  relationships 
with  women  and  minorities  and  the 
organizations  that  represent  them, 
such  as  WITI,  to  get  a  better  handle 
on  attracting  them  to  certain  jobs  or 
companies. 

“You  have  to  be  intentional  about 
it,”  says  Bill  Regehr,  senior  vice 
president  of  IT  and  CIO  at  Boys  & 
Girls  Clubs  of  America.  “I’ve  chal¬ 
lenged  our  HR  people  to  go  out  and 
find  me  high-quality  minorities  and 
women  to  come  into  our  technology 
slots.” 

Regehr  and  others  say  the  intent 
isn’t  to  fill  quotas  or  lower  the  bar 
just  to  increase  diversity.  Rather, 
they  say,  it’s  about  reaching  out  to 
groups  that  might  be  shut  out  by  tra¬ 
ditional  mentoring  relationships. 

However,  some  CIOs  say  a  well- 
crafted  work  environment  that  val¬ 
ues  all  individuals  can  be  successful 
in  promoting  talented  workers, 
regardless  of  gender  or  minority 
status. 

“I  think  overall  you  want  to  assess 
the  potential  of  all  the  people  in  your 
organization,”  says  Charles  Hun- 
singer,  vice  president  of  software 
engineering  at  Corporate  Express. 

“I  don’t  think  you  want  to  pick  and 
choose  who  wants  to  succeed.  You 
want  to  try  to  mentor  everybody.” 

-  MARY  K.  PRATT 


ment  structure  “that  cares  about  and 
knows  that  development  is  important.” 

“You’ve  got  to  have  a  culture  that 
allows  people  to  fail.  That’s  where  a  lot 
of  the  learning  is,”  Redshaw  adds. 

Others  have  adopted  similar  ap¬ 
proaches  to  getting  the  next  generation 
ready  for  executive  jobs. 

John  Schindler,  CIO  at  Kichler 
Lighting  in  Cleveland,  has  a  chart  that 
identifies  “fast-track  individuals.”  He 
details  their  training  and  development 
needs  along  with  their  goals  for  profes¬ 
sional  development.  “I  know  the  indi¬ 
viduals  I’ll  be  grooming  and  investing 
time  in,”  he  says. 

For  example,  he  makes  note  of  which 
of  his  direct  reports  have  MBAs  and 
who  is  studying  to  earn  one.  To  help 
these  employees  along,  Schindler  says 
he  assigns  them  projects  where  they 
can  practice  new  skills. 

Schindler  recently  assigned  one 
staffer  some  accounting  and  strategic 
planning  work  after  he  finished  his 
MBA.  “This  is  an  area  that  wouldn’t 
normally  be  under  his  purview,  but  he 
was  very  appreciative  for  the  opportu¬ 
nity,”  he  says.  Schindler  even  puts  him¬ 
self  out  there  as  a  mentor,  talking  to 
people  informally  to  learn  about  their 
work  and  aspirations. 

Such  mentoring  can  be  a  significant 
contributor  to  professional  success,  ac¬ 
cording  to  a  2003  survey  conducted  by 
Robert  Half  Technology,  a  Menlo  Park, 
Calif. -based  provider  of  IT  professional 
staffing. 

The  survey  polled  more  than  1,400 
CIOs  at  U.S.  companies  with  100  or 
more  employees.  Fifty-one  percent  said 
they  benefited  from  having  a  mentor  at 
some  point  in  their  careers.  Meanwhile, 
72%  of  those  who  didn’t  have  a  mentor 
said  they  felt  their  advancement  would 
have  been  easier  if  they’d  had  an  expe¬ 
rienced  adviser  guiding  them. 

MULTILAYERED 

APPROACH 

Robert  S.  Autor,  executive  vice  presi¬ 
dent  and  CIO  at  SLM  Corp.  (Sallie 
Mae)  in  Reston,  Va.,  sees  several  di¬ 
mensions  to  mentoring.  He  says  the 
right  approach  includes  providing 
regular  feedback  as  well  as  informal 
advice  to  help  employees  be  more  ef¬ 
fective.  He  says  it  can  also  mean  bring¬ 
ing  in  outside  help,  such  as  executive 
coaches. 

Autor  says  good  mentors  lead  by 
example,  too.  He,  for  one,  takes  time 
at  management  meetings  to  discuss 
talented  staff  members,  a  practice  he 
hopes  filters  down  through  the  organi¬ 
zation. 

He  also  believes  that  good  men¬ 


tors  provide  protection.  “If  you’re 
going  to  help  people  overcome  their 
weaknesses,  you  need  to  put  them  in 
positions  were  their  weaknesses  are 
challenged,”  explains  Autor.  But  those 
circumstances  can  cause  problems,  he 
adds,  so  CIOs  need  to  help  “smooth  out 
some  of  the  bumps.” 

Charles  Hunsinger,  vice  president 
of  software  engineering  at  Corporate 
Express  Inc.,  an  Amsterdam-based 
company  with  U.S.  headquarters  in 
Broomfield,  Colo.,  says  his  IT  workers 
benefit  from  the  formal  training  pro¬ 
grams  run  by  his  department  and  by 
human  resources. 

Many  workers  also  benefit  from 
informal  mentoring  —  a  strategy  that 
Hunsinger  claims  works  better  than 
a  formal  program  that  pairs  a  senior 
worker  with  a  junior  colleague. 

He  says  formal  arrangements  might 
not  work  because  “sometimes  it  clicks, 
sometimes  it  doesn’t.”  And  while  leav¬ 
ing  mentoring  to  informal  connections 
might  mean  that  some  people  slip 
through  without  that  extra  guidance, 
Hunsinger  says  he  finds  such  relation¬ 
ships  to  be  much  better  when  they’re 
not  structured. 

“It’s  really  a  personal  relationship 
that  you  have  to  build,”  he  says. 

Others,  however,  find  benefits  in 
more  formal  arrangements. 

Kay  J.  Palmer,  CIO  and  executive 
vice  president  at  J.B.  Hunt  Transport 
Services  Inc.  in  Lowell,  Ark.,  has  a 
leadership  development  program  for 
her  department  that  uses  both  in-house 
training  and  customized  training  de¬ 
veloped  with  a  local  firm  specializing 
in  leadership  development.  The  train¬ 
ing  involves  standard  practices,  such  as 
360-degree  assessment  tools,  in  which 
coaches  get  feedback  on  an  individual 
from  various  professional  circles. 

Managers  can  also  recommend 
promising  workers  for  a  corporate 
leadership  program  that’s  being  devel¬ 
oped  at  J.B.  Hunt,  and  Palmer’s  trying 
to  bring  a  mentoring  program  to  the 
company,  too. 

“Very  few  leaders  naturally  possess 
strong  technical,  business  and  diplo¬ 
matic  skills,”  she  says.  “Mentoring  and 
coaching  is  required  to  help  a  succes¬ 
sor  be  effective  in  all  three.”  » 


Pratt  is  a  Computerworld  contributing 
writer. 
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FRAYED  CONTENT 
l/c*  FRAYED  SOLUTIONS 

1  FRAYED  NER 


MAIN  ATTRACTIONS 

DIGITAL  AUDIO,  VIDEO,  RECORD 
DOCUMENTS  -  WORKING  TOGETHER 


MODULAR  CONSTRUCTION  THAT  GROWS 
EASILY  WITH  YOUR  BUSINESS 


AFFORDABILITY,  OPEN 
INFORMATION  AT 


PART  OF  THE  HARD-HITTING  IBM  INFORMATION  MANAGEMENT 

IBM  MIDDLEWARE.  POWERFUL.  PROVEN.  FIGHT  RACK  AT  WWW.IBM.COM/MIDDLI 

IBM  and  the  IBM  logo  are  registered  trademarks  or  trademarks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  ©2005 


FRANK  HAYES  ■  FRANKLY  SPEAKING 


INFORMATION  technology  can  be  wonderfully  agile  when  we 
have  careful  planning,  standard  processes  and  great  communi¬ 
cation.  That’s  the  message  Computerworld’s  Julia  King  got  from 
the  IT  leaders  among  this  year’s  Premier  100.  In  fact,  it’s  that 
stability  that  makes  real  IT  agility  possible. 

Or,  to  put  it  another  way,  we  can't  do  wonderful  things  if  we  spend 
all  our  time  heroically  putting  out  fires. 

That’s  a  kind  of  IT  heroism  we  can  no  longer  afford.  But  we’ve  had 
nothing  to  replace  it  with  —  until  now. 


And  that  has  been  a  problem.  IT  people,  from 
the  greenest  intern  to  the  most  seasoned  CIO, 
want  to  be  heroes.  We  all  want  to  solve  the  prob¬ 
lem,  rescue  the  project,  resurrect  the  network, 
save  the  IT  budget.  We  want  to  demonstrate  our 
value  by  making  things  work  and  keeping  them 
working. 

Unfortunately,  for  too  many  years  that’s  ex¬ 
actly  what  we’ve  had  to  do.  Every  time  technol¬ 
ogy  has  jumped  a  level,  we’ve  scrambled  to  keep 
up.  We’ve  whipsawed  from  mainframes  to  minis 
to  PCs  to  client/server  to  intranets  and  extranets. 
The  hardware  was  shaky.  The  software  didn’t 
work.  The  networks  were  full  of  hiccups.  In  the 
early  days  after  any  technology  shift,  it  took 
heroism  just  to  keep  things  going  at  all. 

And  once  those  first  days  of  crisis  were  over? 
We  missed  the  excitement.  We  looked  for  new 
ways  to  be  heroes.  We  knew  the  alternative  was 
dull  stability. 

And  we  knew  —  or  hoped  —  that  the  next 
technology  wave  could  hit  us  at  any  time,  wash¬ 
ing  out  whatever  planning  and  processes  we  had 
in  place.  So  there  was  no  point  in  buying  into 
rigorous  processes  and  inflexible  planning,  was 
there?  We  needed  the  agility  to  ride  that  new 
wave  when  it  came  crashing  in  on  us. 

Or  anyway,  that’s  what  we  told 
ourselves.  So  we  have  shelves  groan¬ 
ing  with  unused  methodologies  and 
architectures.  Fair  is  fair:  Much  of 
that  shelfware  was  rigid.  It  would 
have  required  large  investments 
in  training  and  discipline.  And  if  it 
didn’t  survive  a  technology  transi¬ 
tion,  that  all  would  have  been  wasted. 

Besides,  it  sure  didn’t  look  like 
much  fun.  And  if  that  was  the  alter¬ 
native  to  IT  heroics,  who  needed  it? 

And  that’s  the  way  we’ve  seen  the 
choice:  heroic  adventure  or  brittle 
tedium.  No  surprise,  then,  that  we’ve 


chosen  to  keep  fighting  IT  fires. 

But  as  our  Premier  100  winners  demonstrate, 
there’s  plenty  of  room  for  heroism,  even  when 
planning,  processes  and  communication  give 
us  rock-steady  IT.  It’s  just  not  old-fashioned  IT 
heroism. 

It’s  heroism  for  the  business. 

Heroism  that  makes  it  possible  to  win  a  big 
new  customer.  Or  develop  applications  without 
adequate  user  specs  that  still  deliver  exactly  what 
the  users  need.  Or  extend  a  business  in  radically 
new  ways. 

There’s  no  tedium  here,  no  ho-hum  approach 
to  IT  work.  Putting  out  fires?  Sure,  that’s  still 
part  of  the  game.  But  now  it’s  focused  on  busi¬ 
ness  crises,  not  technical  issues.  Stable,  solid  IT 
makes  that  possible. 

Sudden,  unexpected  changes?  They  don’t  have 
to  wash  away  everything  we’ve  built,  because  that 
solid  foundation  gives  us  a  stable  base  from  which 
to  pivot  at  a  moment’s  notice.  And  the  changes 
come  not  just  from  technology  shifts  but  from 
every  direction:  customers,  markets,  products. 

All  the  challenge  is  still  there,  and  all  the  op¬ 
portunity  for  heroics  to  prove  our  value.  It’s  just 
kicked  up  to  a  new  level:  We’re  doing  those  won¬ 
derful  things  for  the  business,  not 
just  our  technology. 

That’s  the  new  IT  heroism  —  a 
kind  of  heroism  we  can’t  afford  to 
be  without. 

So  read  the  stories  of  these  Pre¬ 
mier  100  IT  heroes.  Admire  their 
accomplishments.  Then  steal  their 
ideas.  Turn  your  own  IT  depart¬ 
ment  into  a  place  where  careful 
planning,  standard  processes  and 
great  communication  aren’t  the  en¬ 
emies  of  heroics,  but  the  first  steps 
to  heroism. 

Because  IT  needs  all  the  heroes  it 
can  get. » 


SOME  LEAD, 
SOME  DON’T 

Tech  director  decides  to  oversee  the  test  of  the  data 
center’s  UPS.  Notices  are  sent,  the  test  window  time 
is  reached,  and  just  as  the  network  admin  is  about  to 
pull  the  plug  on  the  UPS,  tech  director  flips  the  UPS’s 
switch  instead.  “At  the  sudden  silence  in  the  server 
room,  the  tech  director  realized  his  error,”  reports  a 
pilot  fish  on  the  scene.  “He  turned  to  the  network  ad¬ 
min  and  sighed,  ‘Just  goes  to  show  why  you  should 
never  let  management  help.’  ” 


OOPS! 

University  IT 
director  has  a 
brainstorm  to 
stop  students 
from  downloading  songs 
from  the  Internet:  All 
dormitory  networks  will 
be  capped  at  100Kbit/ 
sec.  instead  of  100Mbit/ 
sec.  “It  certainly  made 
downloading  anything 
impossible  for  stu¬ 
dents,”  says  an  IT 
pilot  fish  there.  “It 
also  cut  communica¬ 
tions  that  controlled 
heating  and  cooling. 

And  made  the  access 
card  readers  at  the 
doors  stop  working. 

And  the  parking  lot  ac¬ 
cess  card  readers.  And 
the  dining  services  com¬ 
puters.  And  he  instituted 
the  change  Friday  after¬ 
noon.  The  cap  was  lifted 
Monday  morning.” 

NO  FRILLS 

Users  are  very  happy 
with  a  database  main¬ 
tenance  program  this 
pilot  fish  supports,  and 
he  comes  up  with  a  very 
practical  enhancement: 
animated  cursors  to 
indicate  during  long- 
running  operations  that 
the  program  hasn’t 
frozen.  Boss’s  response: 
“No.”  But  why?  asks 
fish.  “We  only  want  to 
provide  the  basics,” 
boss  says.  “We  don’t 
want  to  overdeliver.” 


BETTER 
THAN  SEX 

Sysadmin  pilot 
fish  sends  out  a 
notice  that  one 
server  will  be  down  for 
maintenance  over  the 
weekend.  “For  two  days 
I  got  a  lot  of  receipts 
showing  that  my  e-mail 
was  deleted  before  be¬ 
ing  read,”  fish  reports. 
“So  I  sent  out  the  mes¬ 
sage  again.  Subject  line: 
‘Found  a  wallet  full  of 
money  in  the  parking 
lot!!!!’  First  line  of  my 
e-mail:  ‘Now  that  I  have 
your  attention  . . .’  This 
time,  everyone  read  the 
message.” 

MANAGING  UP 

Pilot  fish  has  installed 
new  antivirus  software 
everywhere  except  on 
two  PCs:  one  at  the 
company  president’s 
home  and  one  at  his 
vacation  house.  Prez 
has  no  trouble  following 
fish’s  instructions  for 
the  PC  at  home,  but  a 
month  later,  fish  gets  a 
call  from  the  vacation 
house.  “I’ve  tried  and 
tried,  and  I  can’t  find 
the  files  to  install  it,” 
prez  says.  Let’s  go  one 
step  at  a  time,  says  fish. 
First,  make  sure  the 
CO  is  in  the  CD  drive. 
Pause.  “Yeah,  that 
would  probably  work,” 
says  prez.  “I’ll  call  back 
if  I  need  anything  else.” 


O  ANSWER  SHARKY’S  CALL.  Send  me  your  true  tale 
of  IT  life  at  sharky@computerworld.com.  You’ll 
score  a  sharp  Shark  shirt  if  I  use  it.  And  check  out  the  daily 
feed,  browse  the  Sharkives  and  sign  up  for  Shark  Tank  home 
delivery  at  computerworld.com/sharky. 
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Attendees  will  receive 
a  complimentary 
autographed  copy 
of  Richard  Clarke’s 
new  book, 
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FUJITSU 


The  Nation’s  Leading 
IT  Executive  Conference  for: 


•  CIOs,  CTOs  and  CSOs 

•  Vice  Presidents  of  IT 

•  Enterprise  IT  Directors 


Get  advice  from  award-winning 
CIOs  and  industry  experts  on: 


‘ADVANCING  IT  governance 
and  risk/reward  balance 


See  solutions  from  companies  including: 


AFC 

Legendary  Reliability' 


|  PLATINUM  SPONSORS  | 

<bmcsoftware  compuwareO 


FUJITSU 


•  EXECUTING  the  global  IT  agenda 


•SUPERCHARGING  infrastructure 
to  create  new  products  and  services 


•ACHIEVING  security  and  disaster 
recovery  excellence 


•  READYING  next-generation 
IT-savvy  business  leaders 


Special  Visionary  Addresses  from: 


Featured  speakers  include: 


RANDY  MOTT 

Executive  Vice  President  and  CIO,  Hewlett-Packard  Company, 
former  CIO,  Dell,  former  CIO,  Wal-Mart  Stores 


RIZWAN  AHMED 

CIO,  Office  of  Group  Benefits  &  Department  of  Natural  Resources,  State  of  Louisiana 


JOHN  FISHER 

Senior  Vice  President  and  CIO,  SmithBucklin  Corp. 


WENDELL  FOX 

Senior  Vice  President,  North  American  Information  Resources  Field  Services, 
Marriott  International,  Inc. 


TONY  FULLER 

Vice  President  of  IT/CIO,  Rent-A-Center  Inc. 


DON  GIBSON 

Managing  Director,  IT,  Fedex  Services 


FARZAD  GOLSHANI 

Vice  President  of  IT  Infrastructure,  Transamerica  Retirement  Services 


SCOTT  GRIFFIN 

Vice  President  and  CIO,  Boeing  information  Technology 


MITCHELL  HANSEN 

Vice  President,  Enterprise  Systems  &  Services,  Quest  Diagnostics  Incorporated 


MIKE  HUGOS 

CIO,  Network  Services  Company 


GREG  MEFFERT 

Chief  Technology  Officer/CIO,  City  of  New  Orleans 


DIANAH  NEFF 

CIO,  City  of  Philadelphia 


RICK  OMARTIAN 

IT  CFO  and  Chief  of  Staff,  Guardian  Life  Insurance  Co. 


JAN  RIDEOUT 

CIO,  Northrop  Grumman  Ship  Systems 


RICHARD  CLARKE 

Former  adviser  on  security  to  four  presidents,  former  National 
Security  Council  cyberterrorism  chief,  author  of  the  book 
Against  All  Enemies:  Inside  America's  War  on  Terror  and 
The  Scorpion's  Gate 


IT  LEADERS 

CONFERENCE 


PRE-CONFERENCE 
GOLF  OUTING  SPONSOR: 


!  CONFERENCE  I 

I  UNDERWRITER 


Mastering  IT  Agility, 
Accelerating  Business  Innovation 


Owned  and  Produced  by 

COMPUTERWORLD 


To  register  now  or  for  more  information,  visit  www.premier100.com 


Tech  Whiz? 

Knowledge  Guru? 

You  know  that  your 
performance  impacts 
the  customer? 

We're  U.S.  Cellular®,  a  super-regional  wireless 
company  dedicated  to  ensuring  all  facets  of 
our  organization  are  focused  on  customer 
satisfaction.  And  as  a  part  of  our  technical 
team,  you  will  play  a  pivotal  role  in  ensuring 
our  systems,  services  and  operations  work. 
All  the  time,  every  time.  If  you're  looking  to 
make  a  real-time  impact  on  our  high  level  of 
service,  you're  ready  for  U.  S.  Cellular. 

To  find  out  how  you  can  become  a  part  of  it 
with  a  career  with  U.S.  Cellular,  visit 

www.uscellular.com/employment  today. 

First  you  are  a  part  of  it, 
then  it  becomes  a  part  of  you. 

US.  Cellular 

We  connect  with  you: 

www.uscellular.com 

lA/e  are  a  drug-free  workplace  and  an  equal  opportunity 
employer  dedicated  to  diversity  and  inclusion.  M/F/D/V. 
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Website  /  Database  Analyst: 
Analyze  &  manage  org  data¬ 
bases  &  website.  Oversee  org 
computer  tech  software,  hard¬ 
ware  &  telecom  connections, 
email  &  security  systems. 
Repair  network  system  errors. 
Implement  document  man¬ 
agement  &  imaging  systems. 
Design  org  logos,  brochures, 
newsletters  and  CD  directo¬ 
ries.  Min.  3  yrs  exp.  Bacc.  deg. 
in  Computer  Programming  or 
equivalency  required.  Job  in 
Teaneck,  NJ.  Write  Job  No. 
WDA-01  on  resume  and  fax  to 
(201)837-9414. 


Thomson,  Inc.  is  seeking  a 
Director  of  Corporate  Develop¬ 
ment  and  Mergers  &  Acquisition 
for  its  Cupertino,  CA  location  to 
identify  markets,  services,  and 
technologies  that  further  the 
company's  objectives  and  evalu¬ 
ate,  structure,  negotiate,  and 
close  strategic  acquisitions  and 
investments.  Must  have  an  MBA 
in  Finance  or  similar  field  plus 
three  years  of  experience  in  the 
related  occupation  of  identifying 
and  analyzing  acquisitions  and 
investments  and  preparing  valu¬ 
ation  analysis  for  major  software 
companies.  Salary  commensu¬ 
rate  with  experience.  Send  re¬ 
sumes  to:  Thomson,  Inc.  Attn: 
HR  -  Job  #9014,  10330  North 
Meridian  Street,  Indianapolis,  IN 
46290-1976. 


Sr.  Software  Engineer  needed 
w/Masters  or  Foreign  Equiv.  in 
Comp.  Applic.  or  Comp.  Scie.  or 
Engg.  or  Math.  &  1  yr  exp  to 
research,  analyze,  design, 
develop,  test  &  document  appli¬ 
cation  s/ware  using  C,  C++, 
Pro'C,  PL/SQL,  Forms  & 
Reports,  Java,  J2EE,  HTML, 
Oracle,  DB2,  UDB  &  Sybase  as 
RDBMS  on  Windows,  DOS  & 
Unix  OS.  1  yr.  exp.  as  Software 
Engineer  is  acceptable.  Mail  res 
to:  Compulnfo,  22  Meridian 
Road,  Suite  #17,  Edison,  NJ 
08820.  Job  location:  Edison,  NJ 
or  in  any  unanticipated  loca¬ 
tions  in  U.S. 


Electronics  Engineer:  Dev. 
/Manage  POS  system/ 
equipments;  testing,  de¬ 
bug  &  protocol  analysis  of 
POS  for  mgt  of  Asian  gro¬ 
cery  retail.  Analyze  tele¬ 
com  needs;  telecom  archi¬ 
tecture  design/validation. 
Plan/implement  VoIP.  BEE 
+  2  yrs  exp.  in  data  com¬ 
munication  system.  Mail 
resume:  Super  H  Mart, 
Inc.  2550  Pleasant  Hill  Rd 
Duluth,  GA  30096. 


Programmer  Analyst  w/Bach  or 
foreign  equiv.  in  Comp  Sci  or 
Engg  or  Math  &  1  yr  exp  to  ana¬ 
lyze  interactive  s/ware  for  com¬ 
munication  media.  Dsgn  &  cre¬ 
ate  s/ware  applies  using 
OOA&D  techniques.  SDLC  prin¬ 
ciples  &  s/ware  dsgn  patterns. 
Dvlp  applies  using  Java.  JSP. 
J2EE,  Apache  Tomcat,  Visual 
C++,  VB,  Microsoft  platform 
SDK,  Windows  Media  SDK, 
SOL  Server  &  Oracle.  Integrate, 
test  fi  debug  the  project  before 
implmtg  Mail  res  to:  Soft  Tech 
Source  -  A  Oiv.  of  Ramesh  Sarva 
CPA,  PC..  109-17  72nd  Rd,  Ste 
6-R.  Forest  Hills.  NY  11375.  Job 
loc:  Forest  Hills,  NY  or  in  any 
unanticipated  Iocs  in  US. 


integration  Eng  w/  MS  in 
Comp  Sci  or  related  field  & 
min  2  yrs  exp  wanted  by  NYC 
hospital.  Duties  inch  integra¬ 
tion  of  hosp  apps  &  various 
programming  langs;  interface 
management  &  system  inte¬ 
gration;  coding/configuration 
for  new  interfaces  &  modifica¬ 
tion  of  current  ones;  super¬ 
vise  development,  implemen¬ 
tation,  maint,  end-users  sup¬ 
port/training  of  interfaces  & 
integration  between  comput¬ 
er  apps.  Fax  resume  to  732- 
906-0801. 


UNIVERSITY  OF  TEXAS 
AT  EL  PASO 
Database  Administrator 

Designs  logical  and  physical 
databases.  Establishes  and  cal¬ 
culates  physical  database  para¬ 
meters.  Performs,  monitors,  and 
maintains  backups,  upgrades 
and  recovery.  Bachelor  Degree 
or  equivalent  in  Information 
Technology  and  five  years  of 
experience  in  above  or  as  a 
Database  Specialist,  Analyst, 
Designer,  or  Software  Specialist 
required.  40  hpw.  Mail  resume  to 
University  of  Texas  at  El  Paso, 
Attn:  Lourdes  Tapia,  500  W. 
University  Ave.,  El  Paso,  TX 
79968.  eoe. 


Senior  Software  Analyst  -- 
Responsible  for  customer 
business  needs  analysis, 
IT  solutions,  outsourced 
software  development,  tes¬ 
ting  and  consulting.  Devel¬ 
op  new  practice  areas,  IT 
solution  sales,  and  support 
IT  solution  and  product 
deployment.  Refer  to  job 
#37DSA-1  and  reply  to: 
hr@37degrees.com  or  37 
degrees,  Inc.  465  Califor¬ 
nia  Street,  Ste  660  San 
Francisco,  CA  94104. 


Intratel,  ILC.,  located  in  Las 
Vegas,  NV,  seeks  a  Senior 
Software  Engineer.  The  po¬ 
sition  requires  a  Masters 
degree  in  Computer  Science 
and  2  years  experience  in 
Technology  Design,  Pro¬ 
gramming  and  Systems 
Analysis.  Fax  resumes  to 
Maria  Nuno,  Director  of 
Administration,  at  (702)  221- 
0904  or  mail  resumes  to 
Intratel,  LLC,  101  Conven¬ 
tion  Center  Drive,  Suite  700, 
Las  Vegas,  NV  8910. 


IT  Director  for  ready 
mix  concrete  manu¬ 
facturer  in  Irving,  TX. 
Extensive  experience 
req’d.  Resumes  to 
Leigh  Ferguson 
(CFO),  Southern  Star 
Concrete,  Inc.  8500 
Freeport  Parkway 
(Suite  200),  Irving  TX 
75063. 


Computer  Professional  KS 
based  IT  firm, Jr.  Lvl  posi's 
Progmr  Analysts,  S/w  Engrs, 
Sys  Analysts,  DBA  to  develop, 
create,  and  modify  gen  comp 
applic's  s/w  or  speclzed  utility 
programs.  Analyze  user  needs 
and  dvlop  s/w  solutions.  Sr.  Lvl 
posi’n,  IT  Mngr,  MIS  Mngr,  ITS 
Director  needed  to  Plan,  direct, 
or  co-ordte  act’s  in  electronic 
data  processing,  infor'n  syss, 
sys  analysis,  &  comp  progm- 
ng.Apply  w/  2  copies  of  res: 
HRD,  Mogul  Staffing  Solutions, 
Inc.,  1119  Osage  St,  Leaven¬ 
worth,  KS  66048. 


Programmer  /  Analyst 
wanted  to  develop  & 
implement  business/ 
financial  systems  & 
maintain  shared  sys¬ 
tems  &  business  soft¬ 
ware.  BA  in  Informa¬ 
tion  Systems  reqd. 
Fax  resume  to  Rocco 
Piscionere  -  Mortgage 
IT  (212)  401-4478. 


Software  Engineer, 
Applications  utilizing 
MQSeries,  J2EE  and 
Pro*C  to  work  in  vari¬ 
ous  locations  in  the 
Bay  Area.  Resume  to 
Customer  Care  Inc, 
1117  Casa  Bonita 
Way,  Vista  CA  92081 
or  boucher@custom 
ercaresolutions.com. 


Online 

Recruitment 

Opportunities 

: 

IT  Careers’  online 

network  represents  a 

comprehensive  job¬ 
seeking  destination  that 

attracts  highly  qualified 

IT  professionals. 

♦ 

Corporate  Memberships 

♦ 

Job  Posting  Packages 

♦ 

Resume  Database 

♦ 

Single  Job  Posting 

♦ 

Integrated  print  & 
online  packages 

Post  your  recruitment 
or  branding  message 

on  ITCareers.com 

today/ 

rr|careers 

800-762-2977 

Top  10  reasons  why  you 
should  advertise  your 
recruitment  message  with 
IT  Careers. 


IT  Careers  Audience  Skill  Survey 
2003/2004 

Client  Operating  Systems 
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Quality  Assurance  Tester.  Cre¬ 
ate  test  plans  and  cases  for  inte¬ 
gration  testing  prior  to  produc¬ 
tion  release  for  State  of  Indiana 
Retirement  System.  Find,  track, 
&  document  defects.  Deploy  au¬ 
tomated  scripts  to  reduce  testing 
cycle.  Test  business  applica¬ 
tions.  Bachelor's  degree  in  Elec¬ 
tronics  and  Communication  En¬ 
gineering  or  closely  related  field 
is  required.  Must  have  (24) 
months  of  experience  in  the  job 
offered  or  (24)  months  experi¬ 
ence  as  an  Application  Develop¬ 
er.  Experience  must  include 
quality  assurance,  testing,  and 
testing  methodologies;  ability  to 
administer  user  acceptance  test¬ 
ing;  Visual  Basic,  Forte,  SQL, 
JAVA,  and  automated  testing 
tools.  Must  have  current  autho¬ 
rization  to  be  permanently  em¬ 
ployed  in  the  US.  37.5  hrs/wk 
(schedule  varies).  Send  resume 
to  I  PS  I,  150  W.  Market  St.,  Ste. 
703,  Indianapolis,  IN  46204. 


Management  Systems  En¬ 
gineer  with  a  Master  Degree 
in  Computer  Science  or  equi¬ 
valent  &  2  years  as  a  system 
analyst  project  leader  or 
related  experience  to  coordi¬ 
nate  development  of  cus¬ 
tomized  software  design  for 
programs  used  in  systems 
architecture  of  applications 
oriented  towards  security  of 
information  of  highly  net¬ 
worked  financial  environ¬ 
ments.  13747  Montfort,  Suite 
300,  Dallas,  TX  75240.  Fax; 
972-404-9287.  EOE. 


LANSA  (Downers  Grove,  IL) 
seeks  Computer  Systems  Ana¬ 
lyst/Consultant  to  consult  w/cli- 
ents  to  analyze  information, 
determine,  recommend,  &  plan 
hardware  configuration  layout, 
analyze  existing  equipment  & 
system  for  capability,  operation  & 
effective  use  of  website.  Counsel 
client  on  options  &  problem  solv¬ 
ing.  Train  users.  BS  Degree  or 
equiv.  in  Computer  Systems  En¬ 
gineering  &  2  yrs  of  exp  required. 
Must  have  exp  w/Java  Script, 
Delphi  Symposium,  Advanced 
Java  Programming,  LANSA, 
LANSA  for  the  Web,  &  Intro  to 
AS/400.  Competitive  salary/bon¬ 
us/benefit  package.  Send  resum¬ 
es  to  HR  at  hr@lansa.com. 
LANSA  is  an  equal  opportunity 
employer. 


Applications  Engin¬ 
eer,  multiple  posi¬ 
tions.  Send  resume 
to  HR,  ABB,  Inc., 
1601  Industrial 
Blvd.,  Sugar  Land, 
Texas  77478.  Must 
ref  job  code 
SrAppsEng-1 00780. 


UNIVERSITY  OF  TEXAS 
AT  EL  PASO 

SECURITY  ADMINISTRATOR 

Responsible  for  the  overall 
security  of  information  resources 
of  the  University.  Provides  com¬ 
puter  forensics,  vulnerability  as¬ 
sessments,  monitors  and  audits 
systems,  antivirus,  antispam 
and  patch  management.  Re¬ 
sponsible  for  contingency  plan¬ 
ning  and  security  support. 
MSCS/CE/EE  with  2  yrs.’  related 
exp.  Or  BSCS/CE/EE  with  5 
years  of  experience.  Submit 
resume  to:  University  of  Texas 
at  El  Paso,  ATTN:  Gerard  D. 
Cochrane  -  JO  #45,  500  W. 
University  Ave.,  E!  Paso,  TX 
79968.  EOE. 


KINDER  MORGAN 


Senior  SCADA  Engineer,  Kinder  Morgan,  Inc.,  Houston,  TX: 

Resp.  for  manag.,  impl.,  coord,  ans  testing  of  Supervisory  Control  and  Data  Acq. 
(iSCADAi)  system  for  Oil  &.  Gas  Ind.  incl.  devel.  SW  specs  and  code  for 
SCADA/Gas  Measur.  System  and  serving  as  Sys.Admin.  of  Sybase-based 
SCADA  system  running  Digital  UX  v4.0E/F  and  HP  UXvll.x.  BS  (or  equiv. 
educ.,  training  and/or  exp.)  in  CompSci  or  Comp.lnfo.Systems  req  id  plus  5  yrs 
exp.  performing  duties  of  the  position  or  5  yrs  prof.  exp.  as  SCADA-based 
Systems  Engin.  in  Oil  &.  Gas  Industry.  Must  have  exp.  w/OASyS  v6.2  Telvent 
SCADA  (install.,  config.,  manag.  and  devel.)  and  Telvent  GMAS  (Gas  Measur. 
Accounting  Sys.)  and  strong  working  knowl.  of  gas  measur.  process.  Any  appro¬ 
priate  and  equiv.  combo  of  educ.,  training  and/or  exp.  will  be  acceptable. 

Please  fax  resume  to  713-369-9411  and  reference  Job#KMI-17. 


Analyst/Developer  with  Gold¬ 
man,  Sachs  &  Co.  in  New  York, 
NY.  Design  &  develop  securities 
lending  real-time  distributed 
position  management  system. 
Produce  complex  strategies  w / 
multiple  underlying  financial 
products  in  markets  of  US  & 
international  exchanges.  Req'd: 
Bachelors  in  Computer  Science, 
Engineering,  Economics  or  relat¬ 
ed  field  plus  2  years  exp  in 
offered  position  or  as  software 
analyst.  Exp  must  incl  designing 
&  developing  equities,  fixed 
income,  &  commodities  trading 
systems  utilizing  EJB  &  JMS, 
Weblogic  component  technology, 
&  SQL  programming  using 
Sybase  Adaptive  Server  in  the 
financial  services  industry.  Job 
Code:  TECH10905AD  Apply: 
httDs://aoldmansachs.recruit- 

max.com/ena/candidates  using 
"Build  Your  Profile"  option. 
Candidates  must  specify  job 
code  in  "Specific  Type"  field.  NO 
PHONE  CALLS  PLEASE. 


Sr.  Consulting  Engineer, 
Transport  Solutions, 
CentrePath,  Inc., 
Waltham.  MA 

Resp.  for  architecting,  designing 
&  implem.  layer  1  DWDM  & 
SONET  optical  transport  net¬ 
works  for  enterprise  custs.  & 
service  providers  incl.  scope, 
close  &  deliver  Transport  Fo¬ 
cused  Consulting  Services,  lead 
optical  network  implementations 
and  provide  techn.  sales  sup¬ 
port.  BS  (or  foreign  equiv.)  in 
Electrical  or  Computer  Engin. 
req'd  +  4  yrs  exp.  performing 
duties  of  the  position.  Must  have 
exp.  designing  Metro  &  Long 
Haul  fiber-based  networks  w/ 
SONET  Ring  technology  & 
DWDM  products.  Extensive 
(60%)  U.S.  travel  req’d.  Resume 
only  to  Careers@centrepath.com 


Computer  Professional  NY 
based  IT  firm,  Jr.  Lvl  Positions 
Programmer  Analysts,  S/ware 
Engrs,  Sys  Analysts,  Database 
Administrators  to  Dvlop,  create, 
modify  general  comp  applic'ns 
s/ware  or  specialized  utility  pro¬ 
grams.  Analyze  user  needs  & 
develop  s/ware  solutions. Sr.  Lvl 
Position,  IT  Mngr,  MIS  Mngr,  ITS 
Director  to  plan,  direct,  or  coor¬ 
dinate  activities  in  such  fields  as 
electronic  data  processing,  infor¬ 
mation  systems,  systems  analy¬ 
sis,  and  computer  programming. 
Apply  w/2  copies  of  resume  to 
HRD,  Jean  Martin,  Inc.  551  Fifth 
Avenue  14th  FI.  New  York,  NY 
10176. 


Senior  Systems  Analyst  - 
Manager  to  lead  Service 
Desk  consistent  with  indus¬ 
try  best  practices.  Resolve 
system  outages,  component 
failures.  Ensure  SD  oper¬ 
ates  as  central  contact 
between  users/providers  of 
IS  services.  Refer  to  Job 
#SD-1  and  reply  to; 
mscaia@nemours.org  or 
Nemours,  Inc.  (CBO)  12735 
W.  Gran  Bay  Pkwy., 
Building  100,  Ste.  200, 
Jacksonville,  FL.  32258. 
Job  located  in  Orlando. 


IT  consulting  firm  with  HQ  in 
Vermont  has  multiple  openings 
for  IT  professionals  to  serve 
multiple  clients  throughout  the 
U.S.  Job  duties  include:  Analy¬ 
sis,  design,  development  and 
testing  of  computer  applications. 
Specific  skill  sets  needed  in¬ 
clude: 

•  Net  developers  JO-200 

•  J2EE  developers  JO-210 

•  Data-warehousing  developers 
JO-220 

•  Database  Developers/DBA  JO- 
230 

•  Siebel  Developers  JO-240 

•  Systems  Administrators  JO- 
250 

•  ERP  Consultants  - 
Oracle/Peoplesoft/SAP  JO-260 

•  EAI  Development  JO-270 

•  QA  Analysts  JO-280 

•  Web  Content  Developer  JO- 
290 

Positions  require  either  a  B.S. 
degree  in  a  related  field  and  1-2 
yrs.  of  exp.  w/specific  skill  sets. 
Some  entry  level  positions  are 
available  &  require  a  M.S.  de¬ 
gree  &  related  coursework  or 
exp.  Some  senior  level  positions 
are  also  available  &  require  5 
yrs.  of  progressive  exp.  Compet¬ 
itive  salaries.  Must  be  willing  to 
travel/relocate.  Send  resume  to: 
jobs@iTechUS.com.  Refer  to 
specific  JO#  for  consideration. 
Applicants  must  have  authority 
to  work  permanently  in  the  U.S. 


ASSOCIATE  IS  ANALYST 

(Multiple  Openings) 

Bayer  Healthcare  LLC  in 
Berkeley,  CA  is  seeking  an 
Associate  IS  Analyst  to  perform 
validation  activities  for  new  and 
existing  cGMP  systems  in  accor¬ 
dance  with  the  FDA  regulations 
and  company's  standards;  pre¬ 
pare  validation  and  qualification 
protocols,  analyze  data  and  pre¬ 
pare  validation  summary  re¬ 
ports;  and  execute  validation 
protocols  and  draft  deviation 
reports.  Bachelor's  degree  in 
Computer  Science  or  Electronic 
Engineering  required  plus  two 
years  experience  in  position 
offered  or  as  a  Computer  Pro¬ 
grammer  or  Validation  Analyst. 
Experience  must  include  devel¬ 
oping,  validating  and  implement¬ 
ing  software  applications  for 
cGMP  environment.  Submit 
resume  via  email  by  visiting 
BayerJobs.com  and  refer  to  job 
ID  #1663. 


COMPUTER/IT 

Senior  Programmer  Analyst. 
Req.  Bachelor's  degree  (or  high¬ 
er)  in  CS  or  Eng.  Req.  5  yrs.' 
exp.  in  software  eng.  and  appli¬ 
cation  programming  using 
PL/SQL  or  SQL/Sybase  &  Perl 
on  Oracle  platform.  3  yrs.  of  stat¬ 
ed  exp.  must  have  incl.  exp. 
designing  applications  for  mort¬ 
gage  cash  flow  generation, 
mortgage  pricing  and  analytics. 
As  member  of  Fixed  Income 
Risk  Management  IT  team, 
design,  develop  &  implement 
software  pricing  models  using 
PL/SQL  &  Perl  on  Oracle  plat¬ 
form  for  further  automation  of 
NAV  of  portfolios.  Design  appli¬ 
cations  for  mortgage  cash  flow 
generation,  mortgage  pricing 
and  analytics.  Apply  with  re¬ 
sume  to:  Shirali  Acosta,  Alliance 
Capital  Management  L.P.,  1345 
Avenue  of  the  Americas,  20th 
Floor,  New  York,  NY,  10105. 


I.T 


AT  THE  END  OF  THE  DAY,  IT  ALL  COMES 
DOWN  TO  RESULTS.  WHAT  RESULT  DO 
YOU  WANT  FOR  YOUR  CAREER?  IT'S  TIME 
YOU  EXPERIENCED  NCH. 


Professionals 

I  Progressive.  Dynamic.  High-Tech.  Innovative. 

NCH  Healthcare  System,  located  in  Naples,  Florida,  invites  you  to 
explore  an  environment  where  our  growth,  new  systems  and  your 
talents  will  bring  continued  opportunities  for  development,  as  we 
embark  on  becoming  paperless.  Positions  are  immediately  available 
for  the  following  professionals: 

•  SERVICE  CENTER  TECHNICIANS  -  Associate's  degree  or  2  years  of  equivalent 
experience  required  with  customer  service  or  computer  support  experience. 
Microsoft  A+  certification  required  within  6  months  of  hire;  experience  with 
PCs. 

•  IT  ANALYST  -  Bachelor's  degree  in  Computer  Science  &  relevant  work  expe¬ 
rience  or  at  least  5  years  experience  in  programming  interfaces. 

•  SR  PROGRAMMER/ANALYST  -  At  least  5  years  of  programming  experience. 
Will  lead  and  implement  projects.  RPG,  IBM,  AS400,  healthcare  experience 
preferred. 

•  CLINICAL  INFORMATICS  ANALYST-  FL  RN  BSN  or  Bachelor's  degree,  3-5  years 
clinical  experience  with  demonstrated  clinical  competence.  Cerner  experi¬ 
ence  preferred. 

•  DIRECTOR  OF  CLINICAL  INFORMATICS  (CARENET)  -  Seeking  visionary  leader 
with  5-7  years  of  experience  with  Cerner  solutions.  Master's  preferred  in  IT 
Informatics  or  related.  Minimum  of  2  years  in  leadership  position. 

•  WEB  APPLICATION  DEVELOPER  -  Seeking  web  savvy  candidate  with  at  least 
2  years  of  experience  in  developing  web  applications/design.  Bachelor's 
degree  required  in  related  area. 

i  BE  SURE  TO  ASK  ABOUT  OTHER  OPPORTUNITIES! 
?g rxlouscarv  Learn  more  about  what  we  have  to  offer.  Call 

Human  Resources  at  800-955-5165  or  email  your 
resume  to:  careers@nchmd.org.  NCH,  851  5th 
Avenue  N.,  Ste  102,  Naples,  FL  34102,  fax:  239- 
436-5055.  Visit  our  website  for  a  complete  listing 
of  position  openings  at:  www.nchmd.org. 
EOE/DFWP 


Software  engineer  to  design, 
develop  and  test  computer  pro¬ 
grams  for  business  applications; 
analyze  software  requirements 
to  determine  feasibility  of  de¬ 
sign;  direct  software  system 
testing  procedures.  Require¬ 
ments:  Bachelor's  Degree,  edu¬ 
cational  or  functional  (3  years 
experienced  year  of  college) 
equivalent,  in  Engineering, 
Computer  Science  or  related 
field  and  one  year  experience  as 
a  software  engineer  or  computer 
programmer.  Working  Condi¬ 
tions:  8:00  A.M.  to  5:00  P.M.,  40 
hours/week,  involves  extensive 
travel  and  frequent  relocation. 
Apply:  Elite  Careers,  LLC,  1910 
Cochran  Rd,  Manor  Oak  2,  Suite 
205,  Pittsburgh,  PA  15220,  Attn: 
Stephanie  Meixner,  Job  No 
112105. 


COMSYS 

With  35  branch  offices  located 
across  the  US,  COMSYS  is  ac¬ 
tively  recruiting  for  the  following 
positions. 

Programmer  Analyst  -  metro 
Richardson,  TX  -  Code  #  RI130 
Database  Administrator 
metro  Ashburn,  VA  -  Code 
# AS100 

Software  Engineer  -  metro 
Colorado  Springs,  CO  -  Code 
#CS100 

Software  Engineer  -  metro 
Richardson,  TX  -  Code  #  RI120 
Database  Administrator  - 
metro  Herndon,  VA  -  Code 
#  HE110 

Roving  employment  to  varying 
jobsites  throughout  the  US. 
Please  refer  to  appropriate  job 
code  when  submitting  resume 
to:  COMSYS,  Attn.  Nancy  The¬ 
riault,  15455  N.  Dallas  Pkwy., 
Ste  300,  Addison,  TX  75001. 
EOE./MF/DV 


Maxtor,  a  leading  hard  drive 
company  and  provider  of  stor¬ 
age  solutions  for  a  wide  range 
of  applications,  from  the  desk¬ 
top,  to  the  enterprise,  to  con¬ 
sumer  electronics  has  immedi¬ 
ate  needs  for  highly  motivated 
professionals  in  the  following 
areas:  Firmware  Engineers. 
Servo  Engineers,  Head  Media 
Engineers,  ReadWrite  Engin¬ 
eers,  Test  Process  Engineers, 
Process  Engineers,  Tribolog- 
ists,  Sputter  Engineers,  Failure 
Analysis  Engineers,  Software 
Engineers,  Electrical  Engineers, 
Mechanical  Engineers.  All  posi¬ 
tions  require  relevant  degrees 
and  knowledge  in  specific 
areas.  Positions  are  located  in 
the  San  Jose,  Fremont  and 
Milpitas.  CA,  Longmont,  CO 
and  Shrewsbury,  MA.  For 
detailed  information  on  job 
descriptions  and  requirements, 
please  see  the  "Careers"  sec¬ 
tion  on  our  website  at: 
www.maxtor.com  Please  mail 
resumes  referencing  specific 
position  numbers  from  website 
to:  Kimberly  Miozza  at  333 
South  Street,  Shrewsbury,  MA 
01545. 


Market  Research  Analyst  (Tele¬ 
communications).  B.A.  or  B.B.A. 
and  2  years  experience:  Re¬ 
search  market  conditions  to  de¬ 
termine  potential  sales  of  whole¬ 
sale  voice-over  Internet  Protocol 
telecommunications  services; 
establish  research  methodology 
and  design  format  for  data  gath¬ 
ering,  such  as  surveys,  opinion 
polls,  or  questionnaires;  exam¬ 
ine  and  analyze  statistical  data 
to  forecast  future  marketing 
trends;  gather  data  on  competi¬ 
tors  and  analyze  prices,  sales, 
and  methods  of  marketing  and 
distribution;  collect  data  on  cus¬ 
tomer  preferences  and  buying 
habits;  prepare  reports  and 
graphic  illustrations  of  findings, 
represent  company  at  trade 
association  meetings.  Mail  resu¬ 
me  to:  Kiwi  Systems,  Inc.  2500 
E.  Foothill  Blvd.,  Suite  403, 
Pasadena,  CA  91107 


Sr.  Systems  Software  Engineer. 
Ridgefield,  NJ.  MS-Comp  Sci  + 
2  yr  exp  in  job  or  as  Systm  Engr. 
Anlyz  &  dsgn  s/ware  systm  us'g 
Objct  Oriented  mthod  &  UML 
model'g.  Dsgn  &  implemnt  ntwrk 
cmponent  suport'g  real-time 
video/audio  stream'g  &  encryp- 
tn.  Build  video  codec  suitabl  for 
video  confrnc’g  applictn  us'g 
standrd  video  compresn  algo¬ 
rithm  Dsgn  &  implemnt  Win¬ 
dows  dvice  drivr  for  extrnl  data 
input  dvice.  Dsgn  &  implemnt 
s/ware  enablg  secur  real-time 
video/audio,  data  cmunicatn  for 
Emrgncy  Mdical  Serv  applictn 
w/highly  custmizabl  user  inter¬ 
faces.  Skill  must  iric:  Standrd 
ntwrk  protcol,  TCP/IP.  HTTP 
FTP,  RTP/RTCP,  multicastg; 
Video  compresn  standrd,  Stan¬ 
drd  encryptn  algorithm;  S/ware 
dvlpmnt  on  Windows  platfrm 
us'g  VB.  VC++  &  COM/ATL; 
Dvice  Drivr  dvlpmnt  on  Windows 
platfrm;  C++.  C,  80x86  Asmbly 
languge;  Objct-Oriented  dsgn, 
UML;  Dtabse,  SQL.  Send 
resume  to  R.  Smith,  General 
Devices,  1000  River  Street, 
Ridgefield,  NJ  07657 


Sr.  Systems  Analyst/Project 
Manager,  Reston,  VA  to  provide 
technical  assistance  to  sales 
team  in  time/  cost  estimation, 
tech,  capabilities/solutions  etc. 
Dev.  Project  requirement  analy¬ 
sis.  Manage  customer  expecta¬ 
tions/relationship;  technical  as¬ 
pects  of  complex  projects  & 
local/offshore  teams.  Research, 
plan  &  recommend  software/ 
systems  choices  to  meet  client 
needs.  Help  client  perform  prod¬ 
uct  acceptance  tests.  Strong 
project  management,  communi¬ 
cations  and  relationship  mgmt 
skills.  Reqd.  MSCS  or  rel.  field 
(BSCS  &  5  yrs  exp.  may  be  sub¬ 
stituted  for  MSCS)  &  2  years 
exp.  in  managing  local/offshore 
sw  dev.  teams  &  in  ASP,  PHP, 
Coldfusion,  web  technologies  & 
.NET  or  Java  based  3  tier  archi¬ 
tecture.  Send  resume  &  2  refer¬ 
ences  to  F.  Li,  Ref.  #124-04, 
8225  Bell  Lane,  Vienna,  VA 
22182. 
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NY  Hospitals,  Siemens 
Launch  Smart-Card  Pilot 


100,000  cards  will 
be  distributed 

JAIKUMAR  VIJAYAN 


I 


■fwo  MAJOR  New 
York  hospitals  have 
joined  with  a  vendor 
of  smart-card  tech¬ 
nologies  on  a  pilot  project  to 
provide  patients  with  portable 
health  care  records  and  give 
doctors  better  access  to  that 
data. 

Under  the  initiative  an¬ 
nounced  last  week,  Mount 
Sinai  Medical  Center,  the 
Elmhurst  Hospital  Center 
and  Siemens  Communica¬ 
tions  Inc.  will  start  deploying 
around  100,000  smart  cards  to 
patients  at  these  hospitals  and 
several  affiliates  beginning  in 
the  second  quarter  of  2006. 

Each  hospital  in  the  network 
will  issue  smart  cards  that  in¬ 
tegrate  a  patient’s  identity  data 
with  essential  health  informa¬ 
tion  that  can  be  quickly  ac¬ 
cessed  and  routinely  updated 
by  health  care  professionals 
who  are  part  of  the  regional 
smart-card  network. 

The  network  will  enable 
portability  of  patient  health 


Corrections 

In  the  Dec.  5  issue,  the  last 
name  of  Raj  Sabhlok,  senior  vice 
president  of  operations  at  Em- 
barcadero  Technologies  Inc.  in 
San  Francisco,  was  misspelled  in 
a  Page  One  story  about  database 
security  (“Users  Driven  to  Third- 
Party  Security”). 

A  story  about  offshore  out¬ 
sourcing  in  last  week’s  Manage¬ 
ment  section  (“Working  Through 
the  Pain")  incorrectly  reported 
Cognizant  Technology  Solutions 
Corp.'s  fourth-quarter  business 
forecast  as  actual  revenue.  The 
Teaneck,  N.J.-based  company  re¬ 
ported  revenue  of  $235.5  million 
for  this  year's  third  quarter,  up 
52%  from  the  year-earlier  level. 


care  data  and  help  reduce  med¬ 
ical  errors  caused  by  misinfor¬ 
mation  or  lack  of  patient  data, 
said  Jack  Nelson,  CIO  at  Mount 
Sinai  Hospital  in  Manhattan. 

Nelson  noted  that  there  is 
much  interest  among  health 
care  providers  and  state  and 
federal  governments  in  mak¬ 
ing  health  care  information 
more  accessible  to  providers 
and  patients. 

The  smart-card  initiative 
can  make  such  information 
portable  without  the  need  to 
invest  in  the  expensive  and 
complex  infrastructure  that 
a  connected  health  care  net¬ 
work  requires,  he  said.  The 
hospitals  involved  in  the  pilot 
program  only  need  card  read¬ 
ers  and  associated  software, 
he  added. 

National  System  in  Sight 

The  New  York  effort  demon¬ 
strates  that  the  federal  govern¬ 
ment’s  goal  of  making  patient 
health  information  portable 
and  accessible  can  be  attained 


using  existing  technologies, 
said  Jonathan  Leviss,  medical 
director  of  Sentillion  Inc., 
an  Andover.  Mass.-based  ven¬ 
dor  of  identity  management 
technologies. 

Leviss  had  been  involved  in 
the  early  days  of  the  project  in 
his  former  job  as  chief  medi¬ 
cal  information  officer  at  New 
York  City  Health  and  Hospi¬ 
tals  Corp.,  the  city’s  public 
hospital  network. 

He  said  the  success  of  such 
projects  and  the  proliferation 
of  smart-card-based  programs 
now  depend  mostly  on  resolv¬ 
ing  several  process-  and  secu¬ 
rity-related  issues. 

Leviss  said  officials  must 
answer  several  questions: 
What  patient  data  can  be  put 
on  smart  cards?  Who  can  ac¬ 
cess  that  data  and  for  what 
purpose?  When  can  the  data 
be  accessed?  And  how  can  it 
be  protected  from  accidental 
or  deliberate  misuse? 

“As  we  provide  information 
outside  of  the  primary  health¬ 


care  facility,  we  have  to  be 
assured  that  the  patient  data  is 
secure,”  he  said. 

“This  seems  to  be  a  fairly 
broad  project,”  said  Randy 
Vanderhoof,  executive  director 
of  the  Smart  Card  Alliance  in 
Princeton  Junction,  N.J.  The 
industry  group  has  for  some 
time  been  advocating  the 
use  of  smart  cards  in  health 
care  applications  through  its 
Healthcare  Industry  Council. 

Although  a  few  hospitals 
have  begun  implementing 
similar  networks  for  patient 
identification  and  authentica¬ 
tion  applications,  there  are 
only  a  few  cases  in  the  U.S. 
similar  to  the  effort  in  New 
York,  Vanderhoof  said. 

Such  projects  are  also  under 
way  at  Denver  Health,  Beverly 
Hospital  and  Addison  Gilbert 
Hospital  in  Massachusetts, 
and  Heritage  Valley  Health 
System  in  Beaver,  Pa.,  accord¬ 
ing  to  the  Smart  Card  Alliance. 

Initially,  Mount  Sinai  will 
use  the  smart  cards  in  emer¬ 
gency  rooms  to  identify  pa¬ 
tients  and  gain  access  to  their 
medical  histories,  Nelson  said. 

The  64KB  cards  will  let 
Mount  Sinai  incorporate  up  to 
27  pages  of  encrypted  medi¬ 
cal  history,  including  data  on 


Patient  Health 
Smart-Card 
Initiative 

■  Led  by  Mount  Sinai  Medi¬ 
cal  Center,  Elmhurst  Hospital 
and  Siemens  Communications. 

■  Pilot  program  will  distrib¬ 
ute  about  100,000  smart 
cards  to  patients  of  Elmhurst 
Hospital,  Mount  Sinai  Hospital 
and  affiliated  hospitals. 

■  Smart  cards  will  include  up 
to  27  pages  of  patient  health 
information. 

■  Program  will  eventually  in¬ 
clude  about  45  affiliated  and 
related  health  care  facilities. 


chronic  diseases,  current 
medications  and  possibly  even 
compressed  EKG  information, 
Nelson  said. 

Smart-card  vendor  Siemens 
Communications,  which  is 
based  in  Boca  Raton,  Fla.,  is 
kicking  in  $2  million  to  sup¬ 
port  the  project.  The  money 
will  be  used  to  purchase  hard¬ 
ware  and  software  for  produc¬ 
ing,  reading  and  managing  the 
smart  cards.  ► 


Users  Test  Storage  Functions  in  Windows  Server  2003 

Cohen  uses  the  system’s 
storage  resource  management 
functionality  and  file  snapshot 
and  replication  features  to 
back  up  large  multigigabyte 
files  for  shared  use  by  engi¬ 
neers  using  50  servers  spread 
throughout  upstate  New  York. 

John  Webster,  a  storage 
analyst  at  Data  Mobility 
Group  LLC  in  Nashua,  N.H., 
said  that  while  the  final  re¬ 
lease  of  Microsoft’s  Windows 
Server  R2  is  mostly  “incre¬ 
mental,”  the  vendor  is  sending 
a  powerful  storage  message: 
that  it  is  trying  to  make  those 
features  ubiquitous  for  Win¬ 
dows  users. 

“The  only  other  source  for 
this  kind  of  thing  is  potentially 
the  open-source  community, 
and  we  haven’t  seen  the  open- 
source  community  have  much 
of  an  impact  on  storage,”  said 
Webster.  * 


BY  LUCAS  MEARIAN 

Beta  users  of  Microsoft  Corp.’s 
Windows  Server  2003  R2  op¬ 
erating  system,  which  was  re¬ 
leased  last  week,  gave  mostly 
upbeat  reviews  of  the  technol¬ 
ogy’s  storage  functionality. 

Craig  Fletcher,  IT  op¬ 
erations  manager  at  Arcadis 
G&M  Inc.,  an  environmental 
consulting  firm  in  Highland 
Ranch,  Colo.,  said  the  storage 
resource  management  tools 
used  to  discover  and  monitor 
equipment  on  his  storage-area 
network  (SAN)  have  been 
helpful  during  the  test  period. 

However,  Fletcher  said 
he  also  found  that  Windows 
Server  R2  lacks  the  robust  re¬ 
porting  capabilities  necessary 
for  data  replication. 

“We’d  like  to  be  able  to  look 
at  the  status  of  replication 
from  a  branch  office  to  the 
hub  site  in  real  time,  as  well  as 


receive  automated  e-mail  sum¬ 
maries  of  the  previous  days’ 
[business]  so  we  know  that 
replication  [and]  backups  are 
working  well,”  Fletcher  said. 

Today,  he  said,  “we  have  to 
manually  run  a  report  if  we 
want  to  know  what  is  going 
on.”  Fletcher  said  he  expects 
Microsoft  to  include  those 
automation  features  in  future 
releases. 

Some  Problems  Solved 

Fletcher  also  said  that  prior 
to  installing  the  software,  Ar¬ 
cadis’  75  branch  offices  had 
problems  backing  up  240  Win- 
tel  servers.  They  experienced 
backup  failures  that  caused 
data  losses,  and  in  some  cases, 
they  had  to  ask  untrained  per¬ 
sonnel  to  handle  tapes. 

The  disk-to-disk  replication 
and  continuous  data-protec- 
tion  features  in  the  new  re¬ 


lease  have  eliminated  many  of 
those  problems,  Fletcher  said. 

The  improved  backup  capa¬ 
bilities  have  already  reduced 
administrative  overhead  and 
data  losses,  said  Fletcher, 
though  he  couldn’t  provide 
details  on  cost  savings. 

“The  only  thing  I  think 
really  needs  to  be  addressed 
by  Microsoft  is  biometrics,” 
said  Jeff  Cohen,  CIO  at  Des- 
tiNY  USA,  the  developer  of 
an  800-acre  retail  complex  in 
Syracuse,  N.Y.,  that  will  be 
powered  by  reusable  energy 
sources  like  wind  turbines  and 
solar  panels. 

Cohen  said  he’s  been  beta¬ 
testing  Windows  Server  R2  for 
six  months  alongside  a  22TB 
SAN  powered  by  a  high-end 
EMC  DMX1000  array.  He  said 
the  software  has  been  able  to 
discover  and  monitor  all  of  the 
components  on  his  SAN. 


TAKE  THE  GUESS  AND  WORK 
OUT  OF  COMPLIANCE 

Automatically  enforce  compliance  with  FileNet  Records  Manager  and  Email  Manager 


Putting  compliance  in  the  hands  of  business  users  is  a  chancy  proposition.  Filing  errors,  data  loss,  and 
inconsistent  policy  enforcement  put  you  at  risk.  FileNet  Records  Manager  and  Email  Manager  automate  your 
entire  compliance  process.  You'll  realize  lower  operational  costs,  greater  proof  of  compliance  with  current  and 
future  regulations,  and  improved  user  productivity  —  all  via  a  comprehensive  system  built  from  the  ground  up 
to  work  invisibly  behind  the  scenes.  Why  you'd  ever  attempt  compliance  any  other  way  is  anyone's  guess. 


Learn  howto  make  better  decisions,  faster. 
Download  the  definitive  Records  Manageme 
Guide  at  www.filenet.com/rmguide  | 
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Port  Scans  Don’t  Always 
Precede  Network  Hacks 

University  of  Maryland  study  finds 
most  attacks  are  made  without  them 


BY  JAIKUMAR  VIJAYAN 

HE  ASSUMPTION 
that  network  port 
scans  are  a  precursor 
to  attempted  hacks 
into  computers  may  be  flawed, 
according  to  research  from 
the  University  of  Maryland’s 
A.  James  Clark  School  of  Engi¬ 
neering. 

An  analysis  of  quantitative 
attack  data  gathered  by  the 
university  over  a  two-month 
period  shows  that  port  scans 
precede  attacks  only  about  5% 
of  the  time,  said  Michel  Cukier, 
a  professor  in  the  Center  for 
Risk  and  Reliability  at  the  en¬ 
gineering  school.  The  results 
of  the  research  were  released 
publicly  last  week. 

In  fact,  more  than  half  of  all 
attacks  aren’t  preceded  by  a 
scan  of  any  kind,  Cukier  said. 

“There’s  been  a  lot  of  discus¬ 
sion  in  the  security  community 
about  whether  a  port  scan  por¬ 
tends  an  attack  or  not,”  he  said. 
“The  goal  of  the  research  is  to 
find  a  link  between  port  scans 
and  an  attack.” 

Fact  or  Fiction? 

Port  scans  are  generally  be¬ 
lieved  to  be  used  by  attackers 
to  discover  open  or  closed 
ports  and  unused  network  ser¬ 
vices  to  exploit.  Large  increas¬ 
es  in  scans  against  a  particular 
port  have  long  been  viewed  as 
a  signal  of  impending  attacks 
against  that  port. 

But  the  evidence  gathered 
from  48  days’  worth  of  data 
collected  from  two  “honeypot” 
computers  used  in  the  study 
suggest  otherwise,  Cukier  said. 
Honeypot  computers  are  used 
as  bait  to  lure  hackers. 

Only  28  out  of  760  IP  ad¬ 
dresses  that  were  tied  to  at¬ 


tacks  against  the  university’s 
computers  had  launched  a 
port  scan,  Cukier  said.  In  con¬ 
trast,  381  of  the  IP  addresses 
launched  attacks  without  any 
previous  port-scanning  activ¬ 
ity.  The  study  did  find  that  21% 
of  the  attacks  were  preceded 
by  vulnerability  scans,  which 
are  used  by  hackers  to  look 
for  specific  vulnerabilities  on 
network-attached  computers, 
Cukier  said. 

The  numbers  suggest  that 


Will  integrate 
WebLogic  Portal, 
Plumtree  software 

BY  HEATHER  HAVENSTEIN 

BEA  Systems  Inc.  last  week 
unveiled  a  two-year  road  map 
for  combining  its  WebLogic 
Portal  with  similar  software 
it  gained  with  the  acquisition 
of  Plumtree  Software  Inc.  in 
October. 

Once  completed,  the  in¬ 
tegration  will  allow  users 
to  leverage  a  common  set  of 
services  across  portal  and 
Web  applications  and  provide 
an  entry  way  for  creating  a 
service-oriented  architecture 
(SOA). 

Future  versions  of  Web¬ 
Logic  Portal  and  Aqua  Logic 
Interaction  (formerly  Plumtree 
Corporate  Portal)  will  allow 
users  to  share  portlets  and  cre¬ 
ate  components  of  common 
activities  such  as  collabora¬ 
tion,  search,  content  manage¬ 
ment,  knowledge  management 
and  distributed  publishing, 
BEA  officials  said. 


only  when  port  scans  are 
combined  with  vulnerability¬ 
scanning  activity  is  there  a 
reasonably  good  chance  of  a 
follow-up  attack,  he  said. 

During  the  study,  more  than 
22,000  connections  to  the  two 
honeypot  computers  were  an¬ 
alyzed.  Scripts  were  developed 
to  categorize  the  data  into 
port  scans,  vulnerability  scans, 
Internet  Control  Message  Pro¬ 
tocol  scans  and  attacks. 

For  the  analysis,  port  scans 
were  defined  as  connections 
involving  fewer  than  five  data 
packets  and  vulnerability  scans 
as  those  connections  with  five 


The  components  will  be 
available  as  services  to  users 
of  both  systems,  according 
to  BEA  officials.  The  integra¬ 
tion  plan  also  calls  for  a  se¬ 
ries  of  new  products  that  can 
package  the  common  services 
so  Web  applications  can  use 
them. 

Substantial  Benefits 

Pratt  &  Whitney,  an  East  Hart¬ 
ford,  Conn.-based  manufac¬ 
turer  of  aircraft  engines,  has 
30,000  customers,  partners, 
suppliers  and  employees  us¬ 
ing  its  extranet  running  on 
Plumtree’s  portal  tool. 

Though  it  doesn’t  use 
BEA’s  portal,  Pratt  &  Whit¬ 
ney  sees  substantial  benefits 
coming  from  the  integration 
plan,  according  to  manager 
of  information  service  pro¬ 
grams  Colin  Karsten. 

For  example,  BEA’s  plans 
to  provide  common  portlet 
components  could  save  the 
company  from  having  to  write 
portlets  on  its  own. 

Karsten  also  welcomed  the 
integration  plan’s  focus  on 


SOURCE:  MICHEL  CUKIER.  UNIVERSITY  OF 
MARYLAND.  COLLEGE  PARK 

to  12  packets.  Connections  with 
more  than  12  packets  were  clas¬ 
sified  as  attacks. 

Johannes  Ullrich,  chief  tech¬ 
nology  officer  at  the  SANS  In¬ 
stitute’s  Internet  Storm  Center, 
said  that  while  the  design  and 
development  of  the  testbed 
used  for  the  research  appears 


boosting  search  functions. 
“Search  is  a  big  deal  to  all  of 
us  today,  especially  in  manu¬ 
facturing,”  he  said.  “Custom¬ 
ers  use  Google  and  Yahoo 
and  have  been  trained  to  use 
search.  They  demand  it  wher¬ 
ever  they  go.” 

At  Pratt  &  Whitney,  the 
portal  is  used  to  buy  products, 
check  the  status  of  orders  in 
real  time  and  access  repair  sta¬ 
tus  reports,  Karsten  said. 

Stamford,  Conn.-based 
Thomson  Learning,  a  profes¬ 
sional  and  academic  testing 
company,  is  already  building 
Web  services  that  conform  to 
the  JSR-168  and  Web  Services 
for  Remote  Portlet  standards 
that  BEA  will  support  in  both 
portal  products.  Thomson 
uses  Web  services  and  por¬ 
tals  from  BEA  and  Microsoft 
Corp.  to  schedule  tests  with 
and  transmit  scores  to  its 
partners. 

“The  portal  standards  allow 
our  services  to  be  exposed 
not  just  through  our  own  cus¬ 
tomer-facing  portals  but  also 
through  our  customers’  por- 


BEA  Draws  Up  Road  Map  for  Portal  Apps 


to  be  valid,  the  analysis  is  too 
simplistic. 

Rather  than  counting  the 
number  of  packets  in  a  con¬ 
nection,  it’s  far  more  impor¬ 
tant  to  look  at  the  content 
when  classifying  a  connection 
as  a  port  scan  or  an  attack, 
Ullrich  said. 

Often,  attacks  such  as  the 
SQL  Slammer  worm,  which 
hit  in  2003,  can  be  as  small 
as  one  data  packet,  he  said. 

A  lot  of  the  automated  at¬ 
tacks  that  take  place  combine 
port  and  vulnerability  scans 
and  exploit  code,  according 
to  Ullrich. 

As  a  result,  much  of  what 
researchers  counted  as  port 
scans  may  have  actually  been 
attacks,  said  Ullrich,  whose 
Bethesda,  Md.-based  organiza¬ 
tion  provides  Internet  threat¬ 
monitoring  services. * 


ROAD  MAP 


BEA  Portals 

Integrating  WebLogic 
Portal  and  Plumtree 

PHASE  1  (first  half  of  2006): 
Enhance  interoperability 
between  the  two  portals  to 
allow  sharing  of  portlets  and 
other  page  elements. 

*  p  ® 

PHASE  2  (second  half  of 
2006):  Componentize  collabo¬ 
ration.  search  and  content 
management,  and  other  ser¬ 
vices  into  a  common  set  to  be 
used  by  portal  or  nonportal 
Web  applications. 

PHASE  3  (2007): 

Unify  common  portal 
components  and  services 
into  a  single  environment 
that’s  supported  on  multiple 
platforms,  including  Windows. 
Unix  and  Linux,  and  on  multiple 
application  servers,  including 
open-source  Tomcat  and  those 
from  BEA,  Microsoft  and  IBM. 


tals,”  said  Christopher  Crow- 
hurst,  vice  president  and  prin¬ 
cipal  architect  at  Thomson. 

Thomson  plans  to  use  the 
new  BEA  portal  features  next 
year,  he  said. » 
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™  Advance  to 
the  highest  level 
of  performance. 


FlexLine  380 


StorEdge  3510 


Introducing  the  StorageTek  FlexLine”  FLX  380  disk  storage  system  and  the  StorEdge  3510  FC  Array. 
Both  systems  have  the  high-performance  capability  to  deal  with  even  the  most  demanding  applications. 
The  award-winning  FLX  380  does  this  with  an  industry-leading  4-gigabit/second  bandwidth.  And  the 
StorEdge  3510  FC  Array  was  rated  one  of  the  best  in  its  class  for  price  and  performance.  So  now  you’ll 
have  the  performance  you  need  to  deal  with  all  your  storage  demands,  no  matter  how  challenging. 
The  advantage  is  the  performance.  The  network  is  the  computer.”  Share.  Visit  sun.com/storagetek. 
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©  2005  Sun  Microsystems,  Inc.  All  rights  reserved.  Sun,  Sun  Microsystems,  StorageTek,  FlexLine,  the  Sun  logo,  the  StorageTek  logo  and  The  Network  is  the  Computer  are  all  trademarks  or  registered  trademarks  of  Sun  Microsystem*. 
Inc.  in  the  United  States  and  other  countries.  .' - ”. 
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STANDARD  EDITION  ONE 


Starts  at  $149  per  user 


Oracle  Database  lOg— 

The  World's  #1  Database.  Now  For  Small  Business. 


oracle.com/start 
keyword:  #1onWindows 
or  call  1.800.633.0675 

Terms,  restrictions  and  limitations  apply.  Standard  Edition  One  is  available  with  Named  User  Pius  licensing  at  $149  per  user  with  a  minimum  of  five  users  or  $4995 
per  processor.  Licensing  of  Oracle  Standard  Edition  One  is  permitted  only  on  servers  that  have  a  maximum  capacity  of  2  CPUs  per  server. 

For  more  information,  visit  oracle.com/standardedition 
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